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WEBSTER 
FAS THE 


DGE 


OVER COMPETITION 
...IN QUALITY 





‘Only Webster has the printed scale edge — the biggest boon 
to secretaries since shorthand. But that's not all! Webster 
Durametric is made from materials of the very highest qual-— 
ity — some of them imported from all over the world. 


The same care tnat's taken to procure the materials goes 
into the manufacturing. Skilled workers — many with over a 
half a century's experience —— use only the highest stand- 
ards of craftsmanship to produce these carbon papers. 


So you see, quality is a tradition with Webster. Office 
workers have been using Webster's carbons and ribbons for 
68 years. It's a brand you can sell with pride and with 


profit. 


Sell the profit line 


... Sel WEBSTER’S 
CARBONS and INKED RIBBONS 


F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 


W ehster warehouses in New York « ( hicago ° Philadelphia ad Pittsburgh ad 


San Francisco * Cambridge 
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Office Appliances 


Editorial Observations 


According to a survey made by Dun’s 
Review and Modern Industry, ‘Nine out 
of 10 companies are getting more sales 
calls per day than they were 10 years 
ago. This is being done not by any one 
sweeping change or panacea, but rather 
by skillfully combining an entire pano- 
rama ol cost-cutting measures. 


‘To meet the new era of the hard sell, 
many companies find that they have to 
provide their customers with more than 
just a reliable product at a fair price 
Customers demand more service and 
more attention to their special problems. 


This calls for a substantial increase in 
the selling time spent face-to-face with 
customers and prospects, and a corre 
sponding decrease in time spent in travel, 
record keeping, filling out reports and 
other non-selling activities.” 

How to provide more actual selling 
time is a problem that will vary with 
every individual office equipment and 
supply dealer. The necessity for provid- 
ing that time is a constant, current factor. 
In every sales organization during the 
recent “easy” years there have developed 
inefficiencies due r thoughtless or care- 
less use of time. A personal survey for 
the purpose of uncovering areas where 
corrections are possible is indicated for 
everyone connected with selling. 

e 

On Sunday afternoon, March 24, a 
miniature NSOEA convention was held 
at the new plant of the Bankers Box 
Company in Franklin Park, Iil. The 
occasion was a “house warming” for the 
firm’s modern factory, recently erected in 
Franklin Park, Ill. Among NSOEA ex- 
ecutives present were President Leonard 
Wilcox, Roberts Printing & Stationery 
Co., Hutchinson, Kas.; Immediate Past- 
president Ivan Allen, Jr., Ivan Allen Co., 
Atlanta, Ga.; Vice-chairman John B. 
Brain, Jr., Brain Stationery Co., Omaha, 
Neb.: Vice- president Elmer Rahe, The 
Globe-Wernicke Co.: and L. G. Morris, 
Eaton Paper Corp. Many other members 
of NSOEA manufacturers, salesmen, 
dealers helped to build the substan- 
tial attendance, which was, in itself, an 
expression of the high regard the in- 
dustry holds for the Bankers Box Co. 
and the Fellowes (Harry, Folger and 
John) who head it. Pictures and more 
details will be presented next month. 


Wilh 8 Ro renar BOX 


Editorial Director 
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SERVICE BUREAU 


The Service Bureau of Office Appliances 
is maintained for the exclusive use of sub- 
scribers and advertisers. I+ answers in- 
quiries pertaining to the field, furnishes 
names of manufacturers of office supplies 
| and equipment, and aids dealers in secur- 
ing lines, without charge. 
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| 

| 

| 

| SUBSCRIPTION RATES: 
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in This issue 


... don't miss 


The Nashville stationery a. 


\?@ . r 
- <> Na hville, Ter n. pertormea a 
calculated risk of moving the 

4 “S cus e sntrance to the rear 

>a customer e ince TO a 

Ets Siar eC) of the store in a bold attempt 


LJ 2 to increase drop-in sales. It was 
’ a bold change trom convention 

but the firm owners tell OF 
FICE APPLIANCES that the re 
sults have exceeded expecta 
tions. How a store turned its back to the street is told 
Jetail starting on page 20 of this issue. Floor plans are 
presented for a clear understanding of how different 
store areas were set up. Here is helpful material for other 
tationery and office equipment dealers who might wish 





to do likewise ir rder to take full advantage otf parkina 


The office machines industry 
has long known C. Leroy 
"Rocky" Jones as a sales man- 
ager, operator of a school for 
service mechanics and as an 
author of a current book on 
typewriters, both manual and 
electric. “Rocky'’ has started in 
his own venture of setting up a 
store in a small town where he 
finds both business and recreational opportunities. ‘| 
Chose a Small Town" is the title of an absorbing story 
which he has written for OFFICE APPLIANCES, page 28. 
His views on how to conduct a successtul business in an 
area of limited population should prove interesting to the 


ic r e ir if ? 
mice macnine justry. 


Next Month... 


The June issue put emphasis on what is in store for 
the office machines industry at the forthcoming NOMDA 
convention in Pittsburgh. It will be an issue, too, which 
will spotlight effective merchandising of back-to-school 
items. Other articles will keep pace with this publication's 

icy of providing helpful information for our industry’: 
dealers as well as the late news in a complete trade 
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OA’s Press-Time Bulletins 





LOUIS M. BROWN, president of Eberhard Faber 





Pencil Co., has been 
elected to the board 
of directors of Old 
Town Corp., makers of 
duplicating sup- 
plies. Former vice- 
president of the man- 
ufacturers’ division 
of NSOEA, Mr. Brown 
made the regional 
circuit as a speaker and is known to 
many in the stationery and office 
equipment industry. 





L. M. Brown 


WILLIAM GIGLIOTTI of Nacogdoches, Tex., 





MRS. 


manufacturers’ representative, was 
honored by the local chapter of Rotary 
International, of which he is a member, 
by being selected to attend the inter- 
national convention of that organiza- 
tion. The gathering was held in Lu- 
cerne, Switzerland. Following the ses- 
Sions, he and Mrs. Gigliotti planned 
to travel in Italy, France and Great 
Britain. They were to sail from New 
York on April 24 aboard the Italian 
liner Augusta and to return to New York 
City June 4 on the Queen Mary. 


MILDRED L. (Peggy) Baird, died recent- 





ly at St. Luke's Hospital, Kansas City, 
Mo., where she had been a patient for 
two weeks. Mrs. Baird, a golf and 
bowling enthusiast, had been active in 
these sports until about three weeks 
before her death. She was the wife of 
Paul S. Baird of Kansas City, owner of 
George E. Baird & Son, Inc., office 
supplies firm of Kansas City. 


JOHN F. BURKE has been appointed by Inter- 


state Metal Products Co., Inc., of Chi- 
cago and Michigan City, Ind., to head 
its newly-formed office equipment di- 
vision as sales manager. Mr. Burke, 
formerly associated with Maso Steel 
Products Corp., states that virtually 
100% of the Maso sales force is now 
working for Interstate and that almost 
all of Maso's dealer organization was 
acquired by the new company. 


AB ADDO, Swedish office machines manufac- 


turer, is entering the electronics 
field in collaboration with Dr. Axel 
Wenner-Gren, it was announced by Addo 
board chairman George Agrell. The pur- 
pose of the agreement, said Mr. Agrell, 
is to create a broader basis for pro- 
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Late and Important News for Our Readers 


duction and exports of electronic data 
processing machines in Sweden. 


CENTRAL OFFICE SUPPLY CO., 6546 Cass Ave., 





Detroit, Mich., has announced the 
opening of another store. It will be 
centrally located in the Michigan 
Theatre Building at 216 Begley Ave. 
According to Herman J. Marabell, pres- 
ident of the concern, the stores carry 
Hallmark cards exclusively with a com- 
plete line of office supplies, equip- 
ment and printing. The new store, which 
fronts on Bagley and has an entrance in 
the Michigan Theatre Building lobby, 
will be under the management of Gerry 
Pelletier, who has a good background of 
experience in the stationery field. 
Formal opening is planned for May l. 


WAYNE B. PRESTON has been appointed sales 








representative inthe 
Southwest for Quality 
Park Envelope Co. Mr. 
Preston will head- 
quarter in Dallas and 
call on the dealers in 
Texas, Oklahoma, Ar- 
kansas and Louisiana. 
His background in the 
W. B. Preston fields of merchandis- 
ing and paper manufacture will provide 
valuable dealer information. M. 0. 
Thompson, who formerly covered this 
territory, will continue to represent 
Quality Park in a Midwest territory. 


A DAUGHTER, Jane Ellen, was born March 2 to 


Mr. & Mrs. Wallace W. Fisher of New 
York City. Mr. Fisher is assistant 
eastern manager for OFFICE APPLI- 
ANCES. 


HARRY C. CURRIER, president of Currier 





Manufacturing Co., St. Paul, Minn., 
died at his home March 30, following a 
stroke. 


JOE POPPLE, JR. of Office Outfitters, and 


Jim Roach, of Stationers Loose Leaf 
Co., have made preparations for a golf 
tournament to be held June 2 in Des 
Moines during Region 7 NSOEA conven- 
tion. Entry blanks and details can be 
secured from Mr. Popple at 318 K. P. 
Building, Des Moines, Iowa. Golfers 
are to be at the Hotel Savery by 11:30 
Sunday, June 2, for transportation to 
the course. 
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Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used, 








93 SALESMAN WANTED 












































SALES REPRESENTATIVES AVAILABLE 
o7 
) ADE ALESMAN WANTE FOR VIRGINIA-MARYLAN >ALESMEN LEATHER OFFICE FURNIITURE with following, good opportunity with 
€ wn manufacturers of steel office furniture needs exclusive salesma related line. Commission only. New England, New York, and Southern States. Write 
01 } nd a ting established dealers. A life time opportunity for the right Office Appliances, Box E-178, 100 East 42nd St., New York 17, N. Y. 
ymmplete details, past experience age alary requirement end pnot 
3 nfidentia Write Office Appliance Box 187, Chicago 6 
167 WE CONCENTRATE IN MICHIGAN, OHIO AND INDIANA consequently our 
ak manufacturers get results. Can handle one or two additional high grade lines in 
69 
99 LEADING MANUFACTURER OF WRITING INSTRUMENTS SEEKS SALESMAN office equipment field. Write Office Appliances, Box E-279, Chicago 6 
42 f Headquar Philadelphia territory t have successful record selling 
> wholesale and retailers. Preferred age 27 to Application strictly confidentia 
expenses. Send resume t ffice Appliances, Box S-190, 100 £ RELIABLE SOURCE paying bills in discount seeks representation wood and metal 
York 17, N. Y office chair lines calling on dealers metropolitan New York and vicinity. Write 
Office Appliances, Box E-180, 100 East 42nd St., New York 17, WN. Y. 
\ WN MAA ACTURER whos roduct are d by stationers everywhere - 
04 we ANUFACTURER whose p y . : OFFERING TOP PERSONAL CONTACTS by successful businessman seeking top 
two or three well trained salesmen preferably in age bracket o 
1é ; lines of Stationery and Office Equipment. Assuring a maximum amount of sales in 
, 8 t 3 mpany volume expanding ties for salesmen are bright 
e. . < the Metropolitan New York City area. Willing to do own billing of accounts if 
4 nformation as to trainina, experience, references. All correspondence _ : 
, . W Of Appl ef Chicsen 6 desired. Write in confidence to Office Appliances, Box E-181, 100 E. 42nd St. 
‘ fide e Jy > i liances iC 
08 'UITiCe Apples 9 New York 17, N. Y. 
WE ISHED OFFICE SUPPLY BUSINE Chicago area has an opening SALESMAN NOW DOING WELL IN RETAIL FIELD plans to establish himself as 
f man. Some knowledge of the | required. An excellent oppor nanufacturers’ representative with Chicago headquarters. Equipped to sell stationery 
cement to a person who has the ary ability. State experience or office furniture. Eight years in industry. Interested to hear from any manufac- 
182 and references. Correspondence in complete confidence. Write Office Appliances, Box turer seeking able representation in a group of middie western states. Write Office 
19 198 Appliances, Box E-183, Chicago 6 
200 
207 
140 F : 
19€ WANTED e wire office supply sales y 38 year old established Chicago WANTED MEDIUM SIZE OFFICE SUPPLY MANUFACTURER to share sales force 
17é are eS n incentive plan for customers. House leads furnished. Liberal con for nationwide distribution to dealer wholesalers, and jobbers. Write Office 
ssion and bonus. INCOME UNLIMITED. Selling experience in related fields Appliances, Box E-184, Chicago 6. 


preferred. Write 





Office Appliances, Box S-200, Chicago € 








PARTNER WANTED 
SALESMEN AVAILABLE 








RETIRING PARTNER WILL SELL Ye Interest in 16-year old well established ma- 



























































: ‘ . ; chine, furniture, and stationery store. Top franchised lines. Smog-free Sou-hern 
- NERY AND FURNITURE SALESMAN DESIRES ASSOCIATION WITH MANU- California city of 60,000. Write Office Appliances, Box S-179, Chicago 6. 
115 : RER x years experience at dealer level, three years direct branch office 
198 > branch manager. Age 31, will relocate and travel. Write Office Ap 
172 pliance Box E-182, Chicago € 
4: HELP WANTED 
SALES REPRESENTATIVES WANTED OFFICE MACHINES SERVICEMAN or combination serviceman-salesman. Opening for 
one of each. North Mississippi Underwood agency. Men familiar with Underwood 
products preferred. Top salary or salary and commission for qualified men. Write 
YEAR D MANUFACTURER OF OFFICE SPECIALTIES DESIRES COMMISSION Office Appliances, Box S-186, Chicago ¢ 
19 MEN for Var Territories. Please write GEORGE E. FOX & CO., 1051 N. Throop 
184 t I linoi 
POSITION WANTED 
WANT State distributor in Tenne North Carolina outh Carolina ‘ : 
Alah MA , F : ie 10 YEARS SUCCESSFUL EXPERIENCE WITH MACHINES, supplies, and furniture 
Alabama and Mississippi for office machines e. Provides good supply busines : 
Nrite Office Appliances, Box S-180, Chicago 6 in outside sales, also store management. Want location in west or midwest with 
109 = sai a a opportunity to buy in a year. Write Office Appliances, Box S-178, Chicago 6. 
188 
189 
et MAN RERS REPRESENTATIVE WANTED t all on office furniture dealers OFFICE MACHINE MECHANICS WANTED 
197 and stationery stores to represent a high-grade line of desk pads and accessor 
ten j Calif. Territories open in Rocky Mountain States, Texas, Arizona 
dN x ide line, commission basis. Must have strong following. State TYPEWRITER & ADDING MACHINE MECHANIC. Top wages. Permanent position. 
xper t covered and present lines handled In first letter. Write Office Muncie Typewriter Exchange, Muncie, Indiana 
Appliar Box S-184, Chicago 6 
a TRAINED UNDERWOOD ELECTRIC TYPEWRITER AND SUNDSTRAND ADDING 
171 XPE OFFICE MACHINE MANUFACTURERS REPRESENTATIVE, willing MACHINE MECHANIC, with ten years %” more experience. Must be A-1 repairman 
tak r established territory, with good profitable line. Write, giving territory with high ware Standards. All replies confidential Underwood agt. located in 
OF P previously travelled and full particulars. Write Office Appliances, the Carolinas. Write Office Appliances. Box S-189, Chicaoo 6 
Rox ] East 42nd St New York 17, N. Y 
ry EXCELLENT OPENING WITH A FUTURE for good all-round mechanic. Prefer 
209 family man. Age approximately 35. Write Office Appliances, Box S-192, Chicago 6. 
WANTI DISTRIBUTORS IN THE 48 STATES. Sell to business and industry 
the most mplified stock control machine. High commission basis. Write Office 
App nce Box S-20 shic > S 
. 201, Chicago 6 EXPERIENCED MECHANIC ON TYPEWRITERS AND ADDING MACHINES. To take 
complete charge of Service Department for permanent position. Good salary and 
rofit sharing arrancement. Location in southeastern Wisconsin. Give complete details 
p 
RN RE ALESMAN. Most Unusue pportunity. Prominent steel office about experience, etc. All replie trictly nfidential. Write Office Appliances, Box 
facturer seeks only experienced, National Brand Branch Salesman 5-193, Chicago 6 
rv hed Dealer-Salesman to handle large corporate account Write in - - 
uer ! appointment. Office Applia Box $-202, Chicago 6 WANT ADS, Continved on page 8 
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hamton dealer 
Ss you how he sold 
Revo-Files ... 
15.525 order! 


ROY HANKS of Georgia-Hanks Co. says: 
“I'M ALWAYS OFF TO A GOOD START when [ show that present 
l cards can be transferred direct to a new Revo-File . . . with 
* savings in transposition costs of hundreds of dollars per unit.” 





removed instantly. (No problem—since Mosler Revo-File 


cards dropping out .. . how Revo-File’s exclusive belt method 
eliminates card-punching and mechanical attachment.)” 


of holding cards in file assures complete protection against 
card fall-out or wear.” 


“NEXT, | USUALLY SHOW HOW one card or hundreds can be “THEN | SHOW THEM WHY they never have to worry about 
2 . 3 . 


A Limited Number Of Valuable 
Mosler Revo-File Dealerships Available! 


If you would like to share in the big profits being made by Mosler 
Revo-File dealers . . . WRITE, WIRE OR PHONE THE 
MOSLER SAFE COMPANY, Dept. OA-203, Hamilton, Ohio. 


¢ Only single-drum rotary file of market, sales up over 50% in 
its type that does not require 1956! 


= tral < ar > . ! ° - . 
mechanical attachmentofcards! + Big profits on each sale without 


« , » ae _ « ' 
e Manufactured for all standard any service headaches! 


and most off-size cards! « Practically sells itself. Produces 


, : 40% reorders! 
e Available in manual and auto- 


matic electric selector models! *Wide-open market. Every firm 
with 3,000 or more cards is a 
«“‘Hottest” rotary file on the prospect! 





“BUT THE SALES CLINCHER, this time, came when I showed 
the extra-quick reference possible with an installation of Another fine 
electric selector Revo-Files—average selection or reference vies 

: ‘ b product of 
made in 1% seconds. 


The MOSLER 
“P.S. | came away with an order for 27 electric selector Revo- . SAFE Company 
Files. Pretty convincing proof to me that the Mosier Revo-File 
is where the big money is, today, in rotary card files.” 





QA message 
friden Calrulator, the thinking Woshine of Onericon Business 


and the 10- “Rey Natural Way Adding Machine, 


Today the 


Friden Street Story 


is [DP 





“machines 


IDP — Integrated Data Processing — is one automatic Friden 
office machine talking to another...and another and another... 
in a code language common to them all...straight through from 
data origination and interpretation to final filing. 

It is the functional flow of punched tape giving and taking 
orders. Tape enables even small and medium-size businesses to 
automatize repetitive figure-work routines...eliminating human 
errors and reducing time costs hugely. 

Friden is the leader in this new era of office efficiency because 
Friden creates the Tape-Talk machines that make possible the 
new automated systems. Only a few of these machines can be 
presented here. Many more Friden Tape-Talk units are available 
to meet specialized data integration needs. Individually, or as 
part of a system, each machine quickly pays for itself. 

To see for yourself how Friden IDP works—beginning with 
the famed Friden Calculator and Adding Machine — call your 
nearby Friden agency or write FRIDEN CALCULATING MACHINE 
Co., Inc., San Leandro, California . . . sales, instruction, service 


throughout U.S. and world 
© Friden Calculating Machine Co., Inc. 
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iden Odd Rael? 
is the 10-key adding and 
listing machine with tape 
punch mechanism. A key 
IDP unit, the Add-Punch 
“writes” punched tape while 
printing on adding machine 
tape. The punched tape can 
be interpreted by other sim- 
ilarly-equipped machines. 
Typical Add-Punch functions 
include recording of retail 
Sales, sales audit, produc- 
tion and inventory control, 
and coding statistical data. 


Yhiden Plopouniter’ 
-».@nables even small and 
medium-size businesses to 
make their accounting auto- 
matic. Whatever is typed on 
a Flexowriter—an invoice, 
for example —is also re- 
Produced on by-product 
Punched tape. Tape can 
then be processed by other 
common language Tape- 
Talk machines at nearest 
IDP center. Flexowriter tape 
can also be used to actuate 
address plate embossing 
machines, tabulating card 
Punches, computers, same 
or other Flexowriters. 
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Invoices... 








Hiden Onpatipo 


is an IDP machine com- 
bining automatic writing 
and automatic calculating. 
Equipped with automatic 
tape punch and reader, it 
interprets and records both 
alphabetical and numerical 
data. Produces tape enabli- 
ing other machines to trans- 
fer data to punched cards or 
accounting records; or data 
may be sent by wire to other 
offices. The Friden Compu- 
typer is widely used to sys- 
temize billing, inventory, 
cost analysis, sales distribu- 
tion, statistics, other typing- 
computing operations. 


Cabeutator 


is the essential programmer 
in many IDP systems. Oper- 
ating alone or in combina- 
tion with other automatic 
machines, this famed Calcu- 
lator performs more steps 
in figure-work without oper- 
ator decisions than any other 
calculating machine ever 
developed. 


has 10-key patented key- 
board, Visible Check window 
for accuracy. Models are 
available with or without 
automatic step-over of mul- 
tiplicand. Specialized adap- 
tations of the Friden Adding 


Machine actuate or are ac- 
tuated by IDP machines. 





f fi rocess automatically: 
S typical job routines Friden Tape-Talk = hines on semerts.... Gane 
mB hed sales orders . . . shipment manifests . . . inspection rep 
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ROCHESTER, N.Y., 
SUBSIDIARY 











Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry, Address: Letters Editor, 
OFFICE APPLIANCES 600 W. Jackson Blvd., 
Chicago 6, Hil, 


Business Machines Inventory Control 

We are interested in obtaining suggestions - 
on a better method of accounting for our in- 
ventory of business machines. The system we 
now have involves too many operations and 
employees, resulting in increased chances for 
errors. 

We would like to set up a system requiring 
the least amount of red tape and including a 
way of marking or tagging a machine until it 
is sold or taken from the inventory for any 
other reason. 





S. E. Money 


Superior Office Supply, Inc., 
Welch, W. Va. 
New ideas on this subject are invited. Con- 


tributed suggestions can be published in a fea-- 
ture article, adding to the information omens es 
_ Mr. Money * a ae 


Salesbooks 


FORMS 


Manifold Books 






Assuming” ae such a decorator would 


In TH 7 ~ adequate lines of accessories to augment our ¢ " 
_ contacts, it is presumed that the sale of his line 
- would adequately compensate him for his t 


heck 
Guest Checks “and efforts, but should we contact someone who 


would be willing to work with us using our 


sources entirely we do not know by what means : 
Tags 





they would be adequately compensated. 
ALBERT A. PARKER 


Ihling Bros. Everard Co., 
Kalamazoo, Mich. 
Mr. Parker has a problem shared by many 


dealers throughout the country. At the recent 
convention of the National Office Furniture 

Association in New Orleans, an entire morning — 
was devoted to discussion by dealers of the nu- 
merous facets Of the dealer-decorator problem. 


Some methods of compensating independent dec- 
orators were suggested but information was meag- 





durably packaged . . labeled 
clearly .. the best in the industry! 

Sold Through Dealers. Write for 

catalog and complete information. 





TAG & SALESBOOK COMPANY er and no generally approved conclusions were 
Western Factory Home Office and Factory —_ Eastern Factory reached. Another feature article is indicated. 


Paso Robles, Calif. Ennis, Texas Chatham, Va. Ideas developed out of experience are solicited. 
Bronch Offices and Warehouses at Houston ® Dallas ¢ Waco @ Denver 5 ae ee s 
Birmingham © Monroe, lo. * Los Angeles @ St. Lovis ¢ Sanford, Flo. : =e 

Oklchoma City 
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Musings of a Retired Stationer 

(Harry Horder is the “Retired Stationer.” His 
reminiscences of the people be knew and the 
events that occurred during the many years be was 
active in the industry with the Horder organiza- 
tion in Chicago are illuminating and may bring 
smiles of recollection, perhaps some sighs of re- 
gret. Take the interesting journey with Harry 
Horder since 1906, when he became a stationer, 
perforce.) 

I am sitting at the edge of Biscayne Bay in 
Miami. It’s March 4, 1957. The sun is bright. 
The temperature is 80 degrees. From where I sit 
I see the white buildings of Miami on the left 
and of Miami Beach to the right. The bay opens 
to the ocean. The Gulf Stream is out there less 
than five miles away, The sun shines, the water 
glistens, the mullet jump, and the little waves lap 
the shore. Suddently it’s 1906 in Chicago. 

The year 1906, and I was a stationer. Not by 
choice. I wanted to be a lawyer but Edward Y. 
Horder — stationer — needed an errand boy. 

E.Y. didn’t start out to be a stationer either. He 
was, indeed, successively the operator of a notion 
store, a newspaper circulator, an undertaker and 
a real estate man — ail on the west side of Chi- 
cago. The Chicago Loop looked good for a real 
estate office but rent was too high. He put in 
magazines, valentines and novelties to pay the 
rent. People asked for supplies for the office — 
too much of that kind of business — dropped the 
real estate. Needs an errand boy. I'm tagged. I'm 
a Statsoner. 
~ Looking back, time is unevenly divided. Divi- 
sions are matked by warts or perhaps depressions 
— something big. Thus the era from 1906 to 
1914. Box files 18¢ — $1.90 a dozen. Full bound 
blank books, beautiful sheepskin and red morocco 
leather. “Flat-opening” too. Japanese tice paper 
copying books. Letter presses and copying doth, 


Arnold's ink in stone bottles, Thomas “Black — 
Cat” ink and the big black cat with the gla soweh 


which Mark Rider kept in his store on La | 
St. It was still there when Mark died and 
they tore the building down about 1928. — 


Some of the older stationers didn’t like E.Y. — 


Said he “cut prices.” What prices? The ones they 


set, maybe. They worked .on a few of the factory 
representatives. E. Y. Horder became an outsider 


~~ couldn't buy a certain important line. It must 


have cost that manufacturer several millions of - 


dollars of business in the years that followed. 


(Please ern to page 383) 
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LETTERS LOOK BETTER 
with the crisp, sharp legibility 
they get with 


MC 


Se -e-een. ee 


COPIES LOOK BETTER 


with the clean, smudgeless impressions 
they get with 





— 


PROFITS LOOK BETTER 


with the bigger sales you get from these 
top-quality, top perform- 
ing AMCO products. 





Send for complete illustrated AMCO catalog 
of carbons and ribbons for the office. 








AMERICAN CARBON PAPER MFG. CO. 


Western Factory Home Office and Factory Eastern Factory 
Paso Robles, Calif. Ennis, Texas Chatham, Va. 


Branch Offices and Warehouses at Houston, Dalles, Waco, Birmingham, Monroe, Le., 
Los Angeles, Denver, St. Lowis, Sanford, Fic., Oklahoma City. 








13 











Here and There 





Duplicator . . . which produced ‘’D-Day 

order is presented to Paul Royer, left 
of the Eisenhower Museum, by Ralph N 
Barnett, center, of the Gestetner Dupli- 
cator Corp., and J. Cohen, right, Kansas 
City distributor for Gestetner 


“‘D-Day”’ Duplicator 
Given to Museum 

The Gestetner duplicator which was 
used to produce the now famous ‘'D- 
Day” order for invasion by General 
Eisenhower has been presented to the 
Eisenhower Museum in Abilene, Kans. 

The duplicator, a Model 66, was 
brought to the museum after Ralph 
N. Barnett of the company visited the 
museum and took note of the fact 
that prominence was given to the his 
torical documents of June 6, 1945 

The duplicator which ran off the 
order was not among the exhibits, but 
with a good deal of research, he was 
able to locate the machine and de- 
liver it, along with a plaque, to the 
museum. 


Chicago Elks Honor 
Robert Goldblatt 

Robert C. Goldblatt, Star Type 
writer Co., Chicago, was recently hon 
ored by the Chicago Elks Lodge No 
4, with a “Bob Goldblatt Night. 

The occasion was the 70th anni 
versary of Mr. Goldblatt’s birth and 
the 46th anniversary of his wedding 
to his wife Lilli, also active in the 
organization. He has also served as 
an active member of the lodge for 35 
years and has sold and serviced type- 
writers in the Chicago loop area for 
the past 48 years. 





... with our industry people 








Advocate Store 
Celebrates Anniversary 
The Advocate 
Store, Newark, 
N.J., and its 
manager John H. 
Duncan, are cele- 
brating 15 years 
in the office sup- 
plies and equip- 





ment business 
this year. 
John H. Duncan The store, an 


affiliate of the 
Advocate Printing Co., was opened 
with the help of manufacturers’ rep- 
resentative George S. Long in 1941, 
just before the war started. Mr. Dun- 
can was named to manage the store, 
and it opened its doors in February, 
1942 
The business has grown considera- 
bly since that time, moving after five 
years into double quarters and recently 
in the same block, taking over two re- 
modeled stores. 


Earle Opie Again 
Circles the Globe 

Earle F. Opie, Weber Costello Co., 
is once again off on a world tour, this 
time circling the globe on the under- 
side. 

Checking the maps and globes his 
company produces, says Mr. Opie, 
takes first hand knowledge, so he, and 
his friend and guide William Hilde- 
man, left March 1, for Africa. 

They are taking in the whole “Dark 
Continent” and then they are moving 
on to India, Thailand, Singapore, 
Australia, New Zealand, Fiji Islands, 
Hawaii and back to the United States. 


Dancker, Levy Head 
N.Y.C. Cancer Drive 

Paul Dancker Jr., secretary of 
Dancker & Sellew Inc., and Irving 
M. Levy, of Art Steel Co. Inc., were 
appointed co-chairmen of the office 
furniture division of the New York 
City Cancer Committee's 1957 April 
Cancer Crusade. 
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recounted in the National 
Cash Register ‘‘Factory News’ told the 
picture story of the recent UNESCO 
visit to India by S. C. Allyn, president of 
NCR. Picture is of the U.S. group in 
New Delhi. They are Mrs. and Mr. 
Herold Hunt, former superintendent of 
schools in Chicago, Mr. and Mrs. Oel- 
man, and Mr. Allyn, who was chairman 
of the U.S. delegation at the UNESCO 
meeting in India 


India Trip... 
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F ; , ‘ 
One of many possible combinations in Pebble Beige. 


Color-styled GF STEEL PARTITIONS 
make work more enjoyable 


Here’s the practical, low-cost way to meet changing needs for private work enclosures 


Yes, work is more fun when the distrac- 
tions always present in large open work 
areas are minimized—when private 
enclosures are perfectly matched to job 
requirements. Color, too, plays its part 


in creating the ideal work station. 


You can have all these advantages with 
GF steel partitions. They're completely 
flexible, made up of a variety of stand- 
ard-size posts and panels with a choice 
of clear or opaque glass, steel, cork- 
board, chalkboard or acoustical inserts. 
They come in four standard heights, 


with doors available where desired, 


enabling you to attain the exact degree 
of privacy needed. 


Because of their simplicity, free-stand- 
ing GF partitions are easily and quickly 
rearranged by your own maintenance 
men, generally without disturbing 
normal work flow. In this way you can 
always make the most efficient use of 
floor space and still provide proper 


facilities for each job. 


Because of the importance of color- 
styling in today’s business quarters, 
GF partitions are available in two 
beautiful decorator colors, Balboa 


MODE-MAKER, GENERALAIRE, 1600 LINE DESKS ® GOODFORM ALUMINUM CHAIRS 
SUPER-FILER MECHANIZED FILING EQUIPMENT ®@® GF ADJUSTABLE STEEL SHELVING 


GF metal business furniture is a GOOD investment 
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Green and Pebble Beige, in addition to 
standard Gray—at no extra charge. 


For greater efficiency and higher em- 
ployee morale, now and for years to 
come, learn all about GF steel partitions 
—how they can be fitted to your specific 
needs. Call your local GF branch or 
dealer or write for color catalog. The 
General Fireproofing Company, Dept. 
X-66, Youngstown 1, Ohio. 











> 


GENERAL 
FIREPROOFING 
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OA Editorial 





N a recent issue of Business Week, C. W. Theleen, manager for Cus- 

| tomer Relations, General Electric Appliance & Television Division, 

General Electric Co., is quoted as saying, “Dealers represent the very 

Sealers Stature life blood of our existence.” The article in which the statement is made is en- 
titled, “Taking Dealers Off the Hot Spot.’’ It comments on improved re- 


lations between dealers, principally in automobiles, oil, and home appliances, 
Increases in and producers of those products. 


Dealers represent the life blood of most manufacturers of office equip- 
Distribution Scheme ment and supplies. One can count on his fingers the manufacturers with 
national distribution who do not have dealer outlets. A limited number have 
branch offices in the larger cities, dealers elsewhere. A few sell only certain 
products to dealers. In most cases the established retailer accounts for the 
largest share of the distribution. 


An editorial appearing recently in Printers’ Ink, commenting on the 
importance of retailers, used the statement, “All business is big today.’’ That 
is the new economy. The stationer who earned his livelihood selling blank 
books and writing materials has developed along the American business pat- 
tern. His inventory has increased tremendously, also his sales and profit. He 
sells practically everything the business office needs. He has an extensive 
assortment of accounting and filing systems, a full line of office furniture, 
typewriters, computers and duplicators. Some of the largest of office machine 
manufacturers use exhibit space at both stationery and office machine con- 
ventions. 


The evolution of the office machine dealer is similar to that of the 
stationer. He still may concentrate on typewriters but he has expanded his 
service to customers by adding other types of mechanical equipment, some 
of it quite technical in application. In many instances he has added stationery 
lines, just as the stationer has added the mechanical. Some of the best known 
stationers, including the father of last year’s NSOEA president, started as 
office machine dealers. The overlapping is too great for one group to be 
classified solely as machine dealers, the other as stationers. Most dealers, as 
brought out by Orrice APPLIANCES’ comprehensive survey published in 
Profile of a Dealer, are both. 


This continual growth meets the needs of the users. The dealer con- 
tinues to grow in stature. He provides the most economical means of national 
coverage. He is prepared to handle almost every article of equipment or 
supply used in the business office. Perhaps some day he will be a factor in 
punched card tabulating systems. He is not enough of an electrical engineer 
to try his hand at the high-powered electronic computer although in time 
he may be selling models yet to be developed. 


A manufacturer using dealer outlets also should recognize the dealer in 
his advertising and other sales promotion efforts. Adrian Pembroke at last 
year's NSOEA convention risked censure by stating, ““Most of our products 
do not have any dominant superiority over those handled by our competi- 
tors.” He was commenting on the fact that stationers’ products require hard 
selling in the presence of the ultimate user. 


That being the case, the manufacturer should be consistent in getting 
his story over to the dealer and his staff. The man who sells the product on 
an exclusive basis or otherwise should have the advantage of encouragement 
offered by the manufacturer's message 


Office appliance dealers are not on the hot spot nor have they been. 
They are too important to the steady distribution of the office utilities that 
make modern big business possible. Their star continues in the ascendant 


JAG 
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Tie in! Order 
free sales kit! 


Eleven big £4500 ads in 


eight important magazines 
consumer ad ___Som ; ...all through May and June! 





@ Gangway! Here comes the biggest sales promotion in Cosco 
Office Chair history! Spearheaded by four-color, double-page spreads 
in May Fortune and May 25th Business Weex! What a send-off 
for Cosco’s new “Director” Chairs ... what a chance for you to 


rake in extra profits! Tie in! Order stock and free sales aids now! 


HAMILTON MANUFACTURING CORPORATION + COLUMBUS, INDIANA 
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State of the Industry 





e Underwood Regroups Forces. Vartanig G. Vartan in 
the New York Herald Tribune tells how Underwood is 
regrouping its forces around mechanization and is predict- 
ing a better profit picture. He says 

“A new top management team headed by Fred M. Far- 
well, president, aims to restore Underwood to the profit 
side of the ledger in 1957. 

“Underwood officials regard 1956 as a year of house- 
cleaning and belt-tightening. Slightly better than half of 
last year’s losses came from cutting out non-profitable prod- 
uct lines and writing off certain expenses 

“Frank E. Beane, vice-president in charge of finance, 

expects Underwood to show a profit by the middle of 
1957. The company, he adds, will do better this year than 
in 1955 when it earned nearly $1,000,000. 
“Beyond this guarded forecast, the top brass isn’t talk- 
ing. But it’s obvious that officials are optimistic over pros- 
pects. Advertising budgets have been boosted. Production 
and marketing have been streamlined 

“Underwood executives predict that sales in 1957 will 
climb 18% above last year’s record volume of $85,790,678. 
They still regard the typewriter, which accounts for 500% 
of all sales, as the firm’s ‘life blood.’ 

“William G. Zaenglein, executive vice-president, ex- 
pects the future to pay off handsomely in data processing 
systems which utilize such basic Underwood items as type- 
writers, adding machines and accounting machines. These 
products can be integrated into an office operation where 
they punch and read tape.” 


e Echoes from NOFA Convention. Quotes from leaders 
in the office furniture industry at the recent NOFA con- 
vention in New Orleans: 

Charles L. Pettibone, president of the B. L. Marble 
Chair Co.: ‘The new approach is to design and produce 
such highly styled decorative furniture that it creates a want 
and a desire on the part of the buyer 

“The use of color is being € xploited to a degree never 
thought possible a few years ago—and let us acknowledge 
a debt to the automobile manufacturers for showing the 
way. They make their new designs so attractive that our 
old cars are out-moded and obsolete soon after they arc 
bought. Obsolescence and creating new desires is exactly 
what the wood furniture manufacturers and dealers are 
now finding as valuable a sales tool as did the automobile 
manufacturers.” 

John R. Gray, executive director of NOFA: “The value 
of office furniture sales cannot be measured in dollars and 
cents. To find the real and intrinsic value of office furni- 
ture, we must discuss such intangibles as prestige, public 
relations, efficiency, office work production and employee 
morale. 

“Prestige is merely commanding attention in men’s 
minds. This is accomplished in the home with new and 
modern furniture. It can be accomplished in the office with 
the retirement of old furnitur 

“The value of executive prestige is tremendous. To many 
it is more valuable than money itself. How many times do 


we hear of executives who h been enticed by more 


money, but have spurned the offer because of the prestige 
they held in their present company. The value of the furni- 
ture that holds such executive talents is much greater than 
a dollar figure, regardless of how high that figure may 
be.” 

Kenneth F. Davis, vice-president, W. H. Gunlocke Chair 
Co.: “Realists in office furniture design are basing their 
planning on the concept that today’s business man is in- 
deed a busy man. He surrounds himself with both organi- 
zation and equipment that enables him to achieve the 
maximum results with the least effort. 

“This concept requires basic engineering in the ele- 
ments of business environment, a field practically ignored 
until the end of the war. The results of this study are al- 
ready becoming apparent. For instance, desk tops ‘now are 
generous in area, j Boru and scratch proof. 

“The huge coffin-like desk, ornamented to recall Mr. 
Chippendale, or good Queen Anne, is losing its appeal. 
The trend is, and will continue to be, to design the office 
around the man, not attempt to fit the man to the office. 

“Today's executive chair is engineered to fit the execu- 
tive. Adjustments conform it to him as perfectly as his 
tailor fits his suits’. 


The Salt Lick 


MONTHLY MUSINGS ON SALESMEN & THEIR PROBLEMS 


by L. R. Addington 
Vice President 

Stock Sales 

Art Metal 


Construction Co. 





Every salesman should be aware of the sharp difference 
between a customer and a user 

There are several facts which distinguish a customer 

1. He believes your product, service and prices are 

the best buy for him. 

2. If he were to buy again h« would rather buy from 

you or your company. 

3. He recommends you, your product and company 

to others. 

i. He has confidence in your integrity. 

5. He is, finally, a friend who will confide in you and 

help you with your selling 

6. He will tip you off to new prospects. 

On the average a user is a question mark in every 
salesman’s territory, and the reason for the change in 
status from customer to user status may be: 

1. Lack of continued interest after a sale is made. 

2. Change in personnel. 

3. Lack of follow up. 

t. Poor communication. 

5. A company changing locations 

Every good salesman can profit greatly by periodically 
retracing his sales path so that he will be able to bring 
past sales and himself up to date, to be sure that there 
are no broken fences for his competitor to slip through. 
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* 177 different styles and colors. 
* Single or double tops. * All top corners 
rounded, * Manila in 8, 9!/,, 11, 14 and 17 pt. 
* Letter, Legal and Invoice sizes. * Kraft in 8 and II pt. 
* Red Fibre in |! pt. + Pressboard in 2 grades. * Colored folders. + Packed 100 to a box, 500 to a carton. 
Write for catalog and prices today. 


AMBERG FILE & INDEX CO. ®@ Filing Specialists since 1868 ® Kankakee, Ill. 


t Representative—CARL W. DRAPER 843 S. Los Angeles St., Los Angeles 14, Calif 
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HEN an office supply and equipment firm 
turns its back to the street, it is either de- 


liberately foregoing future drop-in traffic or taking a big 





gamble 

In the case of Nashville Stationery Co., Nashville, 
Tenn., the latter was true. A calculated risk of moving 
the customer entrance to the rear was undertaken in an 
attempt to increase the volume of drop-in sales. 

Has the bold plan succeeded ? 

Definitely so. Store traffic has been stepped up in 
volume and the size of sales to drop-in customers has 
increased from 21/, to 3 times that experienced in the 
conventional layout of the former store. 

As related to an OFFICE APPLIANCES reporter the re- 
sults have been far above expectation. 

For many years the Nashville firm had occupied a 
typical retail location with a 50-foot frontage in the 
middle of downtown Nashville. Since the business vol- 
ume was evenly divided between furniture and supplies, 
it was difficult to give adequate display to both groups 
of merchandise in 2,500 square feet. The high traffic lo- 
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Customer enters 
from rear into 
Nashville store 
remodeled into 8 
working areas 

of display, offices 


and warehousing 


cation warranted the cultivation of as much store traffic 
as possible to justify the rent. 

As a result, the display of office furniture became 
quite limited and further space was given over to ex- 
panding the art materials’ department. This department 
grew steadily and attracted a wide range of customers 
including students, businessmen with art for a hobby, 
and housewives, many of whom have enrolled in various 
art classes that have been started in Nashville. 

The store location, though theoretically in an excellent 
spot, became a handicap due to a chronic condition such 
as is affecting downtown areas all over the country. . . 
inadequate parking facilities. Downtown streets of 
Nashville are narrow and only a limited amount of par- 
allel-curb parking is possible. 

Customers of the Nashville Stationery Co., unless they 
had other shopping errands, found it increasingly dif- 
ficult to justify a trip downtown with no assurance that 
they could park near the store. Some customers would 
tempt the traffic police by leaving their car in a no- 
standing area in front of the store while hurriedly pick- 
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THE STORE THAT TURNED ITS BACK 


merchandise usually found in front of store 





nNilintked 


WAH ROOM 


is located just inside entrance at rear 4 












































Here Are Normal Front-of-Store Areas 
Moved to Rear (See Plan at Right Above): 


1. Entrance from parking lot. 


2. Commercial stationery items dis- 
played. 


3. 400 square feet of art materials. 
4. Engineering supplies and equipment. 


5. Private offices of firm's officials. 


4 


ing up some item they needed urgently 

The president of the firm, R. M. Tallman, together 
with his associates J. M. Dortch and A. E. Richardson, 
decided to take a long hard look at the problem. They 
saw in addition to inadequate parking facilities, that 
there was no suitable opportunity to set up attractive 
model offices, which have proven to be the effective 
method of selling packaged offices; they saw increased 
difficulty in handling freight in and out of the store; 
they saw the necessity of a separate furniture warehouse; 
and they also observed carefully that other types of 
stores in newer shopping centers attracted new custom- 


ers when comfortable park facilities were provided 
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In early 1956, a decision was reached to move out of 
the downtown area completely. The search for suitable 
facilities centered on several of the main thoroughfares 
leading into the center of the city from the outlying 
residential areas. 

With such a location, the firm could be convenient to 
many of its present customers and many potential cus- 
tomers driving to and from work. The building finally 
selected is about a mile southwest of the downtown area 
on Church St., a major thoroughfare leading out to 
West End and the popular Belle Meade suburban sec- 
tion. Although the primary character of the street at 
this point is commercial, very few of the surrounding 
businesses depend on walk-in or drop-in traffic. 

What attracted the executives of Nashville Stationery 
Co. was the availability of the generous sized parking 
lot at the rear of the property. From this point on, the 
course of Mr. Tallman and his associates became quite 
clear. They decided to carry their move to the extreme 
and to place the entire emphasis on this feature. The 
customer entrance was designed at the rear of the store 


as shown in the plan. 


Reverse Department Procedure 

Merchandise usually found at the front of the store, 
such as fountain pens, leather goods, inks and adhesives, 
was located just inside the entrance at the rear of the 
store. Other departments were reversed from their usual 
location in a stationery and office equipment store with 
the result that the space for model office displays was 


OA-5 /57 




































































provided at the actual “‘front’’ of the building facing the 

main thoroughfare. The showroom can be entered from 

from Church St. but that entrance is seldom used. 
Advantages of this arrangement can readily be seen 


from the diagram. Customers find it relatively easy to 
enter the parking lot from a side street which has little 
traffic rather than having to buck the heavy streams of 
traffic on Church St. 


The loading and unloading of merchandise in the - 


warehouse is done quite easily, also. With a frontage of 
only 33 feet, there is a minimum of high rental space 
used. In addition, there is ample room for expansion if 
necessary. 


Co-operate in Planning 

The large job of remodeling this building was as- 
signed to Mr. Dortch. An architect was retained to draw 
up plans and specifications and a contractor was em- 
ployed to make the major modifications. Most of the 
creation of the model offices was left to Nashville Sta- 
tionery’s own employees. 

The result of careful planning is the store layout 
shown on pages 20, 21, 22 and 23. 

Area 1 is the entrance area from the parking lot. 

In Area 2 are all of the commercial stationery 
products that require store display. Here also is a tele- 
phone sales desk, the cashier, and wrapping counter. At 
one side of this area is additional ‘‘on-floor’’ stock stor- 
age 

Area 3 is devoted primarily to the burgeoning art 
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materials department. This encompasses approximately 
400 square feet. Engineering supplies and equipment, 
always good volume producer for Nashville Stationery, 
are located in Area 4 which also encompasses approx- 
imately 400 square feet. 

Area 5 contains the private offices of the three 
principals of the firm. These also double as additional 
model offices as does the receptionist’s office which 
commands a view of the office furniture showrooms. 


Model Offices Aid Sales 
Area 6 consists of model offices furnished com- 
pletely with an eye towards packaged sales. The instant 
success of this move was described in OFFICE APPLI- 
ANCES, April 1957, pages 40 - 42. 
Area 7 contains various service functions, such as 
a bookkeeping office, employee lunch room, outside 
salesmen’s offices, utilities, and a work room for layout 
and planning of office installations. 


; Provide Warehouse Space 

Area 8 serves as a warehouse for the larger pieces 
of office furniture. Most of the supply merchandise and 
smaller furniture items are warehoused in the basement. 
This area also contains a carpenter shop and paint room 
for the refinishing and modification of furniture to cus- 
tomer requirements. 

The actual display area of the new location is ap- 
proximately 3,500 square feet, almost a third greater 
than the downtown store provided. In addition, how- 

Turn to Page 46, Please 
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Extra Sales Service 


Service = St. Louis 


WELL-LIGHTED display room of Office Machines, Inc. faces wide front windows. 
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+ Mechanical 


heck any business firm you want that has expanded 
as rapidly as the Office Machines, Inc., in St. 


Louis, and you search for concrete reasons why. In 
other words, you ask yourself, ‘“What's the gimmick?” 

But spend a couple of hours with the three partners, 
Bob France, Bob Bodkin and Bill Elmer, as the writer 
did, and one quickly learns from their enthusiastic re- 
counting of the firm’s relatively short history, that there 
exists some mighty solid reasons why this firm has been 
extraordinarily successful. 

“We feel that we are selling much more than just 
simply office machines,” says Bob Bodkin; “from man- 
agement to the salesmen, and right on through to the 
service men, we work on the basis of selling a service 

the kind of complete service that (1) first sells the 
customer, and (2) keeps that customer sold on Office 
Machines, Inc.” 


Installation Time Pays Off 

The ‘“‘magic touch” of this firm, if you want to call 
it that, is perhaps best illustrated by an incident relative 
to the installation of a bookkeeping machine. The cus- 
tomer was remarking about the fact that the sales rep- 
resentative involved had spent the better part of a week 
in supervising the machine’s installation and in training 
the operator. 

“To be perfectly honest with you,” replied the 
salesman, “from the standpoint of giving up of my 
time, I'm losing money on this sale. But, I'll receive 
compensation enough if you will tell me of just one 
other office where you think they can use a machine like 
this one.” 

That particular satisfied customer has since been re- 
sponsible for not one, but five accounting machine in- 
stallations, plas the sale of four copying machines! 

Getting back to the firm's history, it was in the spring 
of 1948 that three men arrived in St. Louis with the 
intention of establishing an office machines business. 
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by JAY C. KIBEE 


special writer 


Dealers Success 


While they were strangers to the city (none of them 
ever having had set so much as a foot in it), the field 
of office machines was a very familiar one to them. 

With a combined background of 29 years of experi- 
ence between them, gained as salesmen in Detroit with 
a national office machine manufacturer, the three men 
had some well-established ideas on how to sell office 
machines. 

And so it was that on April 10, 1948, the doors at 
619 Pine St. in downtown St. Louis were first opened 
for business. That it was indeed a small beginning was 
demonstrated by the fact that they had no secretarial 
help to begin with, but rather took turns in handling 
the office details. 

The idea was originally to begin with used office 
machines, but one feather in their cap was the R. C. 
Allen franchise (actually the sole reason for selecting 
St. Louis). In 1949, the Odhner and Facit lines of add- 
ing machines and calculators were added to the now 
fast-growing business, and in 1950 the Olivetti printing 
calculators, which line was subsequently expanded to in- 
clude manual and electric typewriters, five models of 
bookkeeping machines and most recently a new, high- 
speed calculator. 

Again in 1955, still another line of major importance 
was added — the firm was approached by the Minne- 
sota Mining & Manufacturing Co. to serve as exclusive 
distributors for its copying machines in the St. Louis 
area. 


Can Supply Varied Lines 
The acquisition of additional good lines of equipment 
has placed a salesman for Office Machines, Inc. in a 
unique position. He can, with sincerity, recommend the 
figuring machine that is best suited to the work flowing 
over each desk since he is not confined to the products 
of but one manufacturer. 
Desperately in need of additional space for display, 








continued 


EXTRA SALES SERVICE 


office and servicing facilities, the firm has since moved 
to a more desirable, centrally-located mid-town location 
at 2030 Olive St. 

Today, Office Machines, Inc. is made up of the three 
partners supervising a sales force of 14 outside sales- 
men, and seven full-time and two part-time service men. 

The organization is divided into three distinct de- 
partment: (1) office machines; (2) copying machines; 
and (3) service. The wisdom of this departmentaliza- 
tion has proven itself in every way. Each individual 
salesman and service man is an expert in his own field 

- it has made possible faster training of new salesmen 
— and has given the firm much better coverage with 
two salesmen from two different sales departments in 
every territory. 

“All for one, and one for all’? — that is the motto of 
each member of the firm. Office machine salesmen regu- 
larly locate prospects in their territory for their counter- 
part in the copying machine division, and vice-versa. 
Both sales divisions co-operate in feeding maintenance 
contracts to the service department. This is augmented 
by the fact that the firm's service men have stirred up 
plenty of leads leading to successful closings by the two 
sales divisions. 

There is no splitting of commissions on this exchang- 
ing of leads — each individual works on the basis of 
doing the other a good turn, proven by experience to 
be repaid in full, often with interest. 

Salesmen work by territory assignment, and there are 
no “house” accounts. Each salesman is assured of 100% 
protection on all sales emanating from his territory 
based on management's premise that the salesman is 
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SET APART from the main display floor, this room with 
its more relaxed atmosphere provides an ideal spot 
for demonstration of 3M copying machines. 


fully capable of meeting any challenge to his sales 
ability that might arise. 

“Withhold any accounts from a man’s territory,’’ says 
Bob Bodkin, ‘‘and it looks like greed on the part of 
management, as though management were picking off 
the easy ones, and leaving the more difficult accounts 
for the salesman.” 

Salesmen operate full-time in their territories. There 
is no “floor time” any sale made in the display 
room by one of the partners is automatically credited 
to the salesman covering that particular territory. 





THE OVER-ALL DECOR 
has been purposely kept 
uncomplicated to focus 
main attention on the ma- 
chines. 
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LEWIS FLINK . . 





. of Schiff Brothers, right, demonstrates a 


rental typewriter to a customer. 


ased on the principle that “people like to try 
it before they buy it’’, Schiff Brothers Stationers, 


Atlantic City, N. J., has made a strong bid for rental 
business. This includes Standard and electric type- 
writers, adding machines and related office equipment. 

“The number of people who came into our store 
several times to examine and ‘test type’ on our machines 
led us to believe that we could make more sales if home 
trials could be given,’ explains store partner Lewis 


Flink. 


“And although we would gladly permit a customer 
to take a machine home or to their office for a few days 
free trial, we didn’t think that the idea would click. 
When people get something for nothing, they figure 
that there is a ‘catch’ to it and naturally that we in- 
tended to sell them the machine. 

So in its place, we decided to make a big play for 
rental business, making the rates so low that everyone 
would be inclined to rent a machine. This would nat- 
urally give them the chance they wanted to try it out 
and if they liked it or had sufficient use for the equip- 
ment, they could buy it.” 

Schiff Brothers rent their machines out for $4 a 
month. They also deliver and pick up. While this isn’t 
too profitable, it has turned out that 90% of the rental 
customers have purchased. The plans has paid off in 
ensuing sales. To enhance the desire to buy, Schiff 
Brothers will allow the customer the entire rental 
monies paid in. 

We usually rent out trade-in machines because we 
lose nothing even if they come back,” says Mr. Flink. 

A customer who wants a new machine is definitely 
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a prospect for that machine, so we take the gamble and 
go ahead. So far, they have always been talked into a 
sale.” 

During the summer months, conventions or income 
tax time, a higher rental rate is charged because the 


store knows the customers renting at these times only ’ 


want to use the equipment on a temporary basis and are 
not good prospects. However, if a customer does de- 
cide to buy the machine, he will be credited with a 
percentage of the rental fee. 

“If a customer who intends to buy a typewriter 
wavers over the idea because he isn’t sure if the ma- 
chine is the right choice, we suggest that he rent a 
machine similar to the one he is interested in,’ Mr. 
Flink pointed out. 

“Many times,” he added, “a trial test in the store 
isn’t enough to satisfy the customer. When he learns 
that he can lose nothing by renting a machine for the 
trial, he readily accepts the deal. This naturally stimu- 
lates sales.” 

Similar situations arise from dealings with one-arm 
business organizations, salesmen and other self-em- 
ployed individuals who are interested in a business ma- 
chine, such as an adding machine or calculator. They 
do not know if they are willing to make the investment, 
but the rental plan gives them an excellent opportunity 
to try out a machine at low cost, or, if they decide to 
buy, at no cost. 

The store features its rental program in regular news- 
paper advertising at times of the year when it feels the 
customers are interested. One such time is at the be- 
ginning of the school term. Good timing is another aid 
to completing a sale. 
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“T Chose a Small Town 


opening an office machine business in a town of 
7,500. 

After serving for 36 years as district, branch and 
general sales manager in the office machine industry, 
I have made a move which may cause my friends and 
acquaintances to question my sanity. 

But Mrs. Jones and myself are in Sebring, a town of 
7,500 people in the mountain-lake south central region 
of Florida which we have eyed since 1922. Throughout 
the intervening years, while making annual vacation 
trips to Florida, we have routed through Highland 
County to check Sebring’s progress. 

What does Sebring have that makes it different? I'll 
enumerate: 

—Here in the center of Florida is the state’s highest 
land (160 feet above sea level). 

—Here are located beautiful fresh water lakes and 
finest of orange groves 

—Here we have a home on a deep lake, with a paved 
highway at the front and orange trees surrounding the 
premises. 


I have defied statistics, precedent and tradition by 


A Place for Work and Play 

Yes, too, here is a place where fish are plentiful and 
good golf courses are accessible—a place where a fellow 
can enjoy working and playing simultaneously. It is here 
in Sebring that we have what it takes to make a wish ot 
joint work and play come true. 

It will seukably be no less surprising to learn that we 
had no friends or acquaintances in Sebring—we were 
total strangers when we moved here the last of Septem- 
ber. 

Has the daring plan for an office machines business 
worked out? Let me carry on with the story and readers 
of OFFICE APPLIANCES can judge for themselves. 

We leased a store in the Elks Club building and 
opened the doors of Rocky Jones Business Machines at 
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13 W. Center Ave. on October 18, using a five-eighths 
page advertisement in the Highland County Weekly 
News, Sebring’s only newspaper, to tell of our venture. 

The store is located just off the business circle, on 
the main thoroughfare two blocks in length, to Sebring’s 
city pier on Lake Jackson, and is adorned with signs 
making it easily identifiable by autoists and pedestrians 
on the circle. Our rent is $60 a month. 

For stock, we purchased an initial assortment of type- 
writer and adding machine ribbons and carbons, and 
paper rolls; 31 portable, three electric and two standard 
typewriters; 16 adding machines; four cash registers and 
a few reconditioned standard typewriters. In a town 
which had never boasted of a typewriter store before, 
this stock presented a formidable display. 

Our opening announcement featured a Typewriter 
Service Clinic—'‘get your typewriter blown out with 
compressed air, type cleaned, platen resurfaced, machine 
lubricated and a new ribbon installed for $1.50" as a 
10-day get acquainted offer. 

More than 100 Highland County residents brought 
their typewriters to the store for the clinic. Since that 
time, our shop has never caught up with the typewriters 
and adding machines which are brought in for service. 
Seventy-five days later, the supply of service work still 
continued on a cash-and-carry basis. 

I anticipated a rather slow build-up would permit me 


by C. LEROY (ROCKY) JONES 
Rocky Jones Business Machines 
Sebring, Fla. 
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I. INSTALL RIBBON (includes ribbon) | $1.25 
. " a a Sei ey 





II. MINIMUM SERVICE CHARGE 

















~. 
III. HOURLY SERVICE RATE 
IV. CLEAN (Blow out) Port. 
: & Adjust Std. 
: TIME: 30 minutes _ Elec. 
V. CLEAN Port. 
(Blow out with Std. 
fluid cleanser) Elec. 
& Adjust, Straight A 
TIME: 60 Minutes Subtractor 
; . Cr. Balance — 
_ « Electric add 
VI. CLEAN - (Immerse Port. Typewri 
in Technilube) | Std. Typew 
& Overhaul - Elec. 
TIME; 2 to 23 Hrs. _ 
to serve as combination sales-serviceman, while Mrs. machine, cash register or any other office machine or 
Jones took care of the office detail. Having spent the equipment. 
past five years, since my retirement from OAMI, as During these first two-and-a-half months, I have en- 
sales manager, my fingers were rusty in the technical deavored to take full advantage of my time divided be- 
“feel” of repairing and adjusting typewriters and add- tween sales and service (and a little fishing). My first 
ing machines, but thanks to a copy of “The Typewriter job was to become acquainted with everyone in business 
Mechanical Training Manual” which I keep at my in Sebring. This was accomplished by a concerted can- 
finger "7 on the work bench, I am able to find and vass of every store and office. Next, I spread out eight 
make adjustments in minutes which would otherwise miles to Avon Park and later 16 miles south to Lake 
take a considerable length of time tracing the mecha- Placid. 
nism, to determine the cause and find out where or how In this short time we have become acquainted with 
to make the adjustment. I am very glad that I wrote more people here and I am known as “Rocky” by more 
that book back in 1945— it is invaluable to me now. people than knew me in Ft. Lauderdale where I have 
ae had a home for five years. 
2 Realistic on Charges Canvassing, which to a sales manager is a lost art, has 
We have endeavored to be realistic in service depart- been recaptured with pleasure, because it enlarges the 
ment work and charges—and to judge the work re- scope of my acquaintances and adds a great number of 
quired by condition of the machine rather than from new friends. 
any ambition to shoot the works for a complete overhaul I am liberal in my ‘Boy Scout’ duties of helping a 
job at maximum rates which would tie me up for a damsel in distress by rethreading her typewriter or add- 
considerable length of time. ing machine ribbon correctly, tightening a platen knob 
This method has permitted me to turn out a much or doing some minor thing which makes her job a little 
larger quantity of work, at greatly increased revenue, in more pleasant and adds another friend to my firm. 
a shorter period of time, at reasonable prices which 
please my customers. See accompanying chart for rates. Here's Proof of Sales 
We may be criticized for offering to deliver, furnish From October 18 to December 31, 1956, our sales 
and install a ribbon on a typewriter or adding machine record stands as follows: 
for $1.25, but we have found that no one wants to 22 new portable typewriters, 
change a ribbon—so we have publicized the service: 6 new cash registers. 
“DONT DIRTY YOUR FINGERS! LET ROCKY ... 4 new adding machines. 
furnish and change your typewriter or adding machine 2 new standard typewriters. 
ribbon for $1.25.” 1 new electric typewriter. 
In a town the size of Sebring, we estimate that 400 11 used typewriters and adding machines. 
typewriter ribbons should be sold monthly. We want $663.25 in service revenue. 


that business, but more important, we want the contact 
that such a service will provide—we want to know when 
anyone in town is in the market for a typewriter, adding 
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This is in addition to sales of ribbons, carbon paper, 






adding machine rolls and supplies, and rental of nu- 


merous machines. 
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ALL FOLDERS ... are 
end-tabbed for easy han- 
dling and each is colored 
one of six different col- 
ors to denote age of the 
correspondence within at 
a glance. Company uses 
guide numbers instead 
of names. 


LERT sales manager Harold Rossuck of Chi- 
A cago’s Better Office Supply is open minded 

when considering the greater profits of open 
shelf filing. 

Aggressive Better Office Supply started cashing in 
on the trend to shelf filing in 1954 when a young 
supply salesman, Alan Rosenblatt, found a hospital 
customer interested in shelf filing. Alan and Mr. 
Rossuck called in Herm Brockman, sales manager 
of C. L. Barkley & Co., Chicago filing supply manu 
facturer, and soon sold a custom-made installation 
at a handsome profit. This was the first in a series 
which culminated in the installation pictured here 

A small insurance company was investigating the 
Savings accruing from open shelf filing as well as 
terminal digit filing. Mr. Rossuck again called in 


de Open Opportunities 
in OPEN SHELF Filing 
























Barkley’s Mr. Brockman and between them they pro- 
duced a proposal that the cost-minded insurance com- 
pany found would pay for itself in two years. 

The various steps in handling this job are given 
here for those dealers who may encounter similar 
jobs. 


Determine Suitability First 

Ihe first step was to determine the suitability of 
shelf filing for the function involved. The insurance 
company’s correspondence was housed in 68 four- 
drawer file cabinets scattered throughout the build- 
ing and operated by a corps of file clerks. Expand- 
ing business indicated more cabinets were necessary 
and floor space was at a premium. The initial sur- 
vey indicated that about 50% less floor space would 
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HAROLD ROSSUCK 
Sales manager 

Better Office Supply 
Chicago 


VERTICAL FILE SHELVES ... 
hold seven rows of files. This 
makes use of the height 
without taking way from the 
floor space needed. 


quired and also that the cost of operating the 
would be decreased about 20° if all the files 
were consolidated and converted to open shelf and 
the terminal digit system. 
The customer then gave the go-ahead for the final 
proposal. An intensive study was made of the old 
tem and with a little simple arithmetic the shelf 
requirements were laid out. 
The 68 four-drawer filing cabinets were converted 
filing feet by assuming that each drawer held two 
of correspondence so that 68 cabinets of four 
wers each were 68 by 4 by 2 feet or 544 filing 
An expansion of 25% or about 135 shelf feet 
was allowed so that about 680 feet of shelving were 
led. The steel carried by Better Office was three 
wide by seven shelves high or 21 filing feet per 
Because of the layout of the filing area, 31 
ts were recommended. 


Figure Guides and Folders 


[he next step was to figure the guides and folders. 
This was simplified by the fact that the company 


used numbers instead of names, and a little figuring 
showed that if a set of 1000 guides was used in the 
feet of shelving, there would be a guide every 
inches. Since the customer was consolidating 

three separate files, three sets of 1,000 preprinted 
ides were recommended. This is more guides than 
usually required but was necessary because of the 
three different series of correspondence to be filed. 
The folders to be used were all end-tabbed for 
handling and one other improvement was sug 

‘ted. Since the life of each folder was only about 
three months and, since it was important to know 
the age of the folder, a series of six different folders 
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was selected. By this method the age of any folder 
could be told without examining the contents. A 
total of 100,000 colored folders plus several thou- 
sand special folders was selected. 

The customer accepted the proposal and the in- 
stallation and conversion to terminal digit filing was 
supervised by Mr. Brockman with the transfer being 
done on week-ends. 


Future Profit Secured 

Ever watchful of the profit picture, Mr. Rossuck 
then did a little figuring to find out whether the 
conversion was going to cut down his future profit. 
Here's the way it worked out. He assumed the cus- 
tomer would expand his present cabinets and guides 
about 5% per year. He would also need two full 
sets of folders per year. In Chicago's competitive 
market he could figure on a gross profit of about 
$485 per year or $2420 in the next five years. 

In the conversion to shelf filing, he found that 
while the shelving to replace 68 filing cabinets would 
sell for only about $1,700, the guides and folders 
were sold for over $5,000. 

He made a normal profit on the conversion in- 
stallation and then figured his future profit on the 
folders only, since no new shelving would be re- 
quired. This came out to a gross profit for the next 
five years, including profit on the original installa- 
tion, of $4830, or almost twice the anticipated profit 
if the old system had been retained. 

Needless to say, with a profit picture like this and 
a happy customer who is saving enough on floor 
space and operating costs to pay for the installation 
in two years, Mr. Rossuck is open to any new leads 


on open shelf filing. 








DRAMATIC HIGHLIGHT . 








of this woman executive's office created by Office Equipment Co. 


of Chicago is the lighting treatment over the modern pictures. The leather sofa is in lavender 
to add the feminine touch. Brass desk accessories accent the tall ceramic lamp. 


Pictures 
..@ part of the 


(fice Ensemble 


by JEAN MOWAT 


special writer 





HEN a large corporation opened a new re 

search center in Chicago last summer, visi- 
tors were impressed by the unusual selection of pic- 
tures on the walls of every executive office. 

What is interesting to the office furniture dealer 
is that each executive . . . and there were 80 of them 

chose his own pictures. The offices were deco- 
rated with a tone of the pictures used as the key 
color for the selection of the draperies and uphol- 
stery. 

The importance of pictures in this particular cas¢ 
points up the fact that the office equipment firm 
that is not making use of pictures as part of its 
regular service to customers is missing a profitable 
opportunity for the ‘‘extra’”’ sale 

The salesman or decorator handling the installa 
tion usually learns the interests of the executive 
whose office is being decorated. From the executive's 
comments and his preference for color, the salesman 
can suggest pictures to complete the package officc 
job 

Not a Difficult Task 

This is not as difficult a task as it may seem, for 
the office equipment firm that wants to sell pictures 
does not need to carry a large inventory or make an 
investment any larger than the price of several cata- 
logs 

Publishers of these catalogs list in detail the prints 
offered, each broken down into classifications. Prices 
and discounts are all noted. Many of these catalogs 
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THREE SCENES .. . of Europe are the center of interest 
in this executive office executed by Mead & Wheeler, 
Chicago. Red rose leather chairs, repeated in the 

pig accessory on the left, pick up color highlights 

of the pictures. 


TWO MODERN .. . seriographs by Mark Coomer, 
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have colored reproductions to help the dealer get the 
orrect color perspective. 

A note to any of the publishers will bring in- 
formation about prints which can be seen in major 
cities and will list representatives names and ad- 
dresses. Some firms even have slides for easy study 
and quick selection and include a hand projector for 
the dealer’s use. 

Pictures, unframed, carry a markup of 100% 
most of the time, and when the picture is finished 
with special matting and a frame to match the office 
decor, the markup is better than 150%. This makes 
the sale of pictures a “plus” profit business. 


Publishers Supply Catalogs 

Some of the publishers who will supply catalogs 
to office equipment dealers are: New York Graphic 
Society, Greenwich, Conn.; Rudolf Lesch Fine Arts, 
Inc., 225 Fifth Ave., New York 10, N.Y.; Interna- 
tional Art Publishing Co., 243 W. Congress St., 
Detroit 26, Mich.; Catalda Fine Arts, Inc., 225 Fifth 
Ave., New York 10, N. Y. and David Ashley, Inc., 
174 Buena Vista Ave., Yonkers, N. Y. 

Another firm, Walter T. Burger Co., LaPorte, 
Ind., is the exclusive distributor for the serigraphs 
which Mark Coomer, American artist, makes. The 
firm frames these serigraphs to fit the subject and 
offers individual treatment for decor. 

Mr. Coomer’s draftsmanship and his use of rich 
olors as well as his subject material, such as the oil 


riggings at night, are dramatically interesting for the 
office. These and others like them, are easily sold to 
the executive. 

Street scenes, whether they be of New York, 
Chicago, Dallas or San Francisco, have strong appeal 


today and compete with many of the popular 
Parisian scenes Landscapes too, like the Constable 


both of Chicago, are the feature attraction 


against this stark white brick wall. The accessories 


include hand cut Italian ceramic ash trays and a 
ceramic cigarette box. The vase highlights 
the length of the pictures. 


types, have high favor. The works of Turner, which 
are rich in drama and color, and the many dra- 
matically shaped Oriental water colors are also high 
on the list of selections. 

Introduction of pictures into the office decor calls 
for a new approach to the selection of decorative 
accessories and lamps. 

The lamps are tall, with bases ranging from 25 to 
54 inches in height, and the shades are similarly 
designed. Both lamps and shades are rough textured 
if ceramic is used, and today the dealer can match 
ash trays and other accessories in free form style to 
repeat the basic color of the lamp. 

These ash trays and accessories can be the repeat 
colors caught from the pictures. These may have two 
or three colors flowing into each other as liquid 
flows, offering high drama in a simple manner. 

Such color combinations are easily found in the 
many imports from Italy now on the market in the 
United States. Two firms, of the many who carry 
these products, are Mottahedeh & Sons, 225 Fifth 
Ave., New York 10, or Otzen’s in the Merchandise 
Mart, Room 15-127, Chicago, III. 

The office appliance firm that makes use of the 
opportunity for extending its services will find that 
carrying a source or sources for these decorative items 
will keep the sale in the store that would otherwise 
go to the gift shop or the decorator. 

The offices pictured on these pages are by the 
Mead & Wheeler Co., Chicago, and Office Equip- 
ment Co., Chicago. 
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How to Sell 
Profitably 


Salesmen Must Possess Specialized 


Knowledge to Service Customers 


by E. W. JAC KSON president 
The Steck Company 
Austin, Texas 
elling is no longer based on personality, but upon 
knowledge. 
The old attention rest-desire-closing formula, 


which salesmen have 
many years, now requires 1 
While the 1g formula does not 
much from a psychological 
it has been expanded 
needs as follows: 
1. Discover the need 
2. Review the need 


with been getting along for so 


xamination 
new sellis differ so 
standpoint from the old one, 
modern 


ind developed to meet 


3. Meet the need. 

If an office equipment firm’s salesman is to operate 
successfully under the new formula, it follows that he 
must: 


1. Know the customer's business 
2. Know his own ser\ 
3. Know how to adapt 

the particular customer 
This means that the sal 


knowledge than ever 


that service to the needs ol 


Sman today w7w#st Pave More 


knowledge of business in 


general, knowledge of his customer’s business and 
knowledge of the produ ind services that he is sell 
ing. 

Since selling de pends upon salesmen, what should 
we look for in selecting a salesman 

1. A good educat A salesman need not have a 


college education—although this is desirable. 
It has been said that 


education for the man who has not had college advan 


ry library contains a colleg 


tages—and if a mar 1 business education 


wants 


he can get one 


But I do think a high school diploma is a pre-req 
uisite to a successful selling career 
2. He should be a reading man. The man who stops 


after he has graduated from high school or 


< 


reading 
college neglects his education. 

He must, if he is to keep up-to-date with business, 
continu¢ to read national 


newspape rs, Mapazines, 


business papers and the trade press. Only in this way 
can he keep sufficiently informed about business to be 
of value to his customers—and his company 

3. He should have curiosity—about the right thing 
A lively curiosity will turn up the answers to many 
questions that will prove valuable later. 

i. He 5 One of the best 
salesmen I know sees everything when he drives in to 


or on a business call. 


uld be a keen OOServer, 


town 

When he spots new construction, he isn't satisfied un 
til he finds out who is building—and then he sells the 
firm a new safe, new furniture or, if nothing else, new 
calling cards and stationery with the changed address 
and telephone number. Observation puts him well 
ahead 


= He / uld be 


no time for the lazy salesman 


energetic. Business these days has 


And it is the salesman who gets around fastest—-who 


makes the most economical use of his time—who sees 


as many customers as possible every day—who gets the 
business 


0. He 
appointments on time, and should send in their reports 


hould be prompt. Salesmen should keep their 
promptly at the end of each day—knowing that there is 
many a slip between the cup and the lip. 

7. He should like people. In the old days we didn't 
know what an extravert was—but we hired him be- 
cause he seemed to like people 

We now know that many an introvert can be trained 
to become a successful salesman, if he will bring him- 
self to join organizations and take part in their work 

The man who does not like people—and will not 
effort to like them 
organization. He may be an excellent man in the office 


But his 


make any has no place in a sales 
and should be given an opportunity ther 
forte is not selling. 


8. H. 


that he should be eager to cut prices or shave corners to 


thould want to please. By this, I do not mean 


give customers a “‘cheaper’’ job 
But he should realize that the only thing he has to 


t 


- } } 4 vbhhli 
sell is the service that office equipment Ana cA} Piles Wii 
J - ee 


ty 7 
pv? vile 


and that his function is to (a) see the need, 
(b) review the need and (c) fill the need of his cus- 


tomers 
}. ) } , 
should be lieve in people 


9. Finally, be dated 


job for the skeptic. I have found that most people will 


. Selling is no 


try hard to live up to your good opinion of them 
If you believe that they are honest: that they will co 
their oftices 


operate with you in outfitting that they 
will meet you in the same spirit in which you call on 
them—-Well, in nine cases out of ten they will! 

Have confidence in people and they will support 


and sustain you in your work. 
Look for these attributes in your salesmen 
Train them to develop themselves along these lines 


in their daily work. 


Then you will not have to cut prices in order to get 


the business. You.can sell at a profit 


sell ata 
on your firm that they cannot be 


and continue to 
profit because you will have customers so “‘sold’ 


enticed away from it. 
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q The pages of 


this section are 
perforated to permit 
easy removal 


for filing. 


® The Little Crow Milling Co. of Warsaw, 
Ind., presented a challenge in design to 
the Business Furniture Co. of Indianapolis, 
Ind. Moving into a new building, the firm 
desired a complete “package” of both 
executive and general offices. It was a 
problem involving integration of both 
wood and metal and of satisfying execu- 
tives who had no private offices previous- 
ly. Wall treatment, floor, lighting and 
draperies were involved. The floor pre- 
sented a particular problem inasmuch as 
those walking directly from the mills into 
offices for conference with officials would 
track in flour. Patterned cork was therefore 
p resc ribed. 


Again it is suggested that in order to 


have a continuing source of ideas these 


pages be retained month by month in a 


special folder available from the Service 


Bureau of OFFICE APPLIANCES for 
45 cents 72 COIN OF sLamps. Ii is specially 


imprinted for easy 1 isibility in the file 


drau er. 


THE CHALLENGE 


THE SURVEY 


THE TRANSFORMATION 


THE SPECIAL TREATMENT 


THE END RESULT 








OFFICE PLANNING . . 


creating the 


the surv Salesmen from Business 
Furniture Co. discovered the installation 
possibilities at Little Crow Mills upon 

a routine call. Design Co-Ordinator 

Sally Wilkins went to the mills, studied 
the blueprints and made _ inquiries 
regarding color preferences. Rough 
sketches were presented and then the 


entire office treatment was agreed upon. 








executive office 


C OLORS of the mirage map blend in beaut: 
fully with the design of this executive of 

pictured below, occupied by C. L. Maish, 
president of Little Crow Milling Co. Walls arc 
an off white with slight cast of rose. Wall pa 
per at right is again Katzenbach & Warren in 
sculptured design. Draperies are loosely woven 
casement style, matching wall paper at right 
in light green, a color picked up by the split 
leaf philodendron. All furniture is Stow & 
Davis and includes an informal conference ta 
ble, another table with suspended drawers for 
desk use and a service unit at rear which has 
storage space. Smith Metal Arts desk accesso- 
ries are augmented by some articles from Mr 
Maish’s collection, including pen set. Lighting 
fixtures are from Stow & Davis Guild Re 
sources in brass. The patterned cork tile floor 


ing is used throughout the offices 











Office Used by Brother Officials 
Has Free Form Desks Left and Right 





rreatmen? 




















W HAT ~ Business Furniture Co 


chieved in the Little Crow Mills 


oftices is well demonstrated in the pic- 





tures on this page. The office is used 
»9y brothers Robert and Bruce Maish who 


tary and treasurer of the firm. 


One desk comes out of each wall Sculp 
ull paper by Katzenbach & War- 
herringbone pattern was tinted 


1 


llow and then antiqued with brown 
Tl ther walls are warm gray. Furni- 
ture is all natural walnut Stow & Davis 
Prorression III free form desk style 


ind one right hand. Chairs ar 











upholstered in yellow. Maps are an inte 
the wall because they are 
for pin-pointing of sales. Sain 

sk accessories are in geranium red 

the predominating color of ad- 

joining offices. The large desk lamp is an 
Ey Furniture Guild Resou: fa 






Draperies are loosely woven cas 


nbination of yellow and beige 











OFFICE PLANNING continued 


38 


treatment 
of the 


general office 


OW careful design can bring the end result 

wanted in a general office is here demon 
strated at Little Crow Mills. Design Co-ordinator 
Sallie Wilkins achieved a new look for the Steel 
Case files by having them recessed into the walls 
and providing storage space for larger articles in 
built-in cabinets above and at the side of the files. 
Monotony is broken by use of live plants in spac« 
beneath the modernistic clock 1 Case furni 
ture is mist green harmonizing with walls of simi- 
lar color and white. The 41ATT auxiliary type 
writer tables slide into top drawer of the desk, 
an ideal support for IBM electric typewriter 
Vinyl tile floor is in white and red. Draperies are 


Harlequin pattern pi king up the red of the floor 
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the end result 
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a Ch meee 


pn 


tairway to 
pportunity 


ound with 


emodeling 


lasting of time-darkened walls, instal- 
of a bank of display windows and 
a new sign are exterior marks of prog- 
by the Business Furniture Co. in In- 

lianapolis Ind 
The remodeling operation, however, went far 
beyond external appearance. It has involved basic 
rearrangement of backgrounds, fixtures and space 





for advantageous display of office furniture. 


4 





In the extensive interior refurbishing by this 
firm (which supplied the installation pictured on 
preceding Office Planning Section pages), the 
original circular stairway leading from the main 
floor to the second floor Executive Furniture Guild 
galleries was retained. 

It might be termed ‘stairway to opportunity’, 
says John Ober, president of the ambitious Indi- 

xponents of the “package oftice.”’ 
ully,”’ explains President Ober, “our de- 
to have flexibility of background to fit the 
design of furniture on dis- 
play. Thus, we created an 
area which has mobility 
through use of adjustable 
poles supporting the pan- 
eling, draperies for back- 
grounds, glass shelving 
and pegboard.’ 
Lights in the first floor 
display department are of 


DISTINCTIVE circular stairway is retained 
by Business Furniture Co. despite complete 
refurbishing of display areas. 
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A MODEL OFFICE features a new Steelcase Cus- 
tom Line desk and service unit. Making use of 
the new colors in metal, Business Furniture Co. 
has completed the display with lamp, acces- 
sories, planter and pictures. 


, 


STAIRWAY TO OPPORTUNITY .. continued 


the trolley-duct type making it possible to move them 
for accentuation of illumination in any portion of the 
area. 

The entir ling and portion of girders and walls 


above the lights have been painted dark, giving the 


effect of dropping the ceiling and hiding structural 


i 


details. 
The result is that anyone acquainted with the old 


Business Furniture Co. layout realizes that today only 
the attractive curved stairway and the old brick wall 


at the rear have been retained 
One of the outstanding features of the firm’s dis- 


play areas iS a presentation section where color 


schemes from the Executive Furniture Guild’s spe- 
cially developed palette of 37 integrated colors are 


presented by large color boards. In this area the 


customer can see examples of carpets, drapes, woods, 


upholstery fabrics and actual accessories which go in 


to the ‘package offic 


Throughout the 25,000 square feet of display 
space there is an air of completeness which lends 
itself to the design serv which Business Furniture 
Co. ofters 
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BEFORE remodeling. Note high 


pillars, unattractive ceilings 
bleak walls. 
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TRANSFORMATION of second floor 
display area in the renovated Busi- 
ness Furniture Co. building has been 
effected by background of drapery 
fabric to hide brick walls, movable 
posts for paneled walls of model of- 
fices, trolley-duct lighting and lux- 
urious carpeting in neutral beige. 
Furniture shown is by Stow & Davis. 
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Bell’ Stenorette 


Less than half 

the price of other 
imajor dictating units. 
Sold only through 
independent dealers. 


179” 


Transcribing 
accessories extra, plus 
Federal Excise Tax 


Stenorette is Headline News! The greatest four month 
nd campaign ever run for an independent business 
achine is spreading the big news that everybody who 
eeds a real dictating machine can now afford to own 

, bne—the miracle STENORETTE at $179.50. 


A Revolution in Business-Machine Merchandising 
an) his isn’t just an ad campaign. It’s a bombshell! Because 
g@athese ads actually feature the price! (That’s the one 
hing that comparable units usually hide.) 


very week De JUR dealers see that low, low price turn 
y meeerecaders into prospects and prospects into buyers! 


mWhy? Because the minute you put a demonstration 
STENORETTE on a prospect’s desk, he proves to himself 
m@hat STENORETTE gives all the advantages of units cost- 
fing twice as much. Most people who try dictating and 
a ranscribing with a STENORETTE prefer it to any other 
nit at any price. Try one out yourself and you'll see why. 


- 


DeJUR’s sales-help doesn’t stop with this bombshell ad 
ae ampaign. De JUR dealers receive special PROFIT-PACKAGE 


leas showing in detail how to increase STENORETTE sales. 


se ine business equipment field: 


Chicago - Beve 


The millions of readers of the most influential print- 
media in America are getting the big news about 
STENORETTE — the world-famous dictating-transcrib- 
ing machine that actually costs less than a standard 
office typewriter. 


READER’S DIGEST* 
FORTUNE 

NATIONAL GEOGRAPHIC 
SATURDAY EVENING POST 
TIME 

BUSINESS WEEK 

DUN’S REVIEW 

FORBES 

THE OFFICE 
ADVERTISING AGE 
ARCHITECTURAL FORUM 
CHURCH MANAGEMENT 
ELECTRONIC DESIGN 
INSTITUTIONS 

AMA JOURNAL 


STENORETTE is the fastest-growing dictating 
machine in the world. As in every growing organiza- 
tion a few franchises are still available to experienced 
business equipment dealers. Mail the handy coupon 
for details about your territory. 


ee 


Business Equipment Division, DeJUR-Amsco Corp., 
45-01 Northern Blvd., Long Island City 1, N. Y. | 


(C) Please rush me all details on available STENORETTE 


franchises in my locality. 


0 Check here if you have never seex a ae 
in operation. 


Firm Name. 
Your Name 


Address. 


... State 
OAS 























ELLING an industrial 


stallation or a pencil a 
one thing in commor ont: 
Morris Sanford (¢ f Cedar 


one continuous pol 
is a personal appeal 
the customer 

Sanford’s sales 


methods or tell th 


employees listen to ft uston 


him and eventually rn wi 
needs. It’s not the sal 
the continuous sales over the y 

In selling 
plan, work and list Listes 
This is the magic phra tS 


The new prosp rh 
type of approac h frot lesma 
this treatment. The 1 st 

Background for tl ston 
over 106 years to th ling 
in the then young stat lowa 


binder from St. Lo 
the Code of Iow H 
when the legal w 


into stationery, offi 


Even at this earl th 
high pressure sell 
policy has conti 


business 

Mr. Sanford 
a few months, 
stockholder. Lat 


dent. In 1916, wl 


indust! ount 


Salesmen Listen First . . . Then Sell 


at Morris Sanford Co., Cedar Rapids 


nt, an equipment in came the majority stock holder. Although he is over 80 
the counter requires ) old today, Mr. Sanford still actively directs com 
with the customer pany policy governing the management of the four 
Rapids, Iowa, has had floor operation. He doesn’t attend to details, but he 
is founded, and that still keeps his finger on the pulse of the store. 
n sales personnel and Today, he attributes much of the success and progress 
of Sanford’s to the one continuing sing] policy of 
use high pressut I never use high pressure selling methods 
o buy. Instead th Each employee, if possible, is given the opportunity to 
y to learn about develoy personal appeal quality which transferred 
wal and what he to th stomer's memory. Many of Sanford’s customers 
t that counts, but bank on the extra service they know they will get when 
they go into the store 
nford’s salesmets [he company’s aim has long n to lish a name 
o the custome: od will in all of eastern Iowa. Service to the 
nunity rather than sales have always n empha 
Zeca 
(oa pa Nl — 7 Ofter Mr. Sanford has point d out, the firm loses 
aha : business that it might have had if high pressure sales 
‘ surprised Dy inshij had been employ d to get the sale of the 
x] it 
ro goes back 
original company Some Sales Are Better Lost 
Willi Le , a book We have almost been olad to los this kind ol 
Rapids to print bus Mr. Sanford continued, ‘because it veers 
print shop, and from our established belief, and th mpany would 
he branched on h ose the sale than bt ow! linal rule 
supplies As example of the ideal sale, Mr. Sanford tells of 
y of never using nt installation. Perhaps the job of installing 
yrce, and the equipment on two floors firm could have been 
106 years of asily grabbed by high pressure methods. This is not 
the Sanford way, however, so the salesman involved 
s a clerk ide many layouts for th mpany, stressing service 


was a small and utility, and after careful study, presented his pro 
then presi gram to th president of the 
he also | I nstallation was a and the work com 
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— ani 
~~] PACEMAKER 





NEW PROFIT PICTURE FOR DEALERS! 





Now the new, new Pacemaker with the low, low price 
gives three big new features: Flick-Set Tabula- 


tion et or clear stops with the flick of a lever; 
Quickset Margins — faster margin set with simplified 
construction; Bigger Profit Margins — now your Pace- 


make fits are bigger than ever before. 


Now look at your Pacemaker market! Every retail 


store al small business office in your area needs the 
Pace ker s budget typewriter economy. So do execu- 
tives, students, farmers, writers — everyone who does 
OA—5 /57 


home typing. This market is all yours because the 
Pacemaker is the world’s only famous make full-size 
office typewriter available at low price! 


Put yourself in the Pacemaker profit picture—see your 
Smith-Corona salesman, or write Smith-Corona today! 


SMITH-CORONA 


SYRACUSE 1 NEW YORK 


Pacemaker—big, big typewriter; big, big profit! 
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The Store That Turned Its Back to the Street... 


tomers are 
appointments on th 


ville. With ample ro n the park 
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Customers Are People . . . Continued 


pleted when the president one day talked to Mr. San- 
ford. 

“I think that was the smartest buy I ever made,”’ he 
said. “I could have bought equipment for a lot less 
money, but decided not to try and save money at the 


expense of utility and durability 


This man was far from a back-slapper, but he was 
} 


[ 


impressed by the honest effort shown by Sanford’s 


The industrial salesman at Sanford’s is requested to 


concentrate on what his juipment will do for the cus- 


tomer, not on how much he will make from the sale. 


In line with this, the company has long made use of 


the manufacturers’ salesm utilizing their services in 


preparing for a sale 


Represents a Company 


salesman is supposed to become estab- 


The Sanford 


lished in the mind of the customer as a person, not as 


a salesman. He IS repres nting a company as a man 


with ability, earnestness and honesty. He works hard 


to devise a satisfactory installation for the customer that 


will please him for a long time 


Mr. Sanford did recall one instance when he allowed 


his company to accede to the demands of a contractor 
and install an inferior lot of furniture. To keep the 
customer-dealer relationship high, the company had to 
spend more money keeping the equipment in repair 


than it had realized 
rvoided if Sanford’s 


pe rsuasive in its 


This, he said, could have been 


had stood its ground and been more 


arguments for the better merchandis« 


This same philosophy xtends to the in-store sales 


program. The company has expanded its many depart- 
ments to four full floors. offering camera equipment, a 


book ather 


articles, wallpaper and paints, and, 


complete department, | goods, religious 


of course, the com- 


plete line of office furniture, supplies and equipment 


ever, almost equal area is available as warehouse spac 
and as offices and work is for the firm’s seven sales 
men and seven servic ind administrative en ployees 
These obvious advantages kept the management in sus 


pense over one thing were th important enough to 
make the gamble pay off 

The answer is “Yes 

Not only is there a greater volume of store traffic in 
the new location, but what ts pe rhaps more important 
from 214 to 3 


the average sale per drop-in customer ts 


store. To any dealer concerned 
] 


times that of the old 
about the low unit of sale resulting from drop-in traf 
fic, this is a factor of vital im 

Salesmen find it eas to bring customers and pros 
pects out to the new furt Many cus 
quite willing to stop in for late afternoon 


portance 


shx wwrooms 


iture 


home from downtown Nash 


ng lot, there is no 


The book department has always come in for full 
attention by the firm, The present sales woman delivers 
at least 52 talks a year at various clubs and school group 
meetings, sometimes visiting two or three groups a week 
during the winter months. 

The company also sponsors a weekly Saturday morn- 
ing radio program which features children’s books and 
toys. The children of the community all know the sales- 
woman and ask to see ‘Marjorie’ when they come into 
the store« 

Selling books and toys is the main idea of the pro- 
gram, but the emphasis is on birthdays, and the right 
books or toys for the right year are discussed 

Another department that has earned a community- 
wide reputation is the camera equipment shop. In this 
department, as in the others, the man in charge has 
built a solid foundation of good will. He is recognized 
as a specialist in his field and is trusted by the people 
who deal with him. In one instance a man came to him 
who had been advised by a dealer in another city that 
he could use $600 worth of new equipment. 


A Customer Is Won 

He decided to check in with Sanford’s, and here he 

was told he needed only an attachment for his present 

camera which cost $200. Perhaps there was a loss of 

$400 that day, but on the other hand, a customer was 
develope d for tomorrow. 


This type of selling has given Sanford’s its firm 
foundation for integrity in the community and _ has 


helped establish a single thought in the minds of the 
customers .. . service at Sanford’s 

Even the elevator operator who directs the prospects 
to the various floors and departments has an extra word 
of courtesy. No matter what the job; selling industrial 
accounts, running an elevator or wrapping a package, 


the Sanford employee is recognized for service rendered. 


Continued from page 23 


difficulty at any time in obtaining a spot. 

The wisdom of moving to this location has become 
more apparent by the increased business being done by 
the art and engineering supplies department. The new 
location is not far from a large medical center where 
there are large numbers of nurses in training. Vanderbilt 
University is also nearby. Both markets, virtually un- 
touched in the old location, have brought new customers 
for these two departments 

The showrooms fronting on Church St. are effectively 
lighted at night and on weekends, providing an impres- 
sive advertising display to the many businessmen that 
travel back and forth on this thoroughfare 

This 


team with the courage to solve a problem with a radical 


is an outstanding example of a management 


change in procedure. As so frequently happens, pre- 


liminary qualms proved unjustified. 
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he Aristocrat “Vice-President” No. 327-L 


Synchro Tilting Seat and Back 
che \Ilustrated in Naugahyde 


i Only $103.25 List 
in Zone 1 
As Illustrated 


With 3-1/2 Inch Thick, Luxurious Foam-Rubber 
Cushioned-Comfort Seat... 
In 3,360 Different Color Combinations! 


And we pay the freight on shipments of 200 pounds or more! 
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Accessories of the 
Selected for Office A ppliances by 





















1. Polished brass 
lamp by Mercury 


| Lamps. (Inquiry 



































‘Mr. Chippendale” is a man of distinction—devote 
y lisplay to him, remembering that the Chippendale 
k is GRANDEUR personified. Build a quality 


comund « Chinmendele deck « ‘i 
und a Chippendale desk Vincent Lippe Corp 
' a 


EUGENE BARNES 


Merchandising Advisory Service 








e 
5 by 





Month 


E ugene Barnes 





5. ‘Coffer Chest” in teak or rosewood 
by Transorient, Inc. (Inquiry 
Card No. 5) 





able in teak or rosewood 
by Transorient, Inc. (Inquiry 
Card No. 4) 





6. Brass and copper book 
ends. Richards-Morganthau. 


(Inquiry Card No. 6) & 


7. Plant complete with 
bucket. George Cothran. 
(Inquiry Card No. 7) 





a bet OST S Rae 3 
Te ory ee BAS steed ‘ 





gt ER rt Oy ee 





PR eR en. 4~ 





9. Painting 1s Marc Chagall’s 
Green Violinist’. Linker & 


8. Stamford sofa. Furnish 12 yards of 
Wexler, Inc. (Inquiry Card No. 9) 


fabric. Ben Feibusch, Inc. (Inquiry 
Card No. 8) \ 











10. Adjustable wall shelf unit. Extends from 60 to 114 
inches. DeLynn Associates, Inc. (Inquiry Card No. 10) 


> Dealers who wish further information about accessory items on this page are requested to use inquiry card facing page 70 
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@ Generol Fireproofin 
Furniture 


® Stow & Davis F 
Furniture. 


@ Alma Furniture 


Your Brand Na 


Retail Store: 
Plont: Fourth & Beaure 











g Steel 


ine Wood 


@ Carters inks & Ribbons 


WE FEATURE: 


@ Wilson Jones Loose Leaf 
Forms. 


@ Scheaffer Pens and Pencils 


* 
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@ Victor Sa fes 


* 
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me Office Outfitter g P 


@ Eaton Papers 
@ Esterbrook Pens ond Pencils | 
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rinter Since 1919 


Inc. 


STANDARD PRINTING CcO., Ce 


Phones 4422-23 


gord 














Norman J. Landry 


general manager 
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UALITY merchandise and service. 

These are the ingredients of the policy pursued by 

the Standard Printing Co., Inc., of Alexandria, 
La., leading to the firm’s selection as the Band Names 
Retailer of the Year in 1956 

The Louisiana concern directed by Norman J. Landry 
as general manager and vice-president was selected as 
top award winner in the office equipment and stationery 
stores category. 

Winning a Certificate of Distinction in the 1955 
ompetition, we were more determined than ever to 
n all-out effort to become Brand Names Retailer 
of the Year in 1956,’ Mr. Landry told OrFIcE APPLI- 
ANCES 


Mant 


[his determination culminated in reward for a long- 


range program, however, rather than a single year’s ef- 
fort. Let Mr. Landry explain: 


Our company, since its inception in 1919, has always 

ved in a policy of offering to the public the highest 
quality merchandise, backed by guaranteed setvice. If 
ny one thing could be pointed out as our reason for 
success, this would be it—QUALITY MERCHANDISE 
AND SERVICE.” 


In aiming at the top award, the company made a set 


policy that no ad—whether it be newspaper, radio or 


| Brand Name Success 


BRAND NAMES Furniture is Displayed by Standard Printing Co., Inc. 

















TV—would be prepared without specifically mentioning 
brand names. 

A slogan was adopted, “Your Brand Names Office 
Supplier Since 1919”. 

Such a program was instituted on a year-round basis 
and did not apply just at different periods of the year. 

“One factor which we believe contributed to our suc- 
cess,’ comments Mr. Landry, ‘‘was that we planned each 
individual promotion to break on all media at relatively 
the same time. In other words, if we were promoting 
for example, GF metal desks, our ads appeared in the 
newspaper, on the radio and on TV at the same time.” 

In addition, a continuing campaign was maintained 
on direct mailers and stuffers. Window displays were 
prominently used, since the firm has a corner location 
with 12 display windows. 

An important part of any successful sales campaign 
is proper training of the sales personnel, believes the 
management of Standard Printing Co., Inc. This is 
achieved by weekly meetings, and by what the officials 
believe to be even more important—periodic, on-the- 
spot trips by the management in company with the sales- 
men. This serves a two-fold purpose—first, to observe 
the salesman and his methods; and secondly, to bring 
the management of the company closer to the customer. 









The Judges 





L. G. Morris J. L. Mann 





Nominations Are Open for 
1957 Office Equipment 


SRRRERAAEAL AAAS 





| R. D. Pomerantz L. R. Addington 


MAN OF THE YEAR 








' 

' IGURATIVELY speaking, this opportunity to bring recognition to Manufacturers: L. R. Addington, Art 
month's meeting called for the one of your friends in the industry. Metal Construction Co.; L. G. Morris 
purpose of selecting candidates The closing date for nominations Eaton Paper Corp.; J. L. Mann, Th 

. . : . Sturgis Posture Chair Co 
for the honor of being designated in July 1. Presentation of the award ieisiee Mat WW Collies Meshell 
the 1957 Office Equipment Man will be at the annual convention of Barnes Co 
of the Year has been declared in the National Stationery & Office 
order. The session is open for nomi Equipment Association next Oc- The Rules 
' nations from the field. It is not to tober 
Anyone in the industry dealer, man 
early to name your candidate (more ufacturer. salesmen. store manager. ot 
than one if you wish. ) The Judges other active members of the industry 
Nominations need no seconding, Dealers: C. R. Kendrick, The Kend- is eligible for the OA award except the 
but a statement outlining the quali tick-Bellamy Stationery Co. Denver, sonowsng: Any previous winner of tx 
3 Z ri > Colo Richard D. Pomerantz. A. Pomer- award. Any member of the trade press 
fications of each nominee is distinct antz & Co., Philadelphia, Pa William Any member of association staffs. Any 
| ly in order. Read the rules and then C. Clegg. The Clegg Co.. San Antonio. current national officer of any associa 
: use the ballot below. This is an Pex . tion in the industry 
Selection of the MAN Or THE YEAR 


| will be based on these five primary qual 
ifications: 











‘ © Nominations for the 1957 Award Will Be Closed On July 1! “Service to industry local”, which 
i EL SIS A mane Mr On SL =r orp pe could have to do with activities in cham 
: bers of commerce or one of the several 
Nominating Ballot : organizations, work through the local or 
: district NSOEA group, or other service 
y . : local in character. “Industry — nation- 
Office Equipment MAN OF THE YEAR : pier 
: : al’, which could relate to similar activ 
: ; 
: ities on a national scale 
» Ar 4 ' een? . ° -_ 
Below is the name of my candidate for 1957. | atta a state T Sse : Service to community”, which could 
ting forth the reasons why | think he qualities tor the award : include work in service clubs, churches 
: schools, traffic, recreation, and other 
: SOSITION : matters civic in nature 
: NAME : “Service to nation”, which could be 
: TT : work directly in government, or other 
: H activity affecting the nation outside the 
' . } 
: : limits of the industry 
' . 7 ° 
‘ : “Service ea ation” 
aponass — — ate : ervice to the association”, which 
: : naturally relates to amount of time and 
: My Name is .. . : the character of work devoted to associa 
; : tion activities 
. 
NAME POSITION s There is no limit on the number of 
. 
: nominees just so long as their names and 
. 
tatements of qué ation ¢ d 
janaa Gaal : statements qualification are received 
. at OA headquarte rs by July iL. 3937. 
: A special factor of eligibility is that 
: ADDRESS CITY ZONE STATE : the services outlined above must have 
- , e . , ’ e 
mail before July | to OFFICE APPLIANCES, 600 West Jackson Blvd., Chicago 6. : been performed during the period from 
: July 1, 1956 to June 30, 1957 
eT LL Pee e ee eee eee eeaseeeee See eee eee eee ene eeeeee i ¢ 
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® New Center Drawer Locking Mechanism * 


The only device with the new Select-A-Drawer feature that 
locks all drawers or any combination of drawers—as desired 


®@ New spring-action dictation slide 


® New pencil tray design with business card 
compartment 


® New sloping stationery trays and upright dividers 
of high impact styrene 
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am —— | Literature 
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New Secretarial Design 
Offers New Selling Features 
at No Extra Cost! 


® New island base design for easier attachment 
®@ New island base protectors 

® New satin-finish chrome hardware 

®@ New satin-finish anodized aluminum molding 
® Firm typewriter base support and others 


*Patent Pending 


*enereeeeeenee 


* STEEL DESKS TABLES «CABINETS * ACC 
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303 E. CARSON STREET ° 
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by CLARENCE O. SCHLAVER 


managing editor 
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HAROLD DUFFY 


get whole 
loaf of profit 





CLAUDE WILCOX 
sell results, 
not discounts 


EVERETT BROWN 
imagination 
has no price tag 


NOFA’‘s Biggest Session 


OFA’s largest convention in its 11-year-old history, at- 
taining this stature both in attendance and breadth of 


exhibits, placed emphasis on the complete office in New 
Orleans March 28-31. 

Members of the National Office Furniture Association came 
to “talk shop” and be entertained. They found ample oppor- 
tunity for these objectives in the colorful southern city where 
eating is a joy and the romantic past of the French quarter 
has been preserved. 

In this New Orleans’ convention, office furniture dealers 
discovered in workshop sessions and in the exhibits that the 
most challenging concept of the industry today is that the 
business man’s office must be regarded as an integrated whole. 

There was evidence in the manufacturers’ show at the 
Municipal Auditorium that the working quarters of modern 
executives can represent more than a heterogenous collection 
of furniture, draperies, carpets and accessories. 

Exhibits Break Record 

In the 284 exhibits, a record-breaking number for NOFA, 
there was demonstration that the modern office furniture 
dealer has use on his staff for a designer to provide a complete 
office interior. 

On parade was furniture which lends itself to new trends of 
integration for all furnishings involved in comfortable and 
imposing business living. Desk parts, for example, were offered 
like a child’s building blocks, permitting the office planner to 
combine elements for any requirement. 

Both the tools and the atmosphere to provide maximum 
efficiency and working climate were highlighted at the show 
which was climaxed by a public showing to dealers’ customers 
on the closing day, Sunday 

It was a convention in manufacturers’ participation and 
dealer registration which exceeded the hopes of the NOFA 
headquarters staff and President John E. Mossman, Desks, Inc., 
New York City, who was re-elected to the office at the open 
ing day business session. 

Others elected were: 

Vice-presidents—Floyd A. Fenn, California Desk Co., Los 
Angeles; Melvin Levin, Business Equipment Corp., Boston, 
Mass.; M. G. Wheeler, Sight-Lite, Boston, and Roger W. 
Young, manufacturers’ representative, Detroit. 

Directors—R. P. Adams, S. G. Adams Co., St. Louis, Mo.: 
V. L. Caldwell, John Wanamaker Co., Philadelphia; L. E. 
Fisher, Wagner-Henzy-Fisher, Cleveland; W. H. Bretzlaff, De- 
troit Office Equipment Mart, Detroit; Leon Grossman, Gross 
man’s Office Equipment Co., San Jose, Calif.; Harry Hofherr, 
Kendrick Furniture Co., Chicago; David G. Myles, Southwest 
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Office Furniture Warehouse, Houston; Bernard H. Nemlich, 
Regan Furniture Co., New York City; D. M. Ogilvie, Hughes 
Ogilvie Co., Pittsburgh; J. L. Mann, Sturgis Posture Chair Co.., 
Chicago; Charles Pettibone, B. L. Marble Chair Co., Bedford, 
Ohio; Max Spak, manufacturers’ representative, Los Angeles; 
Raphael Blessinger, Jasper Desk Co., Jasper, Ind., and Moe 
rurman, Metwood Office Equipment Corp. 

(Of those named directors, Dealers Caldwell, Hofherr, Nem 
lich and Turman are past presidents of NOFA). 

Activities secretary—Daniel Waldner, D. Waldner & Co., 
Mineola, N.Y. 

Treasurer—Edward A. Tyre All-Makes Office Furniture 
Service, Chicago. 

The convention honored a respected pioneer of NOFA’s 
organization when Moe Turman was named honorary chair- 
man of the board of directors. In a short address Mr. Turman 
voiced grateful appreciation of the respect accorded him. 

General Chairman Claude G. Wilcox, Jr., of Modern Sta- 
tionery Co., Baltimore, Md. had the assistance of a diligent 
New Orleans committee headed by A. W. Herrmann in mak 
ing many arrangements for hospitality and special events ap- 
preciated by the more than 3,800 registered at the convention. 

Mayor de Lesseps S. Morrison of New Orleans proclaimed 
March 24-31 “Office Furniture Week” in welcome to the con- 
vention. An official ribbon-cutting ceremony featured the 
Krewe of Iris, one of the colorfully-gowned Krewes of the 
Mardi Gras. Department stores and banks in the city had spe 
cial windows and displays arranged for by Don Dahl. 


More Than 1,000 at Banquet 

Ihe “Fabulous Night in New Orleans” attracted a banquet 
crowd of more than 1,000 overflowing the ballroom of Hotel 
Jung, convention headquarters. It was a night for the light 
opera singing of Kelly Rand, the harmony of Don and Jo Ann, 
the singing sweethearts, the magic of Pearce the Magician, 
the pantomime of Pat Vernon, the ventriloquism of Phil 
D’Rey, the reverse talk and comedy routine of Professor Back- 
wards (Jimmy Edmondson) and the music of two bands in the 
best Basin St. manner. 

Highlighting the banquet were the awards made by th: 
trade journals of the industry. 

John A. Gilbert, publisher of OFFICE APPLIANCES, pre 
sented the OA plaque to Floyd A. Flenn, California Desk Co.. 
Los Angeles as the man who had done the most for the asso 
ciation in the past year. 

The Geyer’s Dealer Topics Award was presented by Hugh 
Ward to the Detroit NOFA chapter represented by President 
Don Ferrari. Vernon Vallet, president of the Los Angeles 
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MARSHALL SPAK 
... fight higher 
in BOW program freight rates 


W. H. BRETZLAFF 
. attend NOFA 
area conferences 


RICHARD BEHM 


VERN VALLET 


membership sell a . . CO-operate 


ROGER YOUNG 


jrowing place to wort 


Stresses the Complete Office 


Chapter, received the award given by William Schulhoff for 
The Office 

Sterling Lord, representing The Leopold Co., was presented 
the first George Wray memorial award by Milton Stone, presi- 
dent of the Offureps Club of New York City. This was for 
what was judged the best display at the show and is in mem- 
ory of the beloved salesman “dean of the industry” who 


died recently 


Tells Factors of Growth 

Opening luncheon speaker was Thomas E. Ryan, market 
research director of Time, Inc., who stated that the future of 
the office furniture industry can be described in almost limitless 
terms. Three major factors for tremendous growth were out- 
lined by Mr. Ryan as: 

—People in motion. One out of every five families in the 
United States moved from one address to another last year. 

—Competition for business workers. Over and over again, 
surveys indicate that “pleasant surroundings and comfortable 
working conditions are just as important as dollars per week 
and health and accident benefits. 

—Money in motion. The number of families with an in- 
come of $10,000 a year is increasing. Living environments are 
better and the same conditions are wanted in the offices of the 
nation, 

“The opportunity is there in small companies, in big com- 
panies, in old buildings and in new buildings, and the money is 
there to pay for it,” said Mr. Ryan. 

Workshop breakfasts highlighted the NOFA program on 
Friday. J. D. Emhardt, president of Columbia Steel Equip- 
ment Co., led the manufacturers in a discussion of their own 
problems in relation to office furniture dealers. Likewise, the 
manufacturers’ representatives had an opportunity to talk shop 
with D. G. Myles as their leader. 


200 Dealers Air Views 


Under the chairmanship of Kenneth A. Berven, Beier & 
Gunderson Company, San Francisco, Calif., the dealers’ work- 
shop was an informative event. Nearly 200 dealers were pres 
ent to air their views and put questions to the following panel- 
ists 

Vern Vallet, Southern California Stationers, Los Angeles, 
Calif.; Allen Cotgreve, Desk’s, Inc., New York, N. Y.; George 
Stuart, George Stuart, Inc., Orlando, Fla.; L. E. Fisher, Wag- 
ner-Henzy-Fisher Company, Cleveland, Ohio; William H. 
Neely, Business Furniture Company, Pittsburgh, Pa.; Edwin 
Eriksen, Eriksen’s, Toledo, Ohio. 

Chairman Berven initiated the morning of discussion by 
Stating that dealers need decorating departments (or consult- 
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“Office Furni- 
ture Week” 
proclamation in 
New Orleans is 
presented by 
Councilman 
Fitzmorris (cen- 
ter) to A. W. 
Herrmann 
(left), conven- 
tion co-chair- 
man, and Don 
Dahl, chairman 
of the exhibits 
and local dis- 
plays. 








John E. Moss- 
man, Desks, 
Inc., New York 
City, re-elected 
NOFA presi- 
dent. 





















LAND OF LAKES AND PINES—(QP)— Last year 
hundreds of American stationers lost sales of filing 
jackets, pockets and envelopes. The reason? Enve- 


lopes delivered too little and too late. That’s why 
right now many of these stationers are ordering their 
filing envelopes from Quality Park exclusively. Quality 
| Park has proved that it provides the best possible 


LEATHEROID Vertical File Pocket 
red rope gussets 








i “4 

i 

Manila File Jacket—Combines wear- 
ability with economy 

' 
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hundreds of 
envelope sales 


‘Ost 





cloth or 
Ideal for bulky papers 


Flat Filing Envelope And Jacket 
or carrying important papers 


QUALITY PARK ENVELOPE CoO. 


General Offic: d Factory, 2520 Como Ave., St. Paul 1. Minnesota _ 
Chicago Office and Warehouse. 564 W. Monroe St.. Chicago 6. Illinois Quality Park Products 
West Coast Office and Warehouss . 837 Traction Ave.. Los Angeles 13. Calif. from the land of lakes and pint 








service on the finest and most complete line of filing 
envelopes in the country. Send today for the Quality 
Park catalog. You'll find not only the most complete 
line of filing envelopes but also a full line of every 
kind of envelope. Remember, at Quality Park good 
service is a tradition. 

P.S. Quality Park envelopes are sold through dealers only, 





LEATHEROID Reinforced Filing Jacket (cloth 

or red rope gussets)—Triple thicknesses where 

wear is greatest _ 
i . 





Filing Open End Legal Envelop C 
Used by public official 
banks, attorneys, the cou! 


try over 
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Next to a diploma a portable typewriter is que 
eye OF the two “most wanted” graduation rewardg! 


lic ofmMeia 


A 
s, the 


And more students want Royals than any other portable! * 


mye 


*Established in a”’recent independent nationwide survey. Are you 
prepared to make the most of this tremendous demand for Royals? 


® 
RO A portables - electrics + standards + Roytype” business supplies 


nets World’s Largest Manufacturer of Typewriters—Royal Typewriter Co., Division of Royal McBee Corp. 


md pint 
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From left, Picture No. I1—E 
Metwood Office Equipment, 
C. King and A. V. Breard 


Convention Personalities 
English Gilbert and Moe Turman 
New York City; Picture No. 2—J 


NOFA .. . continued 


ing service) because there is a growing need and demand for 
finer offices. “In the past,” he said, “a salesman could acquire 
enough decorating knowledge to do an acceptable job. Now, 
we need specialists in decorating and designing just as much 
as we need specialists in office procedures and the products 
that facilitate office operations.” 

Answering the question of how to compensate 
decorators, George Stuart suggested $25.00 per room, and Ken 
Berven proposed $15.00 per hour. Ed Eriksen said that out- 
side service could be obtained at $10.00 per hour, or as low 
as $5.00 per hour plus a very sma‘l percentage commission on 
the job, if the sale is made 


outside 


Suggest Payment Methods 

Other compensation methods suggested included the follow- 
ing: commission payment on rugs, draperies and accessories 
to the decorator and on furniture to the salesman; straight 
salary to the decorator and commission to the salesman. 

Concerning increased operating costs due to offering in- 
terior decorating service, V. L. Caldwell, John Wanamaker 
Company, Philadelphia, Pa., former NOFA president, said, 
“We are trying to continue selling at low prices while operat- 
ing on a high cost selling basis. We should set prices at a high 
enough level to cover the fixed overhead cost of a decorating 
service.” 

According to Vern Vallet the way to meet competition from 
architects and independent interior decorators is to join them 
—not fight them. “They can be educated to co-operate.” 

All of the panel members and many of the other dealers in 
attendance participated in the discussion, which lasted for over 
two hours without a lag in interest 


Salesman Must Be Decorator 
“Selling in Today’s Market” was the theme of an address by 
Dr. Paul E. Smith of Michigan State University at the lunch- 
eon following the workshop ses 
“A salesman who knows selling techniques is not the com- 
plete answer in today’s market,” said Dr. Smith. “He must al- 
so be a decorator in the fullest sense of the word,” asserted 
the assistant dean of the college of business and public service. 
The educator continued 
“Mr. Ryan yesterday pointed out some trends that have been 
occurring in our economy. The mobility of people has brought 
increased demands for the products of the office furniture in- 
dustry. Their increased incomes and better homes have made 


sions 


them more conscious of color and various kinds of decorating 
themes. They are better educated and thus they tend to be 
more demanding.” 
Dr. Smith explained that 
fices for three major 
1. To give the customer an impression of success in the 


operation of the busine 


people tend to decorate their of- 


isons 
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of Monroe Office Equipment Co., 
Martin and Arnold Shulkin, Arnold Stationery Co., Lynn, Mass. 





Winning Exhibit 


This exhibit of The Leopold Co., was 
judged best in the Municipal Auditorium and received the 
George Wray Memorial Award, presented to Sterling Lord of 


the company at the ‘Fabulous Night in New Orleans’’ ban- 


quet 


lo impress associates. 
3. To gain a feeling of importance for the occupant. 

The management seminar developed by NOFA and Michi 
gan State University to be held on the East Lansing campus 
May 20-22 was explained by Dr. Smith. He stated that the 
program would help office furniture men to do a better job 
and to gain sales and profit 

The “package office’ was the theme of the management 
clinic on Saturday forenoon which proved a stimulating dis 
cussion moderated by Claude G. Wilcox, Jr. of Modern Sta 
tionery Co., Baltimore. 

Participating were Vernon Vallet, Southern California Sta- 
tioners, Los Angeles, on sales training; Harold D. Duffy, R. P: 
Adams Co., St. Louis, on office planning and layout; Richard 
Behm of Hardwood Plywood Industry on “Better Offices im 
Friendly Wood”; Marshall Spak, Spak & Natovich, Chicago; 
on freight charges; and Everett Brown on “Office Furnituré 
Dealer and the Interior Decorator.” 


4 
~ 


“Buy a Place To Work" 
Said Mr. Vallet, “Your customer doesn’t want to buy a desk 
he wants to buy a place for somebody to work .. . we 
must sell results for particular customers. 
“We should sell the ability to get a better class of person 
nel, a way to retain these people by providing better offices.” 
The complete package sale through office planning and lay- 
outs is the best way to increased profits, asserted Mr. Duffy 
He told fellow dealers and salesmen, “People are persuaded to 
put value on merchandise based on the value we put on it.” 
“Imagination and ingenuity have no price tag,” asserted Mr 
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Monroe, La.; Picture No. 3— 
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Fenn Gets OA Award 





NOFA . continued 
Publisher hn A. Gilbert (right) of Office Appliances presents 
+1 trade irnal’s plaque to Floyd Fenn, Los Angeles, Calif 
. lealer f intiring efforts to promote the Association.’ The 
wr presentation wa ne of the banquet highlights at ‘Fabulous 
sht in New Orleans 





C wos Another Orchid goes to Don Ferrari, president of Detroit Chap- 


+h, ter for wor etting up one of the model offices 





it 

d Micht- 
, Campus 
that the 


etter job 


Geyer’s Dealer Topics award is presented by Hugh Ward to the 
Detroit Chapter of NOFA represented by Don Ferrari (left), 
president. 


lagement 
iting dis- 
dJern Sta 


rnia Sta 
ffy, R. P, 
Richard 
Yffices in 
Chicago, 
Furniture 





y Work" 


1y a desk President John Mossman of NOFA bestows an orchid on Don 

we ah!, Office Designing, Inc., New Orleans, chairman of ex- 
nibits an lisplay 

[| person 

offices 

and la 

r. Duff 

suade d { . 

it on it Vernon Vallet, president of the Los Angeles Chapter of NOFA, 

‘rted Mr receives The Office award from William Schulhoff (right). 
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: f ' Low-cost Liberty Record Binders preserve loose leaf records in a 

E coun! / neat, compact book form . . . do the job in half the time. . . at 
; = half the cost. 

Magic Binding Posts make Liberty Binders easy to use 


—easy to sell. Thumb pressure locks binder securely 
in three simple steps: 





Cony Ose” YES 


1. Insert bottom 2. Place other 3. Your records 
sections of posts cover on top, in- are neatly, safely 
through holes in sert studs in holes bound, smooth top 
one cover, Stack and push down and bottom—no 


sheets over posts. with thumb. projecting posts. 


| 

Durable’? : S / Finest quality masonite Pres- | 
‘ a wood covers are firmly riveted | 

7 


to piano-style aluminum 
hinges for -wear-resistant 
Vnalile’7 YES ; 
4 
Magic BINDING POSTS... 


protection. 
make Liberty Binders more than 50% ex- 











= 


tendable (a 4 in. post binds up to 7 








inches | 


oct Ser nla 


. 
of material). 15 post lengths . . . %@" and 54” 
diameters. 16 stock binder sizes handle 
most standard loose leaf records. MADE 
TO ORDER Liberty Binders will fit any 
size sheet with any punching . . . a real ( ; 





service for your customers. 


Profitable? YES! 


LIBERTY Record BINDERS 
Can be BIG SELLERS for you! 


? 
WZ 


WRITE TODAY for dealer 
packet containing complete 
information and prices 


Established 


BANKERS BOX COMPANY in 1918 


2606 North 25th Avenue e Franklin Park, Ill. 


(Chicago Suburb) 


Phone: Gladstone 5-7700 
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Your customers will be 
penny and pound wise 
with PEERLESS MODULETTES 


ina 
. at 





) use 
irely 





ecords 
safely 
oth top 





Pres- 
veted 
num 
Stant 











( FF 





This is functional, modular office furniture at its best. Compact, yet 
with that “airy” feeling. Minimum floor space, but with ample top work 
area. Contemporary in design, and still retains the important sturdy 
construction features. 


Yes, that’s modular office furniture at its best. And for the best “sale” 
and the best “‘buy,”’ it’s Peerless Modulettes. Franchised Peerless Dealers 
are enjoying new markets with the new Modulette line. 


Catalog No. 121 gives you a complete presentation. Ask for your copy. 





At the same time, inquire 
about the possibilities of the 


a t r o L t i Ss Peerless franchise in your 
area. 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


d NEW YORK CHICAGO HOUSTON LOS ANGELES 





tal desk, file or table for ae office need 


SRR RR eean 
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Convention Interludes . . . From left, Picture No. 1—Scott 
Parnham, Myrtle-Alma-Boling representative, discusses office 
furniture with Charles Hayworth, president of Alma Desk Co 
Picture No. 2—Enjoying the ‘’Fabulous Night in New Orleans” 
entertainment are Floyd Fenn, NOFA vice-president, and John 
Gray, NOFA executive secretary. Picture No. 3—The George 


NOFA . . . continued 


Brown, one of the nation’s leading designers. “Design is for 
the birds; it’s for you birds. You have not yet scratched the 
surface in potential sales in your areas.” 

The services of a decorator—on the dealer's staff or secured 
on a consulting basis, is necessary, said the speaker, in order to 
determine the working and leisure habits of the executives, the 
nature of their work, and their preferences. All of this, he said, 
leads to an office which fits and charms the user. 

The co-operation between organizations concerned with 
wood and the office furniture dealers was explained by Mr. 
Behm as he told of the program for “Better Offices in Friendly 
Wood.” 


Speaks on Freight Rates 
Mr. Spak stressed importance of describing office furniture 
in the right category in order to avoid overcharge on freight 
billings. He urged continued opposition to rising freight rates. 
Throughout the session it was emphasized that successful 
office furniture dealers do not sell “discounts” but rather the 
end product which is an office which pleases the customer. 
The famed Municipal Auditorium was converted into an 
exotic setting of tropical beauty, with banks of azaleas, banana 
trees, plantings and fountains for NOFA’s record-breaking 
display. Featured in the exhibit area were model offices in 





Seen at NOFA .. . From left, Picture No. 1—Two busy peo- 
were Amy Preston and Mrs. C. J 
Hoy of the NOFA Chicago staff. Picture No. 2—A dealer’s 


group from Minnesota and Illinois: Bill Riley, Anderson, Riley 


ple at the registroti 
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B. Wray memorial award is extended by President Milton Stone 
right) of Offureps Club of New York City to Sterling Lord 
vice-president of The Leopold Co. This distinction was ac- 
corded the office furniture manufacturer for having what was 


judged to be the best exhibit at the NOFA show 





1. Mel Levin, Business Equipment Corp., Boston; E. Gilbert 
Metwood Office Equipment Corp., New York City; Joseph 
Brenner, Brenner Desk Co., Newark, N. J.; Hugh T. Mor 


gan, mfrs. rep., New York City. 


2. John Yokley, John Yokley Co., Nashville, Tenn.; Johr 
Kelsall-Vor- 


Radcliffe, Corry-Jamestown; John Howison, 
rheis, Cincinneti, Ohio; George Long, mfrs. rep 





“ 


~ . 
sf 
dvs * 


& Sava, Chicago; Art Olsen, Olsen’s Office Supplies, Inc 

Forest Park, Ill.; Mrs. & Mr. Ed Erickson, Hibbing Office Sup sai, 
ply, Hibbing, Minn.; Picture No. 3—Mr. and Mrs. Mannit 2431 
Fisch of Fisch Stationery & Printing Co., Los Angeles, Calif. Jame 
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it's virtually stainproof . . . even ink washes off! 

it’s extremely durable . . . yet soft as lamb’s wool! 

it breathes, for comfortable all-weather sitting! 

it’s everything you have ever wanted in an upholstery fabric! 


Hvlo-Saran“stspu tion 


THE 100° SARAN -AND- NYLON FABRIC 





ae all NEVER BEFORE such wonderful softness... 








such amazing durability... such distinctive beauty! 


VIRTUALLY 
Here’s a fabric like you’ve never seen before — soft, luxurious, STAINPROOF .. . 


" _ : . Even ink washes out! 
distinctive . . . yet it wears like iron! 


ALL-SPUN NYLO-SARAN brings a new luxury of style to every interior. 








All-Spun SIGNET Nylo-Saran All-Spun CAPRICE Nylo-Sarar 
EXTRA-DURABLE ... 


Resists long wear and abrasion. 





E. Gilbert 
h T. Mor NYLO-SARAN IS THE IDEAL OFFICE FABRIC... 
7 it combines the great strength of Nylon with the 
es : abrasion-resistance and locked in colors of Saran, giving exceptional IT BREATHES ... 
service, amazing long wear. The perfect fabric for every Never cold or clammy, 


always comfortable 


installation, wherever practicality and good looks are desired. 
Virtually stainproof, it washes with ease . . . moth-proof, allergy-free 
and non-inflammable, too. Never cold and clammy, NYLO-SARAN 
is always soft and pleasant, always in good taste. 





NOW you can order NYLO-SARAN on all types of office 
furniture. Ten dramatic, distinctive patterns — solids, plaids and 




















tweeds are now available from America’s leading manufacturers re a see 
. _ > . ° - sti iv ‘ $s 
of office furniture. Be sure you specify NYLO-SARAN on your next order! in many smart decorator colors. 
A VA C O PRODUCT Send for samples and further information 
VIRGINIA FIBRE CORP. about NYLO-SARAN for office furniture. 
> e, GENERAL OFFICES: 625 Ward St., High Point, N. C 


New York Office: 388 Broadwoy 
plie inc FACTORY: Petersburg, Va 
Office Sup SALES OFFICES: Chicago, 747 American Furniture Mart; Cleveland, Ohio, 3700 Superior Ave.; Miami, Fla., 113 No. East 9th St., Philadelphio, 405 Vine St.; Los Angeles, 
r Mannit 2431 Santa Fe St.; Indianapolis, Indiana, 541 Arthur Drive; New York, 114 East 32nd St.; Seattle, Washington, 1324 Fourth Ave.; Buffalo, N. Y., 1200 Niogora St.; 
Calif Jamestown, N. Y., 929 Monroe St.; Denver, Colorado, 3076 Ames St.; Honolulu, Hawaii, 640 Keeaumohy St. In Canado, Kitchener, Ont., 112 Onward St. 


l€ VU 




















NOFA . 


. continued 


wood and steel designed and installed by NOFA Chapters of 
Boston, Los Angeles, Detroit and New Orleans. 

Another model office which attracted considerable interest 
was the “Office for Tomorrow” designed and integrated by 
Mrs. Dale Sincock of Business Interiors, Minneapolis, Minn. 
Known as the “Better Offices in Wood Exhibit” the setting 
featured the correlated furniture and accessories of several 
manufacturers. 

The Upholstery Leather Group showed a $40,000 exhibit of 








1. John Rowland, John Weil, Warren B. Mossman, 


president, all Herring-Hall-Marvin Safe Co.; Arthur 


Sternburg, Desks, Inc., Miami, Fla 
2. K. C. Tollefsen, Bartlesville Staty. Co., Bartlesville, 
Okla.; George Stuart, Geo. Stuart, Inc., Orlando, Fla 
3. William Small, Johnson Chair Co.; Albert W. Trotter 
and William Headrick, Hub City Office Supply, 
Hattiesburg, Miss 


smart new pieces in leather upholstery with emphasis on new 
colors and designs. 

The Correct Seating Institute operated the “Seat-O-Meter”, 
a gauge to measure the human contour when seated. 

Ladies activities at the convention included a get-together tea 
in the Gray suite, a walking tour of the French Quarter, Junch- 
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Convention Sidelights 








A Bus for Tour of New Orleans awaits a group of NOFA 
women attending the convention. This tour was one of the 
highlights, an opportunity to see the intriguing city 








The Krewe of Iris, one of the New Orleans Mardi Gras groups, 
appears in colorful costume for ribbon cutting ceremony open- 
ing the show at Municipal Auditorium. In background are 
left to right), John Gray, executive secretary; Councilman 
Fitzmorris of New Orleans, and President John Mossman 





Official Greetings of the City of New Orleans are presented to 
John R. Gray (left) and John Mossman (right) by Councilman 
Fitzmorris. Keys to the city were also given the NOFA digni- 


tarie 
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“Roneo 750” is the dealers choice 
for fast sales and high profits. 
Precision crafted for complete 
dependability. Perfect automatic 
duplicating, with variable speed 
from 40 to 180 copies per minute. 
Perfect registration and feeding 
of lightweight paper or cardstock. 
Day-to-day running costs are far 
below any other machine. Fully 
automatic inking with usable first 
copies and no slipsheeting nec- 
essary. Never before could so 
much be left to the machine and 
so little depend on the operator. 
Absolutely clean color change in 
25 seconds. For fast sales and 
high profits, you should handle 
the ‘‘Roneo 750” duplicator. Write 
today for complete information to: 
“‘addo-x inc” 300 Park Ave., NY 22 


o West turopeon 


Quality product 
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OA Booth Visitors .. . 














O Hern 
»s Angeles 


1. Don Rosen, mfrs. ref D. E 
Equipment & Furniture C L 
fornia Desk Co., Los Angeles 
Desk Co., Los Angele 








Robert S. Kane, Joseph Mazer, Frank B. Puckett, 


Earl Hanson, F. Joe Walsh, all of Columbia Steel 
Equip. Co. 

2. R. F. Runyan, Harter Corp.; Michael Gordenstein, 
Broadway Office Supply Co., Springfield, Mass 


Mrs. & Mr. Robert Reihl 
Columbus, Ohio. 


4. Eve Reczek; Robert Cody 


Columbus Blank Book C 


Borroughs Mfg. C 


Hollywood Office 
Floyd Fenn, Calli- 
Oscar A. Sheffer, Associated 


2. Albert B. Gregory, Gregory & Leonard, Detroit, Mich , 
Wolter F. Krause, Krause Office Supply, Freeport, Tex.; NOFA . . . continued 
“Spike’’ Speicher, Gregory & Leonard, Detroit, Mich 

3. Allan Murray, Victor Safe & Equipment, Remington Rand 
Dealer Sales Division of Sperry Rand Corp.; Bill Diehl, 

Diehl Office Equipment C Columbus, Ohio; Harry Tehan, 
mfrs. rep. 





OA Cemera Glimpses . . . From left: Picture No. 1—Jack William Berkey; Dan Waldner, Waldner’s, Mineola, N.Y., ang 
Emhardt, president of Columbia Steel Equip. C confers with William Berkey, Berkey Leather Furniture; Picture No. 3—@ 
Nate Loth, C. Loth & C nc., Cincinnati, and Earl Hanson Bill Polley and Harold Bell of Sturgis Posture Chair Co. relam 


a Steel Equip. Cc 


Waonomaker's 


sales manager of Colum! 
Mr. & Mrs. V. L. Caldwe 
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Picture No. 2- 
Philadelphia 





in the lobby of Jung Hotel before the heavy work starts 


Mrs 
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NOW, IN ADDITION to the Huge 
Remington Network TV and Magazine Advertising 
Campaign, LIFE Magazine pre-sells the REMINGTON 
QUIET-RITER®! Watch for the gigantic Remington 
Graduation Campaign—See the QUIET-RITER 
demonstrated and pre-sold on the “NBC News,” 
Thursday nights, on all these dates: April 25th, 

May 9th, May 16th, May 23rd, June 6th. 


S E E the QUIET-RITER ads in all these great 
Magazines: 

¢e LIFE—MAY 20TH 

* NATIONAL GEOGRAPHIC—MAY 
SEVENTEEN—MAY 

* NEW YORKER—MAY 25TH 
¢ SENIOR SCHOLASTIC—MAY 
¢e SUNSET—JUNE 


10TH 


This Remington Advertising Campaign 
will make over 95,000,000 
pre-selling impressions for the 
REMINGTON QUIET-RITER! 





A DIVISION OF SPERRY RAND CORPORAT 


315 FOURTH AVENUE, NEW YORK 10 N.Y. 
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7 band 
DEALER SALES 




























SELL ON 
$1 A WEEK 
TERMS! 





nye ary, 


For record-breaking turnover tie in with this 
Remington Graduation campaign . . . 

Remember, for extra sales and profits, you 
need adequate stock . . . order today! 


ON 
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Faces at NOFA... 


NOFA . . . continued 





eon at the world-famous Brennan's restaurant, a shopping tour 
and a boat ride on the Mississippi 

Plans were advanced for the organization of a ladies’ aux- 
iliary of NOFA. 

Next year’s convention is to be in the middle of March at 
Philadelphia. In 1959 the convention is slated for Miami, Fla. 
Arrangements are being made to go to Washington, D.C. in 
1960 and to San Francisco in 1961 





OA Camera Sidelights . . . 











1. Jim Bradley, Des Moines, lowa, representing York Safe & 1. Bill Tonkin, mfrs. rep.; Bill Hagedorn, Westwood Offic 
Lock and Jasper Seating; Jim Lynch, Imperial Desk Co.; Supply, Los Angeles, Calif.; Martin Moldow, mfrs. rep 
George C. Ohland, Steelcase, Inc.; Norman Gerth, Im- M. J. Weinstein, mfrs. rep 
perial Desk Co 2. Samuel S. Rosendorf, Jr., Southern Stationery Co., Rich 

2. Hillary Seng, Indiana Chair Co.; Lou Farber, Indiana Desk mond, Va.; Abe and Sam Itkin, Itkin Bros., New York City 
Co.: Frank Seng, Indiana Chair C 3. Nelson Greenfield and Gene Richards, Finger Office Equip 

; c ment Co., Houston, Tex 

3. Chatting in the Victor Safe & Equipment booth before its 
assembly are R. N. Meyers, Jack Cooper and R. C. Straf- 
ford Ill. 





End of NOFA Section 
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So many 
of my new friends 
are your BE¢T 


customers 





Nan Mackaye is my name — and selling Old Town carbon 
papers, ribbons, spirit and stencil supplies for you is my 
business. 


You can bet I’m proud that more and more of your customers 
are becoming aware of me. It means I’m accomplishing the 
work I set out to do in Old Town’s advertising — publicity — 
promotion — packaging. I make selling simpler for you by 
establishing strong brand recognition. 


One step beyond brand recognition is brand preference... 
and along with that comes faster selling, easier selling, 
greater profit from each sale. These are the best sales, the 
be$t customers. 


Would you like to have Nan Mackaye sell for you? 
Write Old Town’s General Sales Department today. 


OLD TOWN CORPORATION 


750 Pacific Street, Brooklyn 38, New York 





Wp ; World’s foremost maker of carbons, 
Mi am ribbons, duplicators, duplicating supplies 
OA-5/57 | = 








New Products 





DUAL SELECTOR AUTO-TYPIST 





American Automatic Typewriter Co. 
2323 N. Pulaski Rd. 
Chicago 39, iil. 

The new dual select 
No. 5660 may be used with any stan 


Aut typist nm 
A 


electric typewriter operating at speeds uJ 


to 150 words a minute. |t accommodate 
two record rolls with a total capacity 

500 typewritten lines in the form of in 
dividual paragraphs or separate complet 


letters. The two push-button selectors will 


carry 100 or more paragraphs from wit 


any combination of i3agraphs can be 
automatically selected and typed. New 
model aiso has automatic tops’ for fil 
ing in manual material. Unit is mplet 


in desk size, measuring 


(Inquiry Card No. 17) 


ELECTRIC STAPLER 





” 


OW) 


Bates Mfg. Co. 

Orange, N. J. 

New automatic electri 
chine that uses standard ( T 
has been revealed by the firm. The 


sertion of paper under the star 
head actuates the machir and thers 
is no need to touch the machine 
operation. Current i automatically 
cut off when machine i ng loaded 
An adjustable dept rmit 
operator to place staple in the san 


position on paper every time. Reta 
price is $49.50. (Inquiry Card No. 
37) 


COMPTOGRAPH 





Felt & Tarrant Mfg. Co. 
1735 N. Paulina St. 
Chicago 22, Ill. 


Company has just introduced the new 
Comptograph 202-C adding machine 
which provides an automatic item 
counter which prints the number of 
items on the tape. The number of 
items appears at the left of the to- 
tals. When the counter engaged, 
the machine lists to eight digits and 
totals t nine. When disengaged, 
listing capacity is increased to 1] 
digits and totaling capacity to 13 


(Inquiry Card No. 39) 


DESK TRAY 

Hedges Mfg. Co. 

2931 Wentworth Ave. 
Chicago 16, Ill. 

Newest desk trays by the 
have natural walnut and 
hand-rubbed and smooth. Made of 
well-seasoned, first choice, northern 
Wisconsin oak and elected hard- 
woods. Corner locks are inch each 
for added strength. Trays have felt 
bottoms. (Inquiry Card No. 46) 


Hedges Co. 
finishes, 


COPYING MACHINE 





SIDE CHAIR 








Cramer Posture Chair Co., Inc. 
1205 Charlotte 
Kansas City 6, Mo. 


New side and swivel chairs in 


the Challenger line feature all 
teel nstruction with ““Modern 
style waterfall seat covers in 
a wide variety f colors and 
fabri New man-sized’’ seats 
measure 20 inches wide and 


182 inches deep. Foam _ pad- 
ding which is 234 inches on 
tapered saddle seat, is included 
all around seat apron to give 
full bumper effect. Front legs 


are tapered and _ braced for 
strength. All chairs have stand 
ard baked enamel gray, green 
and brown Other 
colors available n order. In- 


quiry Card No. 28 


Tinisnes 





Minnesota Mining & Mfg. Co. 
Dept $7-77 
St. Paul 6, Minn. 


New lightweight, more mpact model 

the ‘“Thermo-Fax Sec copying mo 
chine has recently been introduced. Ma 
chine produces copies in an all-electric 
completely dry, one-step process. New mod 
el weighs 45 Ibs., 20 Ibs. less than the 
early model, and it measures 19 by 15 by 
9 inche All mechanical parts are cen 
tralized for easier operation, and a push- 
button control regulates the ‘‘on’’ ané 
“off’’ mechanism. (Inquiry Card No. 16) 


ta 
retary 


For More Information Use Inquiry Card Facing Page 70 


70 
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OA's 


Accessories of the Month 


All accessories illustrated and described in this 
issue in the section by Eugene Barnes carry key 
numbers 1 to 15 duplicated on the card at the 
right. If you are interested in an item or several 
items, simply circle the corresponding key num- 
bers on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the new 
products in this issue which carry the key numbers 
16 to 75, simply circle the corresponding key 
numbers on the card at the right and mail at once. 
Your inquiry will be forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this issue, 
circle the key numbers on the card at right which 
correspond to the numbers assigned to the Sales 
Stimulators. Mail the card promptly. 


New Catalogs 


To obtain copies of recent catalogs or price lists 
described in this issue, circle the key numbers on 
the card at right which correspond to the numbers 
assigned to the New Catalogs. These requests 
will be promptly forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the Industry. 


QUICK SERVICE | 
INQUIRY CARDS 


Sewice Burau... 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


ACCESSORIES OF THE MONTH 
' 23 465 6 7 8 9 0 tt 12 13 14 


NEW PRODUCTS 


16 17 18 19 20 21 22 23 24 25 26 27 
31 32 33 34 35 36 37 38 39 40 41 42 
46 47 48 49 50 51 52 53 54 SS 56 5&7 
61 62 63 64 65 66 67 68 69 70 7I 72 


SALES STIMULATORS 


101 «6102 103 104 105 106 107 108 109 #110 
ih 6082) 3s OOS OO ONG 820 


NEW CATALOGS 


12) $22 123 124 #125 «#4126 «€©6127)«©6128) «6129 «130 
131 132 133 «134 «©1356 «6136061370 «6138 «6139 = 140 


38ss 
23t3 
Asss 


MAY 1957 issue of OFFICE APPLIANCES, 
Card void after July 1, 1957 


[] Check if additional cards are wanted 








Position 





Company 
Business Address 
City Zone State 
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See other side 
for Quick Service 
Inquiry Card 
covering new 
products and 
sales aids in 

this issue 
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*V.I.P’s at every desk 





idl 


*V 1.P.’s—Versatile Ink Pencils 


Everybody’s important enough 
to have a NOBLOT Ball Pen! 


Meet His Nibs, the new woodcased NOBLOT balance, slimness—and low cost. Choose your 
Ball Pen—companion to your MONGOL lead color: Blue, Black, Red, or Green. NOBLOT— 
pencils. It’s your handy Eberhard Faber desk No Leak, No Smear, No Fade, No Transfer. 
pen! NOBLOT, the woodcased pen that has _— Made by the makers of the famous 
everything you like about a pencil: lightness, _ MONGOL lead pencil. _ ons 















Trademarks Reg. U.S. Pat. Off 
eS ee 
| SEND FOR FREE SAMPLE OF NOBLOT Ball Pen. 
| Check en 
. Col 
if |] BH) @) @) = 
| ee less in 
Name - se 29E srenthy 
tle— . se - 
| Company eS 
| Addroce puts its 
| ' oe age ! Since quality 
' | , = oma "ie | 1849 in writing 
Attach coupon to company letterhead. 
as aun cw cum am estes ci celal | WILKES-BARRE, PA. + TORONTO 


This advertisement in SETUSDTSSe"73a.@ February 2 WILL SELL MORE NOBLOTS FOR YOU! 
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OFFICE FURNITURE 


—- 





Lehigh Furniture Corp. 
16 E. 53rd St. 
New York 22, N.7. 


The Model A custome line desk sh 
standard in a walnut with boiled linseed oil 
finish but available in any wood or finish. Thi 
model features a top grain leather inset and 
chrome hardware. Kneehole drawers are in 
matching wood with front in any color if de 
sired. The cabinet stands on 8 inch legs and 
is finished with chrome hardware. (Inquiry 


Card No. 22) 
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SLIPSHEETER 


AUTOMATIC 





VISIBLE CONTROL PANELS 


CONTROL MANUFACTURING PROCESSES — OFFICE PROCEDURES | 
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Detecto Scales, Inc. ling 
quiry Card No. 25) 


540 Park Ave. 
Brooklyn 5, N.Y. 


Company has released its newest 
improved Post-O-Meter designed 
eliminate cost of delay in under 
postage and cost of over-postage 
Parcel is placed on platform and « 
rect zone selected by pressing key 
The dial gives the exact cost and the 
indicator gives exact rate for each 
zone. Dial panel is illuminated by 
built-in light. Capacity is 70 Ibs 


For More Information Use Inquiry Card 


machine computes postal rates in all 
zone classifications. (Inquiry Card 
No. 23) 
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Acme Visible Records, Inc. 
Crozet, Va. 


lightweight panels containing 
25 to 100 clear plastic tubes 


17 and 40-inch widths, have been 


the company. Tube 


individually removable and 


shifted from one position to another 
Can be adopted to any kind of con 


4 


record, since various sizes and 


rs of signals offer limitless signa 


and charting possibilities. (In- 


WHIRL BOARD FILE 








NEW PRODUCTS (01inued 


Gestetner Duplicator Corp. 
216-222 Lake Ave. 
Yonkers, N.Y. 


Company has announced the addition 
of a new automatic slipsheeter to its 
line which can be used with models 
260, 230, 225 and the Mark Il. It 
attaches quickly to the machine and 
can be removed as easily. Operates 
at variable speeds and uses large or 
small slip sheet cards made of highly 
absorbent stock. Card supply can be 
replenished while machine is in use. 
(Inquiry Card No. 26) 


SENSITIZED ALUMINUM 
PLATE 





Lithoplate, Inc. 

278 N. Arden Drive 

El Monte, Calif. 

A new low-priced sensitized alumi- 
num offset plate named ‘‘DupliKator’’ 
is being distributed by the company. 
The retail price is 37 cents. Company 
claims the plates have many special 
features including ‘’micro-surfacing”’ 
found only on the more expensive 
plates. (Inquiry Card No. 41) 


Lansdale Products Corp. 

Box 568 

Lansdale, Pa. 

Whirl Board file is a patented device 
which ‘flips open at the desired spot. The 
papers move with rings, and it has a con- 
venient alphabetical index. A Pearl press 
board cover keeps contents clean and has 
space for descriptive legends and dates. 
Available in legal, letter and note size. 
(Inquiry Card No. 45) 
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HERE’S A “PLUS” 


that is yours at a saving 


—an employee who is happy — because she is working 
efficiently, without the interruptions of passers-h~ 


overheard conversations. Multinl~ t! 


cations read by Yop 


ior Designers ~~ 


most sought- 


i 
ADVERTISEMENT — in publi 


Purchasing Agents, 
Versa-Line the 


fyrniture. 


Inter 
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Management, 
make Security 


neral office 
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of today's ge 
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Ve rsa-Line STEEL OFFICE EQUIPMENT 


These fine, movable pieces enable you to provide harmonize with the smartest office decor. Versa-Line 
better, more efficient, work areas — at an actual gives you new office efficiency at low cost. 

saving in floor space. You have increased efficiency 
throughout the office — this cost item becomes in- 
creasingly important each day. 


Would you like the facts and complete details? 
We'll gladly send you our new illustrated catalogue 


Versa-Line comes in a wide variety of individual and Ofice Man Gtle~i9p yoo 08 ae eee 


units, so that you can arrange just the desk space, 
table room and filing capacity that is indicated in value of the new Versa-Line Steel Office Equipment. 


offices, and prove to yourself the dollar-and-cents 


each particular situation. The colors and finishes Just mail the coupon below. 

















SECURITY STEEL EQUIPMENT CORPORATION 
525 Middlesex Road, Avenel, New Jersey 


Please send me the free Security Versa-line Catalog No. 456. 





Name snsasicieapaslitnlladhitisiiminniaiteibain Title ee 
Company kicagepsil eae aoe ' —————e 
Street ae es ee es ea 
En Zone ee es 
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ARTS AND CRAFTS TABLE 











Garrett Tubular Products, Inc. 
P.O. Box 237 
Garrett, Ind. 


Newly formed company, which now 
handles sales for Hardware Engineer- 
ing Co., Inc., as well as other prod 
ucts, has introduced this new arts 
and crafts table. For use by archi- 
tects, advertising layout departments, 
engineering areas and schools. Stand 
is made of 1 inch 16-gauge welded 
tubing. Large drawer and open shelf 
available as well as work table with 
angle adjustment. Reference table is 
attached to the work board section 
Matching chair is also available 
= of colors. (Inquiry Card No. 





Thomas Collators, Inc. 

50 Church St. 

New York 7, N.Y. 

A stacking bin with a stapling shelf 
that holds popular makes of electric 
staplers has been developed by the 
firm to be used in conjunction with its 
collators. The bin holds collated sets, 
either dropped or stacked, stapled or 
unstapled. It will accommodate legal 
size papers at 14 inches deep and 
through use of a removable tray in- 
sert, will handle 11 inch paper. De- 
sign permits stacking unstapled sets 
in offset piles, eliminating criss-cross 
ing and later uncrossing for stapling 
Unit matches collator in appearance 
and retails for $35. (Inquiry Card 
No. 35) 


For More 
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RECEPTION ROOM CHAIR 








Milwaukee Metal Furniture Co. 
101 N. Campbell Ave. 

Chicago 12, Ill. 

Newest model No. M-7100 FBL 
chair for reception room, lobby 
or any place in the office where 
the chair comes in contact with 
the wall, features contoured 
back and steel seat cushioned 
with foam. Has flared back legs 
to prevent wall-scuffing. (Inquiry 


Card No. 33) 


CALLIGRAPHY 








Document House 

P.O. Box 242 

Greenwich, Conn. 

Revival of interest in business calli- 
graphy has inspired company to pro- 
duce a folio of six 10 by 14-inch 
facsimiles ready for framing. Each 
print spells out a basic precept or 
principle in the world of business, 
such as ‘Reputation’, ‘‘Honesty”’ 
Wisdom” and the like. The set re 
tails at $10. (Inquiry Card No. 49) 








NEW PRODUCTS (0vtinued 


PRINTER-PROCESSOR 





Ampto, Inc. 

Newton, N.J. 

New multi-purpose combination office 
and engineering department photographic 
printer and processor is especially de- 
signed for “‘slow’’ transfer papers. Known 
as the Ampto 14, the machine is equipped 
with high intensity processing light so that 
even the Ampto “‘‘Lumonlite, slowest 
transfer negative paper on the market, 
can be used. Machine can be taken apart 
for cleaning with a screw driver. It is de- 
signed for the copying of materials to 
transparencies for making masters for ad- 
ditional copies by the diazo process. Han- 
dies copy up to 14 inches in width and 
any length. (Inquiry Card No. 20) 


DESK ACCESSORIES 





Smith Metal Arts Co., Inc. 

1721 Elmwood Ave. 

Buffalo 7, N. Y. 

“Tuscan Matte’ is a new pattern and 
finish for desk accessories manufactured 
by Smith. Exhibited for the first time at 
the NOFA convention, the accessories are 
finished in a new alloy of aluminum 
which features a new soft matte surface 
placed in contrast to the highly polished 
“Butler Silver’’ finish previously used on 
aluminum patterns. The matte surface 
provides a perfect background for engrav- 
ing. All items available in open stock. 
(Inquiry Card No. 36) 


information Use Inquiry Card Facing Page 70 
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MODERN PACKAGING 


PUCCESS tas a new look 


Packed in protective box. 
No danger of breakage in shipment. 

















: 1958 Easy to handle«and stock. 
- os5 Each refill banded or string-tied in box. 
DAR R SIZE 5x8 Complete description and picture on each box. 
1958 Designed for better display and self-service. 
; oss Handy pocket calendar with each refill. 
DAR F SIZE 5x8 
aa COLUMBIAN 722 WORKS, INC. 
NUMBER 2300 WEST CORNELL STREET »* MILWAUKEE 9, WISCONSIN 
: O8s5 
DAR R SI R 
aget GASERr 
e REF 1. 
NUMBE 
: ° \7 
J gS : 
a » 
3 
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The right lure really lands ‘om ! 








It isn’t just a matter of luck that 
you make a “clean strike” every 
time with Miami Systems . . . it’s 
their six irresistible lures that net 
you the customer. 


* CUSTOMER SATISFACTION 


Complete, concise, convenient, accu 
rate—Miami Systems meets customers’ 
requirements and needs perfectly 


* PROMPT DELIVERY 


Immediate acknowledgment and pro- 
cessing of orders guarantees prompt 
delivery. 


* COMPETITIVE PRICING 


Efficient operation, through modern 



































production methods, plus demand, ¥ 
keep Miami forms in the most appeal- Y* 
ing price scale. aS 


* DEPENDABILITY on > 


Miami customers enjoy a full measure 
of continued efficient service. 


* COMPLETE LINE OF FORMS 
AND REGISTERS 


Snap-A-Part forms, continuous forms 
continuous interleaved sets, autographi« 
registers and forms. 


* INCREASED PROFITS 


Once Miami Systems is sold—it stays 
sold and sells other customers, too 
result, large volume repeat business, 
increased profits. 


BONDED DEALER PROTECTION 


Our business partners — loyal 
office supply and equipment deal- 
ers and representatives are 


given an unqualified guarante: 
that they will not, under any cir- 
cumstances, have to compete with 
their own source of supply 
Miami Systems Corporation. 


Write for New Low Prices @@® = 


MIAMI SYSTEMS CORPORATION 


eo we © re BA. TY “S--e a2 tS 


Continuous Forms Our Specialty 


76 





















OA-5/57 





OA 


This trademark identifies a 


leading business machine dealer 


OR 
A, fe 


“Between you and me those 


Burroughs Cash Registers.. 


Burroughs Cash Registers are 
like money in the bank, the way 
they fatten the Burroughs dealers’ 
sales and profit opportunities. 


Their new Amber Gray color, 
popular features, low cost and 
wide variety make for a sharp, 
local competitive edge in turning 
prospects into customers. 


Three electric, three hand- 
operated models, with a range of 
fiunctions and capacities to meet 
every customer need exactly. 


.. look like a red-hot profit item!” 


Many customer-pleasing options, 
such as several cash drawer 
styles and special keys for spe- 
cific businesses (dairies, service 
stations, hardware stores, etc.). 
And they’re Burroughs quality 
throughout, for long years of 
dependable service. 


Want to hear more in greater 
detail? Why not write today for 
information on a Burroughs 
Dealership. Burroughs Corpora- 
tion, Detroit 32, Michigan. 











GUEST CHAIR 





Standard Furniture Co. 

Herkimer, N.Y. 

The new ‘‘Formational’’ conference 
guest chair has leather upholstery 
with walnut arms. The cantilever 
smoker attaches to the frame of any 
guest chair or space seating piece 
left or right position, and moves with 
the piece. The smoker has a reversi- 
ble and rotational top and magazine 
rack. Top is walnut on one side and 
white on the other. The frame _ is 
metal painted white. (Inquiry Card 
No. 21) 


AUTOMATIC CALCULATOR 





Monroe Calculating Machine Co., Inc. 
Orange, N.J. 

An advanced version of the compa 
ny’s duplex calculator, the 88-N, now 
offers exclusive ‘memory’ or accu 
mulating dials. Machine features ‘‘se 
lective automatic division’ making it 
possible to divide from the accumu 
lating dials as well as from the lower 
result dials, and three-factor multipli 
cation enabling it to enter the result 
of an addition, subtraction or mult 

plication as an automatic multiplier 
without setting keys. (Inquiry Card 
No. 19) 


NEW PRODUCTS 


i ontinue d 


SUSPENSION FILE 





H-O-N Co. 

Muscatine, lowa 

Company has introduced a new 
210 series of suspension files 
with all-nylon- roller cradles 
Each cradle is equipped with 10 
nylon rollers. The new series is 
designed to minimize office 
noise. It includes 2, 3, 4 and 5 
drawer files in both letter and 
legal size. The conventional 200 
series is still being produced. (In- 
quiry Card No. 48) 


ALL-PURPOSE GLUE 

Roddis Plywood Corp. 

Marshfield, Wis. 

New all-purpose glue is a white poly- 
vinyl formula said to be ideal for use 
on paper, wood and fabrics. Pack- 
aged in four and eight-ounce squeeze 
bottles in point-of-sale display trays 
Has the Good Housekeeping seal of 
approval. (Inquiry Card No. 40) 








PHOTOCOPY DUPLICATOR 





A. B. Dick Co. 
5700 W. Touhy Ave. 
Chicago 31, Ill. 


A photocopy duplicator that will 
make copies of book or magazine 
pages as well as single sheets of 
paper has been produced by the com- 
pany. It produces a black on white 
copy of any original material includ- 
ing pen or pencil writing, color pic- 
tures or material printed on both 
sides of the paper. Easily handles 
bound volumes and ledger sheets. 
New unit also accommodates an 
aluminum transfer offset plate which 
can copy the original copy and in 
turn produce several thousand copies 
by offset duplicating. Machine uses 
slow negative paper for use in strong 
light. (Inquiry Card No. 51) 


CHECK WRITER 











Applied Research, Inc. 
2609 W. 12th St. 
Erie, Pa. 


The ‘PermaPrint’’ is a low cost 
check writer which prints a deep in- 
delible black ink. It is five inches 
wide, seven inches long and_ four 
inches high, made of styrene supplied 
by Catalin Corp. of America. The 
check writer sells for $29.50, and is 
designed for business and personal 
use. The amount of the check is 
set on a series of six dials. The print- 
ing numerals, made from a_ special 
rubber compound, hold enough _ ink 
for 10,000 impressions, according to 
manufacturer. (Inquiry Card No. 30) 


For More Information Use Inquiry Card Facing Page 70 
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WORLD GLOBE 





Replogle Globes, Inc. 

1901 N. Narragansett Ave. 

Chicago 39, Ill. 

New 16-inch ‘‘Gyro-Matic’’ globe 
features a mounting device that per- 
mits the globe to rotate freely within 
its full circle meridian ring. The globe 
can be swung backward or forward to 
get a full view of the Arctic or Ant- 
arctic regions. Globe is made of high 
impact plastic with the map hand-ap- 
plied. Map surface is said to be wash- 
able and ink-proof. The globe has 
been revised to show a divided North 
and South Korea and the Vietnam, 
Cambodia and Laos states as well as 
showing Morocco, Tunisia and the 
Gold Coast as independent states. 
(Inquiry Card No. 52) 


TAX CALCULATOR 
— tein * ~= 





7 ios 


Paul S$. Morton, Engineering 
Service 

5131 Meadowlark Lane 

P.O. Box 146 

Kalamazoo, Mich. 

New tax calculator, for weekly 

or semi-monthly payrolls, 

shows withholding tax and new 

24%4% F.I.C.A. at one setting. 

Great timesaver for firms with 

changing payroll schedules. 

The tax and social security de- 

ductions can be seen at a 

glance on the sliding chart. 

Calculator is made of sturdy 

vinyl. (Inquiry Card No. 29) 


HAND TALLY COUNTERS 





Bankers & Merchants, Inc. 
3227 N. Sheffield Ave. 

Chicago 13, Ill. 

Two new hand tally counters 
are offered by the company. 
Known as “’Tally-King’’ coun- 
ters, they are lightweight and 
feature white numerals on a 
black background for extra vis- 
ibility. A knurled knob is avail- 
able for re-setting. One model, 
TK-1, is equipped with a 
chrome-plated ring which slips 
over the operator’s finger and 
is operated by pressing a but- 
ton with the thumb. Model 
TK-2 is similar but has a base 
for attaching it to surface of 
desk, counter or wall. (Inquiry 
Card No. 44) 


SCALE RULES 








C-Thru Ruler Co. 
827 Windsor St. 
Hartford, Conn. 


New 12 inch architects’ and engineers’ 
‘‘Scalemaster’’ rules have recently been 
introduced. Rules feature metal reinforce- 
ments and all scales exposed to full view 
for quick use. All scales are slotted for 
convenience. The architect rule has 14 
exposed scales and the engineer rule has 
nine exposed scales. (Inquiry Card No. 
31) 


FILING CABINET 





Yawman and Erbe Mfg. Co. 
Rochester 3, N.Y. 


Company has introduced a new line 
of filing cabinets called ‘’Pro-File.”’ 
In principle, the cabinet is based on 
the ‘‘Rock-a-File’’ formerly distrib- 
uted by Rockwell-Barnes Co., whose 
patent rights were acquired by “Y 
and E’’. New cabinet replaces con- 
ventional file drawer with a rocking 
compartment and introduces side-sys- 
tem filing. Features a shallow depth 
plus a short compartment projection 
which allows it to be placed in many 
areas otherwise not available. Cab- 
inets also are constructed with center 
of gravity always within the shell, 
making it almost impossible to tip 
over forward. (Inquiry Card No. 18) 


OPTIONAL DRAWER 


Western Mfg. Co. 
Avrora, Ill. 


Optional drawer feature added to the 
Wesco ‘’Fashionaire’’ desk line pro- 
vides handy desk filing facilities. Fil- 
ing space is provided in the form of 
two lift-out removable trays. Trays 
are provided with follower block, 
have adjustable centers, and are let- 
ter size. The drawer operates on the 
company’s full suspension cradle. 
(Inquiry Card No. 32) 





For More Information Use Inquiry Card Facing Page 70 
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Finest Coated Fabrics 


for the Finest Office Furniture 


— | 


Landers vinyl coated fabrics for up- 
holstered office furniture are the finest ~ 
you can choose . . . regardless of furni- 
ture design. Landers Resilan, Versilan, 
or Elastic Versilan can provide that 
extra quality, extra beauty, and extra 
serviceability ... prerequisites of fine 
office furniture. The rugged durability 
of Landers office upholstery assures 
you a fabric that will give years of 
continuous, unfailing service . . . com- 
plete customer satisfaction. The wide 
variety of colors and patterns will fit 
any Office decor . . . give furniture that 
“always new”’ look. 


IN 


Write today, for samples of Landers 
office furniture upholstery . . . backed 
by over 60 years experience in the 
manufacture of coated and combined 
fabrics. 


THE LANDERS CORPORATION 
TOLEDO, OHIO a: 
Since 1886 
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CHtU..2 new, more comfortable chair 


A” TEEPE 





for cashiers and draftsmen 





















































840-G 


.. All purpose chair with 


both men and women 
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fiber glass base, ideal for 


The seat is the same as the one on the wonderful 

all-purpose 840-G which we recently introduced. Remember? 
A full 3% " thick, cushioned with bonded foam rubber 

2%" thick. The posture-curved backrest is cushioned with 
bonded foam rubber 1” thick. A combination that 

means comfort—and posture support—all day long. The base 
is of 1’ tubular steel and the chair is available in three 
adjustable seat heights ranging from 20’’—24’’, 24’’--28”, 
28’’—32’’. Available in a variety of upholsteries and 

colors, alone or in combination. 





POSTURE CHAIRS 


factured in Sturgis, Michigan and Charleston, South Carolina 
TURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
Ch 


les Offices *« 154 East Erie Street « 11, tlinois 





OFFICE CHAIRS 





B. L. Marble Chair Co. 

Bedford, Ohio 

The ‘Denominator’ group is a new chair 
family created by the company to answer 
the demand for fine wood chairs at a price 
permitting their use in general offices 
Designed by Gordon Hrach, the chairs 
are in wood with brushed brass ferrules 
Seats and backs are curved, and legs are 
swept back to prevent marring of walls 
Swivel chairs in line have upholstered 
seats. (Inquiry Card No. 57) 


FILE FOLDERS 





Advance Industries 

3945 W. Fifth Ave. 

Chicago 24, Ili. 

Company has introduced ‘’Vertiflex Plus 
file folders which offer clear view plastic 
tabs that snap onto folder on aluminum 
rail and slide to any desired position. Tat 
is angled for maximum visibility. Tabs 
available in clear or amber color in a wide 
range of stock divisions. Heavy-duty 
Kraft-base folder is colored a soft gray 
green, recommended for eye ease. Alumi 
num rail, grooved to fit tabs, are on both 
edges. Legal or letter size. (Inquiry Card 
No. 38) 


For More Information Use Inquiry Card 
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—_—_——-NEW PRODUCTS 


SHEET HOLDERS 





McMillan Book Co., Ine. 


701 E. Genesee St. 
Syracuse, N.Y. 





( ontinue d 


Company offers new snap-open aluminum 
sheet holders for loose sheets. Made of 
heavy gauge .050 polished aluminum with 


smooth edges and 


rounded corners. The 


top cover is hinged with a tempered clams 


spring for sheet changes. 
inch, maximum capacity. 


No. 56) 


NYLO-SARAN UPHOLSTERY 





Sackel Co., Inc. 
316 Stuart St. 


Boston 16, Mass. 

New “All-Spun’’ nylo-saran_ uphol- 
tery offers softness as well as dura- 
bility. Here is shown the new ‘’Cap- 
rice’’ check pattern. A product of the 
Virginia Fibre Corp., nylo-saran is 
said to be stain-proof, washable, non- 
inflammable, moth-proof, and mil- 


dew-proof. (Inquiry Card No. 54) 


Unit has 2 
(Inquiry Card 


TELEPHONE MUFF 






~ 


Apsco Products Inc. 

9855 W. Pico Bivd. 

Los Angeles 64, Calif. 

Company is now distributing a new 
clamp-on unit for telephones that of- 
fers the user hearing ease and com- 
fort. The ‘‘Hear Muff’ slips onto the 
ear piece and presents a plastic foam 
surface to the ear. Said to be easy 
to clean and durable. It is also 
claimed that the muff reduces out- 
side noise and makes removal of ear- 
rings unnecessary. Two. sizes fit 
either new or older model phones. 
(Inquiry Card No. 24) 
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distinctive steel furniture 





DIFFERENT COMBINATIONS 





























of our many top sizes 


allow the decorator and planning consultant great flexibil- 
in installation layout. All units may be had 


ity in drafting 
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with one or two pedestals 
or double drawer. 


either triple 


offices 
institutions 
hospitals 
showrooms 
reception areas 


q 


© Standard LINOLEUM tops 
* FORMICA - 114,” self edge - decorator 


series. 


rruly an accomplishment of fine design and beauty. Com- 
bining the most sought features of all present day office 
furnishings . . . the ultimate in efficiency plus brilliant 


styling in the modern manner. 

















MODULAR IMPERIAL 
Whether your requirement be a desk, table, or modular 
unit . . . a Designeraft Product will enhance the appear- 
ance of your space, promote efficiency . . . and give one an 

impression of dash combined with elegance. 







Send for complete catalog 
and price list! 


DESIGQNCTA 7 METAL MANUFACTURING roxe)-1-3 
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MAGNETIC PHONE PAD 





Pat Products Div. 

Ketcham & McDougall, Inc. 

Roseland, N. J. 

Pat phone pad clips to any rectangu- 
lar base telephone or telephone cover 
It features a magnetic socket that 
holds a _ ball-capped ebony plastic 
dialer-pencil in place, ready for use 
as a swiveling dialer or a pencil. Pen- 
cil lifts freely from socket or snaps 
back into place. Finished in polished 
brass with black lacquered base and 
felt underpads. Comes with supply of 
4 by 6-inch memo sheets for $1.95 
retail. (Inquiry Card No. 34) 


““CALLING CARD’’ ACCESSORIES 


ae 


Lj CORY iii: 





Autopoint Co. 

3200 Peterson Ave. 

Chicago, I!!. 

New “Calling Card’’ accessories, such as 
cuff links, tie clasps and money clips are 
offered as the perfect gifts for ‘Very Im- 
portant Persons.’’ Such details as letter- 
heads, calendar months with special dates 
buildings, signatures trademarks or prod- 
ucts can be reproduced on bright or satin 
chrome finish of the ‘’VIP’’ accessories 
(Inquiry Card No. 27) 








TYPEWRITER CADDY 


~* 





Richard M. Hyland 
1708 Hillhurst Ave. 
Los Angeles 27, Calif. 


Typewriter caddy for moving 
machines from one place to 
another in office or for 
salesmen and _= servicemen 
weighs only 12 Ibs. It can 
be folded for storage or 
carrying in an automobile 
(Inquiry Card No. 55) 


MARKING-WRITING PEN 


Samuel Taubman & Co. 
176 Madison Ave. 
New York 16, N.Y. 


Company has recently introduced a 
two-in-one pen which has two ink 
colors, black for laundry marking and 
blue for regular writing. The pen, 
which includes an extra refill, retails 
for $1. Also features new “‘soft 
touch”’ retractable no-spring mechan- 
ism and a contoured shape. (Inquiry 


Card Ne. 50) 


Dearborn Glass Co. 
Tru-Site Division 


Bedford Park 
P.O. Argo, Iil. 


New “‘Tru-Site 


GLASS DESK TOPS 


6600 S. Harlem Ave. 





NEW PRODUCTS covtinued 


CEILING TILE STAPLES 





Arrow Fastener Co. 

1 Junius St. 

Brooklyn 12, N.Y. 

“Ceiltile’’ is the company’s new staple 
specifically designed for fastening ceiling 
tile. It has been approved by manufac- 
turers of tile. The staple, which is said to 
drive absolutely flush, eliminates buckled 
tiles due to protruding staples. Staple fits 
Arrow’s T-50 gun tacker. (Inquiry Card 
No. 43) 


RUBBER MAT 





Wear Proof Mat Co. 

2156 Fulton St. 

Chicago 12, Ill. 

Specially engineered ‘’V”’ ribbed rub- 
ber mat has been developed to re- 
move dirt from shoes with ‘“‘wind- 
shield wiper’’ action. Made from live 
rubber, the mat consists of flexible, 
heavy duty “V’’ shaped ribs which 
scrape dirt. Ribs also serve as friction 
surface to prevent slipping or sliding 
Available in horizontal pattern called 
“Cross Rib Runner’ or in the ‘’Shad- 
O-Rug’”’ horizontal-vertical checker 
board pattern. Also can be had in 
grease, chemical and oil proof NIRU 
(Inquiry Card No. 47) 


glass tops for executive desks are said 
to eliminate glare and light reflection. Glass is highly 
m transparent with a patented matte finish that is per- 
manent and can be cleaned like any ordinary high finish 
glass. (Inquiry Card No. 42) 


For More Information Use Inquiry Card Facing Page 70 
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Two and One Half Centuries of Progress 


now serve you... 


as two famous names join forces 


The merger of The American Crayon Company of Sandusky, Ohio into 
The Joseph Dixon Crucible Company of Jersey City, New Jersey, brings together 
two companies whose business lives total more than two and one half centuries. 


This, in a way, is a colorful combination, the better to serve future America 
in the worlds of color, modern design, changing industry, and education. 


The products of the two companies will continue to be promoted and sold 
separately by the respective sales organizations from their present headquarter 
locations. However, the combined resources and management will offer greater 
service to the trade, and create even greater favor with the public. 


THE JOSEPH DIXON CRUCIBLE COMPANY, JERSEY CITY, N. J. 
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Autopoint Co., 3200 W 
Peterson, Chicago, Ill 

has a new counter or win 
dow display unit shaped 
and cut like a three-dimen 
sional ‘’A’’. It holds six Au 
topoint pencils on each side 
(Inquiry Card No. 104) 





Marnay Sales Division of 
Rockaway Metal Products 
Corp., 1270 Broadway, New 
York 1, N.Y.—offers this 
portable miniature office 
set-up for salesmen to take 
directly to potential buyers 
Shows quality and construc- 
tion of ‘’Partitioner’’ units 
Free newspaper mats and 
oversized, easy-ordering pads 
also available. (Inquiry Card 
No. 102) 


Smith System Mfg. Co., 2/2 
Ontario St., S.E., Minneapoli 
14, Minn.—is making some of 
its regular catalog inserts, now 
available, into trimmed circu 
lars which can be distributed 
by dealers. Subjects include 
audio visual equipment, school 
desks and miscellaneous equip 
ment. (Inquiry Card No. 108) 





Sales Stimulators 











American Dictating Ma- 
chine Co., 65 Madison 
Ave., New York 16, N.Y.— 
has a new Rex Recorder 
counter and window display 
highlighting the four-color 
recording discs. The disc 
colors make work separation 
easy. (Inquiry Card No. 
106) 


Apsco Products Inc., 9855 
W. Pico Blvd., Los Angeles 
64, Calif.—released its 
1957 point-of-purchase dis- 
play sales aid. Unit is in 
four colors and accommo- 
dates various models. (In- 
quiry Card No. 103) 





Lansdale Products Corp., 
Box 568, Lansdale, Pa.— 
makes a small cardboard 
display unit available for all 
dealers handling the Mosda 
clipless paper fastener. Dis- 
play is only seven inches 
wide and six inches high 
(Inquiry Card No. 107) 








Dennison Manufacturing 
Co., Framingham, Mass.— 
offers a new consumer edu- 
cation book to promote gift- 
wrapping for all occasions 
Book is titled, ‘This Is the 
Way We Wrap Our Gifts’’, 
and retails for 25 cents 
(Inquiry Card No. 105) 
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Samuel Taubman & Co., 
176 Madison Ave., New 
York 16, N.Y.—has a new 
counter display unit for the 
purpose of displaying the 
new “2 in 1” laundry and 
writing pen. (Inquiry Card 
No. 101) 


Leathercraft, Inc., 2320 S 
Western Ave., Chicago 8, Ill 
—offers a self-selling envelope 
stuffer which includes an order 
blank. The stuffer shows five 
of the most popular business 
cases with price and_ size 
ranges. (Inquiry Card No. 109) 


Reflector-Hardware Corp., 
Western Ave. at 22nd Place, 
Chicago 8, IIl._—has prepared 
an 8-page booklet entitled 
“Reflections on Better Mer- 
chandise Presentations.’’ The 
booklet contains information on 
merchandising techniques and 
practices. (Inquiry Card No. 
110) 


For More Information Use Inquiry Card Facing Page 70 
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Sales are the fruits of nourishing roots 
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OVER THE YEARS, MANY ART METAL DEALERS have commented on a selling advantage i 
of our stock lines that is quite distinct from their utilitarian value. This is the smart 
styling so important in creating an attractive...business-like office. 





The aluminum binding on New Century desk tops...drawer pulls formed by embossed and 
recessed drawer heads... light-toned decorator colors harmonizing with leather and 
fabric chair upholstery coverings...all serve the dealer in meeting his customers’ 
desire for an office he can be proud of. 


This is another way in which Art Metal helps the dealer 
provide for the efficient use of working time and working space. 
Art Metal Construction Company, Jamestown, New York. 


The trade mark with a meaning 





in the world of office equipment... 
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Faultless Caster Corp., 
Evansville 7, Ind.—now has 
a new 75-page catalog, No 
20, for office, institutional 
and household furniture as 
well as miscellaneous equip 
ment. Complete description 
specifications, standard 
packaging and construction 
details are included on each 
item. Book is divided into 
sections. (Inquiry Card No. 
121) 


Poler Mfg. Co., 323 N. 13th 
St., Philadelphia 7, Pa.—New 
price list now available to deal- 
ers which indicates the general 
price increase throughout the 
entire line of about 5%. (In- 
quiry Card No. 128) 


Rollafax Co., 2402 Hennepin 
Ave., Minneapolis 5, Minn.— 
has a miniature catalog sample 
of its new catalog cover design 
which demonstrates the binder 
as well as explaining it in de- 
tail. (Inquiry Card No. 122) 


Briefcase, Inc., 9-!| 1 N. Jeffer 
son St., Chicago 6, II! has a 
new catalog available which 
includes all items in the line 
details on construction and a 
full chart of sample leathers 
and vinyls to show color and 
quality. (Inquiry Card No. 
125) 


For More Information Use Inquiry Card 


Lightolier, Inc., Jersey City 5, 
N.J.—has introduced a 96- 
page, full color ‘Style Book’’ 
containing 359 different fix- 
ture numbers and descriptions, 
over 200 of which have just 
been introduced. Many sug- 
gested installations are shown 
in this catalog which is devel- 
oped for use by the dealer with 
customers. (Inquiry Card No. 
130) 


Northern States Envelope Co., 
Inc., 300 E. Fourth St., St. Paul 
1, Minn.—recently published oa 
new retail price list, No. 459 
The 40-page list illustrates all 
standard and many specialty 
envelope products with code 
figures. (Inquiry Card No. 
131) 


Papercraft Corp., Paper Square, 
Pittsburgh 6, Pa.—offers a 
new 1957 Christmas sample 
book in full color showing more 
than 100 pages of actual pa- 
per, foil and ribbon samples 
All items shown in color, cov- 
ering the firm’s entire gift 
wrapping paper line. (Inquiry 
Card No. 124) 


Peerless Steel Equipment Co., 
Philadelphia, Pa. — now has 
available a modular furniture 
and partitions catalog covering 
all modular units, their dimen- 
sions and suggested arrange 
ments. Complete data is_ in- 
cluded on the _ free-standing 
partitions. (Inquiry Card No. 
129) 





New Catalogs 





Westin-Nielsen Corp., 149 S 
Wabasha St., St. Paul 7, Minn. 
—has developed its first cata- 
log for dealers in an interest- 
ing folder form for presenta- 
tion by salesmen. Chairs are 
pictured on individual sheets 
with specifications on the back. 
Folder also contains upholstery 
swatches in leather, plastic and 
fabric. (Inquiry Card No. 123) 


Lehigh Furniture Corp., 16 E. 
53rd St., New York 22, N.Y. 
— introduced its modular line 
and its custom line desks and 
office furniture in a new two- 
color catalog. Illustrations of 
the models and specifications 
are included. (Inquiry Card No. 
132) 


Ever Ready Label Corp., 10 E. 
49th St., New York 17, N.Y. 
—recently issued a completely 
revised 1957 catalog of its la- 
bel line. The 24-page three- 
color book illustrates all labels 
in the line, including both 
pressure sensitive and made-to- 
order numbers. (Inquiry Card 
No. 126) 


C. E. Sheppard Co., 44-01 2/st 
St., Long Island City 1, N.Y.— 
has prepared its 1957 revised 
catalog of business forms. The 
book is 48 pages with full il- 
lustrations of business and ac- 
counting forms. Write for Cat- 
alog “J. (Inquiry Card No. 
127) 


Facing Page 70 
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Available in pencil striped hand-rubbed walnut 





Modular units designed for maxi- 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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Quality desk sets in colors to 
match new color telephones... 
ivory, green, beige, red, blue, 
yellow, gray, brown and black. 
a fast moving, high profit item 
that can be sold to everyone. 
The pen is contour molded to fit 
the hand... 


The base is attractively modern. 


ony $2995 


Pen complete with base 
Individually gift boxed 


Refills 49¢ each. 


TEL-O-PENS 


The only new desk set selling idea 
in years! Here is your chance to 
cash in on this universally desirable, 
highly profitable item. Counter 
displays and promotional material 
also available. Tel-O-Pens are first 
... Others will follow. ..so, get into 


action and place your order now... 
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Order from your wholesaler or write direct to: 


MASTERCRAFT PEN COMPANY 


514 LIGHTHOUSE AVENUE 
MONTEREY, CALIFORNIA 
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Globe-Wernicke Streamliner Desks . . . the only Jesks 


that have color-matched fiber glass legs, the Sec-Tray 
stationery compartment, the Arc-Swing typewriter mecha- 
nism and the visible record arm slide. A host of other built-in 
sales features includes soundproofing, nylon drawer glides, 


Th st interchangeable pedestals and molded or square-edged top. 
e mo As a franchised G/W dealer, you will sell this desk along with 
the most complete line of business equipment in the world, 
a dvan ced A wide variety of sales-aids, plus a complete sales training program, 
is available for you and your employees. A highly 
successful advertising campaign in national publications such as 
et | d ik Fortune, Business Week, Newsweek and others is making the name 
m | es “Globe-Wernicke” the most remembered name in business equipment. 
It costs you nothing to learn about the advantages of a valuable 
in Ameri ca Globe-Wernicke Franchised Lealership. Why not write today 
: for full information. 
= 

YGLOBE-WERNICKE FRANCHISE valuable 

' 






















remember . .’. 
success depends 


on the strength 
of your line 


GLOBE-WERNICKE 
() 
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In Other Lands 








Notes and News From British Isles 


By S. E. Rhodes tancashire Press Agency, 


277 Corn Exchange Buildings, Fenne! Street, Manchester 4, England 


Manchester, April | 

N. W. R. Mawle of British Typewriters Limited, is the 
president of the Birmingham branch of the Incorporated Sales 
Managers’ Association and in his presidential address, he re- 
minded members of the dangers which would be experienced 
by industry if the European “Free Trade” area were estab- 
lished. Mr. Mawle said: 

“Then will be the testing time of our salesmanship for it 
is a generally accepted fact that the future of our economic 
development and expansion is very much in the hands of those 
of us in the selling profession.” 

Mr. Mawle’s remarks indicate that he has given thought 
to this question of a “Free Trade” area in Europe. Indeed 
the question is one which has been the concern of trade or- 
ganizations in Britain ever since the idea was first mooted. 

In effect it means that the wheel has turned full circle and 
to one writing this article in Manchester it is particularly sig- 
nificant, since Manchester was the home of free trade; Man- 
chester was probably the “last ditch” defense of free trade 
in the days of growing protection. It is somewhat surprising, 
perhaps, that the city’s business life is by no means wholly 
agreed that today “Free Trade” would be a good thing for 
the commercial life of Britain. 

But by and large it would seem that there are more for 
than against although this is a moot point. Certainly it seems 
that the Government has set its heart on “Free Trade,” again 
an indication of the flexibility of the British parliamentary 
way of life since the Conservative Party was the one which 
developed the idea of protection and opposed the remnants 
of the Liberal Party which of course had advocated “Free 
Trade” for so many years. 


"Free Trade" Is Challenge 

That “Free Trade” in Europe will not be a challenge — 
a big challenge — few will deny. But in view of the ad- 
vances which British office equipment had made since the 
war, many see in “Free Trade” an opportunity to develop a 
vast home-market potential comparable with that of the United 
States’ domestic market. 

Far from offering a set-back to the office equipment in- 
dustry, therefore, a large “home market” in Europe may well 
be an opportunity for British manufacturers which American 
manufacturers enjoy in their domestic market, untrammeled 
by tariff walls. 

But as Mr. Mawle points out, “Salesmanship may well be 
the key.” 

s 

One of the most up-to-date showrooms in the North of 
England was opened in Blackburn, recently. It was the King 
William Street showroom of Blackburn Typewriter Co., Ltd. 
The showroom is on modern lines with a wide range of prod- 
ucts on display. The workshops are above the showroom. 
The Blackburn Typewriter Co. was only formed in 1946 in 
two rooms in the town of Blackburn and in this new show- 
room is a sign of the progress of the firm. 


Olivetti Caravan on Tour 

The caravan which British Olivetti Limited used to tour 
agricultural shows last summer is now engaged in a spring 
program of tours of schools, colleges and industrial estates. 
For visits to education establishments the caravan is fitted 
with modern office equipment not only the typewriters, 
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adding machines and calculators made by Olivetti — so that 
the students may obtain a comprehensive idea of the range 
of equipment available. 

Does this give a new meaning to the song, “Where My 
Caravan Has Rested?” 

° 

Since the successful introduction of the metric system into 
their works for storekeeping and records, Joseph Gillott and 
Sons, Ltd., the Dudley makers of steel pens and precision 
pressings, have been encouraged to extend the same method 
of calculation to their invoicing department. 

The company has issued a notice which explains how the 
metric system can be adapted to work with the traditional 
symbols of pounds, shillings and pence. Clients and business 
friends have received a copy of the notice. 


New Stamping Idea 

Van der Velde Office Equipment, Ltd., recently mar- 
keted a new idea in rubber stamping. The principle is an end- 
less belt of up to four separate rubber stereos, which revolve 
on pressure and movement of the apparatus across the paper. 
Four different color ink pads can be provided and thus pro- 
duce a four-color rubber stamp impression. This is particularly 
suitable for the addition of the dealer's name and address 
and some small advertising matter to documents which would 
otherwise not contain that information. There is a good range 
of colors and no restriction on the actual wording of the 
stereos. 

. 

I have just received the latest catalog of D. Matthews and 
Son Ltd., of 61-63, Dale Street, Liverpool 2. This catalog, 
like those of its predecessors, is comprehensive in its coverage 
and main sections. It includes wood furniture, chairs, steel 
furniture, systems, machinery and sundries. 

The catalog will be sent gratis on application to the com- 
pany. 

o 

New president of the Office Appliance and Business Equip- 
ment Trades’ Association is G. L. Mercer (Lamson Paragon, 
Ltd.,) and the new vice-president is Major C. V. Wattenbach 
M. B. E. M. C. (Dictograph Telephones, Ltd.). 

The members of the council are A. R. Carruthers, immedi- 
ate past president, Addressograph-Multigraph, Ltd.; S. N. Ab- 
bot, Abbots Bros., Southall; C. H. Shelton Cox, Percy Jones 
(Twinlock) Ltd.; J. A. Cumming, Gestetner, Ltd.; B. F. Levett, 
Powers-Samas Accounting Machines, Ltd.; L. M. Nation- 
Tellery, Sumlock Ltd.; S. T. Roberts, Universal Postal Frank- 
ers, Ltd.; W. J. Arris, Burroughs Adding Machine, Ltd.; 
M. G. Wright, Art Metal Construction Co., and W. R. Hart, 
National Cash Register Co., Ltd. 


Seek Further Tax Relief 

Mr. Carruthers in his report as retiring President referred 
to the fact that relief from Purchase Tax in Britain for office 
machines had not been extended to machine operators’ chairs, 
desks and other equipment. This was “particularly dishearten- 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvyd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 
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your company is judged 
by the office you keep! 





Cole Steel offices have a personality that 
radiates friendliness plus efficiency... . 
Scientifically engineered construction, 
handsome styling . . . consideration for 
comfort .. . are all combined in Cole 
Steel Office Equipment. Cole Steel fur- 
niture is America’s top selling brand... 
its low initial cost, minimum upkeep, 
t and enduring beauty make it the great- 
est dollar value in steel office furniture. 


COLE 


STEEL 


Send for our latest catalog 

















- COLE-STEEL: 


Cole Steel Equipment Co., Inc. « 415 Madison Ave., New York 17, N.Y. 


Canada: 329 Dufferin St., Toronto, Ont. 








ing” he said, and apart from other considerations was “ham- 
pering movement in functional design.” 
* 

An examination of the statistics of Britain’s exports of of- 
fice equipment for 1956 reveals that North America has been 
the industry’s best market (this includes the United States 
and Canada). Canada was the main purchaser of Britain’s dic- 
tating machinery and portable typewriters, second only to 
Australia as the largest importer of standard typewriters and 
third place among Britain’s clients for duplicators. 


Australia Is Best Market 

Despite this, however, Australia remained Britain’s best in- 
dividual overseas market for office machinery as a whole. Her 
imports from the U. K. amounted to £2,580,553, just over 
£100,000 more than in 1955. 

Mexico and certain South American markets were also de- 
veloped during the past year. 

2 

A new book entitled “Invoicing Methods” has just been 
published by the British Institute of Management arising from 
a report of a committee set up jointly by them and the Office 
Management Association. The report is an international affair 
as the research on which this book was based was subsidized 
by a grant from dollars received by this country as part of the 
United States economic aid. 

While the book is suitable for specialists’ consideration it 
is also useful to the ordinary Office Manager or indeed any 
business which operates any office system of any size. 

s 

The Typewriter and Allied Trades Federation of Great 
Britain and Ireland has just put forward in its official organ 
some interesting results of cutting the price. 

Assuming that the gross profit made on a transaction is 
30% then a cut of 5% means that the dealer must handle 
14% more money in his turnover and this in its turn means 
20% or one-fifth more in goods. A cut of 10% in retail prices 
means that the dealer must receive 35% more actual cash 
and must have 50% more turnover in goods. 

“It seems that it is suicidal to offer such cuts unless the 
margin in the first place is very high indeed,” comments the 
Federation. 


New Typist’s Desk Introduced 
By Carson Brothers in England 

Carson Brothers (Productions) Ltd., London, England, has 
introduced a new desk in mahogany or walnut for use by 
typists or machine operators. 

The desk, model C 55, has maximum use of the top and 





Typist’s Desk . . . features folding typewriter platform in right 
pedestal and storage space for papers in narrow left hand 
pedestal. Desk is available in mahogany or walnut finish 


storage compartments designed to house accessories in a mini- 
mum of space. The machine compartment has a large tray 
below, and the smaller left pedestal is divided into four nar 
row sections which act as “pigeon holes” for papers. These 
spaces can hold typing copy in various stages, freeing the desk 
top. 
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Australian News 





W. BEECHAM, Correspondent 
Box £256, G.P.O., Perth, W.A. 


“The improvement in Australia’s overseas trade balance, as 
shown by the figures for February, might permit the Govern- 
ment to ease import restrictions further,” says Prime Minister 
Menzies. (For the eight months to the end of February, 
Australia’s trade surplus was £166,500,000 compared with a 
deficit of £74,300,000 at the corresponding time last year, 
and on these figures the Australian surplus for the full finan- 
cial year could exceed £200 million). 

“The Government will not rush into decisions,” adds Mr. 
Menzies, “but the situation will give it plenty of food for 
thought in the next few weeks.” Mr. Menzies concludes by 
saying: “I hope that one day Australia will be able to abandon 
import restrictions altogether.” 

© 

During the financial year ended June 30, 1956, Australia 
imported office and accounting machinery valued at 
£6,197,079: adding and computing machines, £1,594,434; 
cash registers, £874,875; typewriters and parts, £1,556,034; 
and other office appliances, £2,171,736. Other imports included: 
inks, inked ribbons and stamp pads, £135,400; envelopes, 
pads, etc., £59,210; fountain pens (including ball point) and 
propelling pencils, £1,101,471; printed forms, £131,774; and 
other stationery, £550,602. 

e 

“Import restrictions are keeping Australia’s imports more 
than £200 million below what would be their level in 1956- 
57 if there were neither restrictions nor any excess domestic 
demand,” says Professor R. I. Downing, Ritchie professor of 
economic research at Melbourne University. 

“Direct controls of imports have some advantages if they 
are used occasionally,” he says, “but as a permanent or nearly 
permanent feature of the economy they are violently objec- 
tionable, involving arbitrary administrative decisions and en- 
couraging inefficient production. It should be a first concern 
of policy to get rid of these controls. Clearly no one will 
willingly accept such restrictions as the only and best solu- 
tion of the long-term problem.” 

e 

Ozapaper Ltd., manufacturer of sensitized papers, reports 
increased turnover and estimated profit in the six months 
ended December 31, 1956. But directors say that restriction 
of Government activities may influence trading during the 
current half-year. 

* 

The first fully-air-conditioned office building in Melbourne, 
erected at a cost of some £500,000, was recently opened. 
There are 12 floors, and this provides new and modern office 
accommodation for a number of firms, some of whom, no 
doubt, will now feel the need and necessity for new and mod- 
ern equipment. 

° 

“Ideas,” Australia’s office equipment and stationery trade 
journal, points out that it is doubtful if Australia ever entered 
a year with better prospects. But it adds: “Manufacturing ca- 
pacity in the stationery . and allied trades has increased 
at a greater rate than population. That . . . will increase 
competition. So the prospects of the incompetent, uninspired 
and inefficient are not so bright. . . . The call for more and 
better office equipment is growing. The cost of labor is now 
so great that no one can afford to use inefficient equipment 

The need for efficient equipment now extends to the 
smallest businesses, even to the farm and home.” 


Friden Acquires Factory in Holland 

The Friden Calculating Machine Company, Inc., has ac- 
quired a small factory in Nijmegen, Holland, which will be 
used for assembly of the firm’s line of 10-key adding machines. 

The factory is the second for Friden in Holland. Another 
plant, now in full production assembling calculator machines, 
is located at Wageningen, Holland, some 20 miles from 
Nijmegen. 
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RECORD 5S AFES 
by 
HERRING - HALL - MARVIN 


CATALOGUE 
NO. 101 


These two new catalogues 


will help you to 


SELL MORE SAFES 


You've never before seen catalogues like these in the 
safe business. The covers are reproductions of color 
photos showing modern safes in modern office furniture 
settings. On the inside pages are color plates of exterior 
and interior views of all safes, with detailed description. 
A color chart shows three modern decorator colors from 
which customers may choose. 


This is a big year for safes, and these colorful, 
“salesy’’ catalogues will help you get a big share of the 
business. Write or wire for the catalogues and a copy 
of our “Profit Portfolio.” 


HERRING ¢eHALL¢ MARVIN SAFE COMPANY 


Hamilton, Ohio + BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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HERRING - HAL! 








PRIVATE VIEW DIAL. Prevents surreptitious reading of 
combination numbers. Note numbers are on edge instead of face. 





NEW OPERATION PANEL. Smart, modern design; 
chromium-finished. At most convenient height. Sets off the 
beauty of the safe’s pleasing contour. 
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IT'S HARTER AGAIN...WITH 





MODEL MODEL 
54-R 54-S 
» 
\\ 
TUBULAR ONE-PIECE FORMED 
BASES STEEL BASES 
MODEL MODEL 
55-R 55-S 





NEW COMFIT CHAIRS 


that put QUALITY in the low price range! 


Judge these chairs by any measure you wish. The seats, 


cushions. Formed-to-fit steel backrests are cushioned with 


+H for instance, have molded foam rubber-Nucraft 


cool foam rubber. In upholsteries and finishes in 


ee , 
LI ‘a D i D everything from backrest to casters you'll find quality in 
rT ri n _— Nn each detail. But the big news is that you get all this at 
STURGIS, MICHIGAN a price that’s truly competitive. If there’s no Harter 


STEEL CHAIRS dealer in your area, drop us a line and lets talk it over. 


Harter Corporation, 525 Prairie St., Sturgis, Michigan 
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industry Meetings 











Annual Banquet of the Wholesale Stationers Association 


Wholesale Stationers 
Meet in New York 


“Toward New Dimensions in Merchandising Stationers’ 
Products Through Wholesalers” was the theme of the 4st 
annual convention of the Wholesale Stationers Association 
of the U.S.A. and Canada held Thursday and Friday, March 
7 and 8, in the Commodore Hotel, New York 
City. 

“The Spring Merchandise Exhibit was held 
earlier in the week in the New York Trade Show 
Building opening on Monday, March 4 at 9 A.M. 
and closing on Thursday, March 7 at 11 A.M. 
Registration topped 200. 

The exhibit of stationery and allied lines for wholesalers 
consisted of exhibits of some 72 leading manufacturers dis- 
played in rooms on the entire 4th and Sth floors of the New 
York Trade Show Building. 

Officers elected for the coming year were: president, Morti 
mer H. Chute,Bainbridge Kimpton and Haupt Inc., New York 
City and vice-president, John Conway, 
Loring, Short & Harmon, Portland, 
Maine. 

The first general session was called 
to order by Mr. Chute, as convention 
chairman. He gave the welcome ad- 
dress and sounded the keynote of the 
meeting: “Toward New Dimensions in 
Merchandising Stationers’ Products 
through Wholesalers”. The president’s 
address was given by Harold W. Jacob- 
sen, Associated Stationers Supply Co., 
Chicago. 

He set forth advantages for both the manufacturer and re 
tail stationer in profitable dealing with wholesalers. By way 
of illustration he cited his own experience in helping custom- 
ers solve their problems to mutual advantage. In conclusion 
he stressed the fact that all three factors, manufacturer, whole- 
saler and retailer, can benefit profitably by close co-operation 

He was followed by Donald S. Frey who gave the secre- 
tary-treasurer’s report. After the election of 1957-8 board 








M. H. Chute 
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of control a special address on marketing and sales was given 
by Herman C. Nolan, McKesson & Robbins, Inc 

He covered both the manufacturer and wholesalers prob- 
lems of marketing and selling, including such subjects as 
shipping costs, employee productivity, customer analysis, mer- 
chandising assistance, brand ratios in open display, distribu- 
tion, prompt delivery and better and faster service. In conclu- 
sion he visioned a good business year ahead for each factor 
through close co-operation. 

Before adjournment of a busy three-hour session, reports 
of seven merchandising divisions were heard, and considera- 
tion was given to associate memberships and of regional mer- 
chandising conferences for 1957. 


Officers Elected Friday 

Friday morning’s session opened with election of officers 
and appointment of committees. Herbert F. Held, Blackwell 
Wielandy Co., St. Louis, Mo., presented the necrology report 
and concluded with a prayer while all stood with bowed 
heads. 

A special address was then given by Frank Leslie, The John 
Leslie Paper Co., Minneapolis, Minn., whose topic was “A 
Real Challenge for the Stationers Products Industry.” He 
strongly advocated better packaging and packing in the sta- 
tioners products industry. 

[he balance of the morning was devoted to separate ses- 
sions of the commercial stationery manufacturers division and 
the commercial stationery wholesalers division on the subject 
of election of officers, both national and regional, and the 
adoption of the year’s program. 


William Thompson Speaks 
At noon a combined manufacturers and wholesalers sales- 
men division luncheon was held in the grand ballroom. George 
F. Griffiths, Jr., Noesting Pin Ticket Co., convention co-chair- 
man gave the welcome address. He then introduced William 
Thompson, Oxford Filing Supply Co., who spoke of better 
communication between manufacturer, wholesaler and re- 
tailer. He called for a reappraisal of relations which will result 
in more and better co-operation between all three factors to 
bring them closer and co-ordinate their merchandising and 
selling efforts 
From 2:15 P.M. to 3:45 P.M. a joint second merchandise 
meeting was held by both the commercial stationery and man- 
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Ads like this in leading magazines reaching office 
equipment buyers make it easy for Royal Dealers 
to sell this fine line of business furniture. 











SIR LAUNCELOT LAUDS A LEADER! 


Here's fatigue-free Secretarial Seating by Royal—the 
popular Model 1263 Posture Chair for day-long top 
efficiency. 

Extra-large 1614” wide x 1514" x 214.” thick roll-front, 
foam-rubber seat adjusts to any height from 1614” to 
1914". The hinged, free-floating foam-rubber back is 
4-way adjustable—upward, downward, forward, back- 
ward—to “personalize” this good-looking chair for 
perfect compatibility. 





Dealers and Showrooms Coast to Coast 


OA-5 /57 


\ 
eee S 
SINCE '97 


There’s no better way to boost office morale, to speed 
output, sustain skills and alertness . . . and no better 
investment in long-service return than this functional, 
well-built Royal leader. 


Soft-rubber, ball-bearing casters roll silently, protect 
floors from damage. Frame is sturdy steel throughout, 
finished in your color selection of exclusive Royal 
Plastelle enamel. Choice of durable upholsteries rivals 
the rainbow. For any decor, for every office, here's 
beauty and comfort that pays for itself . . . economy 
that always makes sense. 


A request on your business letterhead 
will bring you complete information promptly. 


n METAL FURNITURE IT's 


ROYAL METAL MANUFACTURING COMPANY 


175 No. Michigan Ave., Chicago 1, Illinois, Dept. 3F 
in Canada: Royal Metal Manufacturing Co. Limited, Galt, Ontario 








ufacturing divisions. Speakers at this session were O. F. Rich- 
ardson, Minnesota Mining and Manufacturing Co.; Leo Dow- 
ney, Boorum & Pease Company; Q. P. Graves, Eversharp Inc.; 
Thomas Casey, Paper Mate Co., Inc.; Paul Fisher, Fisher Pen 
Co., and Wm. Fletcher, Carter’s Ink Co. 

Topics discussed at the manufacturers division meeting were: 
manufacturer-wholesaler relations, better sales coverage, better 
warehousing, faster deliveries, better credit handling, better 
anticipation of consumer demands, better use of sales aids 
better dealer training, better market studies and better product 
counseling. 


Victor Riesel Is Guest 

Topics discussed at the wholesalers division were: whole- 
saler-dealer relations, more availability of full lines, more turn- 
over profits, more operating costs reduced, more dealers time 
free for sales, more sales assistance to dealers, more new lines 
information, more handling costs reduced and more trade in- 
formation. 

The third and final session began at 3:45 P.M. when Mr. 
Chute introduced the first speaker, Victor Riesel, famous labor 
columnist, who gave a stirring address. The other guest speaker 
was William H. Greenleaf, Bainbridge Kimpton & Haupt. 

A reception was held in the cocktail lounge and South room 
prior to the closing banquet. Afterwards more than 300 mem- 
bers and guests enjoyed a delightful dinner and floor show 
that followed. Good music was provided by Bert Hirsch and 
his orchestra between courses and for dining and for the 
balance of the evening. 


Joint Stationery Meet 
Held in New York 


More than 200 members and guests attended the third meet- 
ing jointly sponsored by the Metropolitan Travelers Club, 
NSOEA 13th regional district, and the Stationers Association 
of New York held March 14 in the Moderne Room of the 
Belmont Plaza Hotel, New York. 

The meeting was attended by members of the New York 
Stationers Association, the Stationers 12:30 Club and the 
Stationers Square Club as well as manufacturers and their 
representatives, retailers and wholesalers in the Metropolitan 
New York City area. 

President Milton Stone, Metropolitan Travelers Club, ex- 
tended a cordial welcome and expressed his pleasure at seeing 
such a good attendance at the third combined stationery meet- 
ing held in New York. Regarding the attendance, he remarked 
that it was good to see so many taking advantage of the 
wonderful opportunity to get better acquainted. 

He then introduced officers of the various organizations. 
They were: Harry Sills, Commercial Stationery Company, 
New York City, president of Stationers 12:30 Club; Jesse S. 
Libien, Libien Press Inc, president of Stationers Square Club 
of Greater New York; Carl C. Judkoff, Catigney Printing 
and Stationery Corporation, New York City, president of 
Stationers Association of New York Inc., and governor of 
NSOEA 13th Regional district; Al Pickar, Acme Stationery 
and Printing Corporation, Newark, New Jersey, Ist lieutenant 
governor; and George Reichman, Mooney’s Inc., New York 
City, 2nd lieutenant governor, both of NSOEA 13th region. 


Governor Thanks Travelers 

When called upon, Governor Carl C. Judkoff declared it 
was a pleasant duty to welcome the third annual meeting of 
combined clubs. Pointing out that in union there is strength 
he called attention to the splendid showing of the combined 
clubs and compared today’s friendly cooperative attitude be- 
tween associations to that of years ago when mistrust pre- 
vailed. 

He took the opportunity to thank the Metropolitan Travel- 
ers Club for their wholehearted co-operation with other clubs 
in the winning of the new member trophy for the NSOEA 
13 region and expressed the conviction that they would do it 
again in 1957, 
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He then announced the following events and their dates: 
Stationers Association of New York Inc. annual dinner dance 
to be held Saturday evening May 11 in the Commodore Hotel; 
the NSOEA 13 region convention in Grossinger’s Country 
Club, Ferndale, New York, on June 10-11; NSOEA conven- 
tion September 28 to October 2, Conrad Hilton Hotel, Chi- 
cago, Illinois; first annual Eastern Commercial Stationery 
Show, October 26-29, in the New York Trade Show Building. 

President Stone took a moment to thank officers, commit- 
tees and members of the Metropolitan Travelers Club and also 
trade publications who played an important part in doing so 
much for the industry. 


Edward Kallman Talks 

[he first speaker of the evening was Edward O. Kallman, 
Stationers & Publishers Board of Trade Inc., whose topic was 
“Vital Importance of Proper Credit Management.” He pre- 
sented several examples of how credit can be abused. He 
went on to say that credit executives of today are not like 
their predecessors. They now have to be sales minded. 

They must look to sales and profits as well as credit and 
must use good judgment in so doing. In granting credit, 
numerous factors enter into making a decision, such as, a 
financial statement, type of organization, age of the firm and 
state of their inventory, he said. 

During the course of his talk, a number of good and bad 
examples were cited to illustrate his points. In conclusion he 
gave some good advice to salesmen. Sales and credit go hand 
in hand, he said, and salesmen will operate more efficiently 
if they assist in collections, for by so doing they keep the ac- 
count open for another sale. 

The next speaker was Homer B. Lay, NSOEA, whose topic 
was “Our Challenges in this Changing Industry.” Declaring 
that we are in the midst of numerous changes in our industry 
since World War il, he called attention to open display and 
self-selection which is rapidly gaining headway as one of the 
most important. The result of this alone has brought about 
new techniques in selling and management and the necessity 
for new and more attractive packaging. 


H-O-N Representatives Attend Conference 

Sales representatives of The H-O-N Co., from eastern, 
southern and mid-western territories were in attendance at a 
four-day sales conference held in Muscatine, Iowa, in Febru- 
ary. 

Here the group is gathered about two models of the new 
H-O-N desk line which were displayed. Special attention was 
also given at the training sessions to Shannovue visible record 
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Sales Representatives . . . of the H-O-N Co. with new desk 


line 


equipment, the new 210 “hushed cradle” suspension file series, 
and a dramatically improved card cabinet line introduced in 
April. 

In the picture, left to right, John Hahn and Jerry Boulund 
of the H-O-N sales staff, Muscatine Iowa; Bob Goss, Philadel- 
phia; R. M. Cleary, Winnetka, IIl.; William Duval, H-O-N 
vice-president in charge of sales; Dick Honeyager, Delavan, 
Wis.; William W. Burt, Kansas City, Kan.; John Van Lent, 
H-O-N advertising and sales promotion manager; Fred Green, 
Atlanta, Ga.; E. M. Stewart Jr., Dallas, Tex.; Dave Kohan- 
sky, New York City; and Wm. L. Thomas, Wadsworth, Ohio. 
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BY GUNLOCKE 


Modern styling for 
contemporary offices. 
Fashioned in a strikingly 

new design for comfort and 
efficiency, Swingline Chairs 
will add grace and beauty 

to your office. And... they 
are available at a surprisingly 
modest cost. 


OUTSTANDING FEATURES: 


¢ Genuine Walnut Chair Frame 


¢ Genuine Leather Upholstery Coverings in 7 Dramatic New 
Swingline Leathers 


¢ Full Size Seat with Coil Springs on Webbing, tied 8 Times 
¢ Bowed Front Seat—with Roll Edges 
¢ Cradle Back Rest 


Choose from many 
Swingline models. 
These pictured 
include upholstered 
arms and arm 
panels, along with all 
the other Swingline 
features. 


.H. GUNLOCKE CHAIR COMPANY 


WAYLAND, NEW YORK 
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Sales Meeting . . . of Art Metal Construction Co. at home offices in Jamestown, N. Y 


Art Metal Construction Co. 
Holds 5-Day Sales Meeting 


Seventeen dealer and branch representatives of Art Metal 
Construction Co. from locations as far away as Portland, 
Ore., and Stockton, Calif., as well as Canada, attended a 
five-day sales conference March 4-8 at the company home 
office and plants in Jamestown, N.Y 

The salesmen toured the company plants and attended a 
series of conferences on sales development conducted under 
the direction of L. R. Addington, vice-president of furniture 
sales, and D. N. Larson, manager of dealer sales, with as 
sistance from other Art Metal executive staff members. 

Representatives and Art Metal staff members shown in ac- 
companying picture (left to right) are: 

FIRST ROW—Jack Burns, Philadelphia branch; Don 
Sopjes, Kalamazoo, Mich.; Peter Elsenbach, Portland, Ore.; 
J. S. Mathews, Jr., Bridgeport, Conn.; Wilford Kale, Char- 
lotte, N. C.; L. T. Ellis, Toledo, Ohio and Tom Cannon, De- 
troit branch. 

SECOND ROW —William Morris, Stockton, Calif.; F. 
Shane Franz, Syracuse, N. Y.; Everett Duryea, Poughkeepsie, 
N. Y.; James Martin, Albany, N. Y.; Maurice Cohn, Mem- 
phis, Tenn.; Robert Berry, St. Louis, Mo. 

THIRD ROW—C. W. Simpson, advertising and sales pro- 
motion manager; R. W. Clark, vice-president contract sales; 
Robert Lord, Portland, Ore.; Richard Ayling, El-Unit sales; 
V. D. Swanson, manager branch sales; J. Arthur Johnson, 
vice-president, national accounts; Carl Woodcock, Toronto, 
Ont., Canada; D. N. Larson, manager dealer sales; Walton 
Wuebbold, Hamilton, Ohio; E. E. Evelyn, White Plains, N.Y.; 
L. R. Addington, vice-president furniture sales and R. W. 
Goss, manager El-Unit sales. 


Stationery Show Set for May 19-24 

The 11th annual New York Stationery Show will be taking 
place May 19-24 at the Hotel New Yorker, where exhibits will 
cover the third through ninth floors of the hotel. 

In addition to a sectionalized grouping on the third floor 
there are many exhibitors in the Christmas greeting card, gift 
wrap, ribbon and tie-on categories displaying their wares in 
rooms throughout the other show floors. 

Show hours have been arranged for the convenience of local 
and out-of-town buyers with two evening openings scheduled 
for Sunday and Monday, when the show will remain open 
until 9 P.M. Complete time schedule for the week is: Sunday, 
1 P.M. to 9 P.M.; Monday, 10 A.M. to 9 P.M.; Tuesday, 
Wednesday, and Thursday, 10 A.M. to 6 P.M.; and Friday, 
10 A.M. to | P.M. 

This show which attracts buyers from chain, department 
and independent stores, offers a diversified coverage of a mar- 
ket that has in itself expanded, with over 468 lines now on dis- 


play. 


Boston Stationers’ Association Hold 
69th Annual Banquet, Ladies Night 

rhe Boston Stationers’ Association gathered for its 69th an- 
nual banquet and ladies night on February 9, at the Hotel 
Statler in Boston, Mass. 

[Thomas Groom IV, vice-president, was chairman of the 





At the Banquet . . . were, front row, left to right, John B. 
Dwyer, vice-president, field division, NSOEA; Paul E. Burbank, 
executive vice-president, NSOEA; Henry Rosnosky, president, 
Boston Stationers’ Association, Inc., and Raymond C. Shep- 
pach, governor, District 1, NSOEA. Rear row, left to right, 
Thomas Groom IV, vice-president, Boston Stationers; Harley 
Lewis, secretary-treasurer; David W. Keir, president, New 
England Travelers Club; and Bob Slate, lieutenant governor, 
District 1, NSOEA. 


affair, and special guests included Mr. and Mrs. Paul Burbank, 
executive vice-president, NSOEA, and Mr. and Mrs. Raymond 
Scheppach, governor of District 1, NSOEA. 


Detroit NOFA ee 
First Area Conference 


Ihe Detroit chapter of NOFA is sponsoring the first Great 
Lakes area conference on Saturday, May 4, at the Dearborn 
Inn, Dearborn, Mich. 

National Office Furniture Association dealers and _ their 
salesmen from Indiana, Michigan, Ohio, western Pennsylvania 
and Ontario, Canada, are expected to attend with their wives. 

The group has planned a well-rounded program aimed at 
getting more sales through selling of the complete office pack- 
age. This means earning the “plus” profits made from the sale 
of accessories with the desk as well as chairs, chair pads and 
the many items that go to make up the complete office. 

A group of speakers from the steel furniture industry, the 
plastics and the leather industry will be on hand. Richard D. 
Behm of the Hardwood Plywood Institute is also on the pro- 
gram representing Better Offices in Wood. 
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SPECIAL OFFER 


This 
DELUXE 
DESK DISPENSER 


for only 50¢ 


with purchase of “SCOTCH” Deluxe Desk Dispenser 









12 Rolls “SCOTCH” Cellophane Tape 1/2" x 1296" 





See your 
supplier right 
away... tell him 
you want 


DEAL “S”! 


NOTE: If you prefer t 

in %&* width. ask , ~ 
Deal “R". Same offer 
of a second dispenser 
or only S0¢. 





IT’S BARGAIN TIME for these handy “Scotcn” Deluxe 
Desk Dispensers! Buy one dispenser and 12 rolls of ever- 


REG. US Pal OFF 
useful ““ScotcH” Cellophane Tape... get a second dispenser Sco ’ Cc = 


for only 50¢. It’s your chance to outfit every desk with these BRAND 


time-saving, tape-saving dispensers! CELLOPHANE TAPE 


Act quickly — offer expires June 30! 








en OOUcr o, 


The term “Scotcn” is a registered trademark of Minnesota Mining and Manufacturing Company, St. Paul 6, Minn. 
Export Sales Office: 99 Park Ave., New York 16, N. Y. In Canada: P.O. Box 757, London, Ontario. 
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Globe-Wernicke Dealers Attend 
Late Winter Sales Schoo! 


A group of dealers and dealer representatives from Michi- 
gan, Minnesota, and Wisconsin journeyed to Cincinnati to 
attend a late-winter sales school held at the executive offices 
of The Globe-Wernicke Co. In addition to tours of the com- 
pany’s steel and paper divisions to see products in the process 
of manufacture, the visitors also witnessed demonstrations of 
leading G/W products made by members of the sales staff. 
Open discussions participated in by all attending were a popu- 
lar part of this three-day sales training school. 

Visitors and members of the Globe-Wernicke staff partici- 
pating in the sales school are shown in the accompanying pic- 
ture taken in Globe-Wernicke’s display room 

Sitting, left to right: Bill Aylward, G/W systems division 
manager; Paul D. Snyder, Curtis 1000, Inc., St. Paul, Minne- 
sota; Dick Spangenberg, Twin City Office Supply, Neenah, 





Group Picture . . . of dealers and G/W personnel taken during 
the sales meeting. Names of dealers appear in the story. 


Wisconsin; Bert Rowley, Rowley Office Equipment Co., La 
Crosse, Wisconsin; R. H. Hammer, G/W president; Willard 
Dickerson, The General Office Supply, Sioux Falls, South 
Dakota; Bill Hoefs, Hoefs Printing and Office Supply, Beaver 
Dam, Wisconsin; John Homer, G/W district representative; 
Mrs. Chet Racine and Chet Racine, Racine Office Supply 
Company, Green Bay, Wisconsin 

Second row, standing left to right: Elmer G. Rahe, G/W 
vice-president—sales; Howard Berry, G/W Techniplan sales 
division manager; E. S. Woodford, Emmett Supply Company, 
Elkhorn, Wisconsin; Richard Witte, Globe Office Equipment 
and Supplies, Inc., Cincinnati, Ohio; Jim Bronson, Bronson’s, 
Inc., Oshkosh, Wisconsin; A. W. Goller, Northwestern Furni- 





Bernard Miller . . . a Horders, Inc., 
sales manager, is shown as he presided 
over the firm’s booth at the Chicago 
Purchasing Agents Assn. Exposition held 
recently at the Morrison Hotel, Chicago 


Wert Gttttée 


104 


OFFICE ; 

os) . von ;| a 
ame (OROER Px 1\8 
Ne 





ture Co., Milwaukee, Wisconsin; Bill Hoefs, Jr., Hoefs Print- 
ing and Office Supply, Beaver Dam, Wisconsin; George Chap- 
pell, Northwestern Furniture Co., Milwaukee, Wisconsin; Bob 
Baker, Adding Machine Sales and Service, Racine, Wisconsin; 
Otis L. Block, Earl’s Office Supply Co., Bowling Green, Ohio; 
Donald W. Mueller, Northwestern Furniture Co., Milwaukee, 
Wisconsin; Hal Dearwester, G/W dealer service manager; 
and Bob Sprott, G/W general sales manager. 

Third row, standing left to right: Paul Stanley, G/W sales 
department; Bob Linehan, G/W sales department; Earl Brad- 
ley, Globe Office Equipment and Supplies, Inc., Cincinnati, 
Ohio; Jerry Capistrant, Curtis 1000, Inc., St. Paul, Minnesota; 
Rudy Fuske, Frautschi’s, Inc., Madison, Wisconsin; J. M. 
(Matt) Howie, Sault News Printing Company, Sault Ste. Marie, 
Michigan; Ken Jensen, L. C. Jensen & Son, Wausau, Wiscon- 
sin; Roger Hassinger, Redwood Office Supply, Redwood Falls, 
Minnesota; Jim Brown, Journal Publishing Company, Waseca, 
Minnesota; Bob Stelzer, Napp Office and Supply Co., Mani- 
towoc, Wisconsin; Laverne Tebbe, Crane’s Office and School 
Supply, Minneapolis, Minnesota; Joseph Augustine, North- 
western Furniture Co., Milwaukee, Wisconsin; and Elmer 
Glasmeier, G/W sales department. 

Attending the sales school, but not present when the picture 
was taken, were Ernie Rahbain, Quality Printers and Sta- 
tioners, Inc., Rochester, Minnesota, and Dick Sundberg, 
Northwest Stationers, Inc., Duluth, Minnesota. 


Horder’s Booth Attracts Interest 
At Purchasing Agent's Exposition 

An array of carefully selected and newly modern items 
which fill a specific niche in every office of today drew some 
27,000 visitors to the booth set up by Horder’s Inc., at the 
Chicago Purchasing Agents Association Exposition held re- 
cently at the Morrison Hotel in Chicago. 

Bernard Miller, one of the Horder company sales managers 
who presided over the booth, said interest ran unusually high 
in such items as a Swingline electric stapler for swift and easy 
stapling, a Foldomatic electric folding machine, an electric 
Printomatic duplicating machine with the smudgeless Diag- 
raphy stencil compound, the Morrisharp electric pencil sharp- 
ener, and the electric Verifax Copier. 

Harold W. Jacobsen, president of the 55-year-old Chicago 
office supply firm, has been conducting a series of tours 
through the company’s modern seven-story warehouse and 
office headquarters, to show management executives of various 
companies the up-to-date quarters in which an inventory of 
1% million dollars involving some 20,000 different items is 
maintained. 
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Orders are pouring in... 
for this new, fast-drying 


HERE’S AN ENTIRELY NEW CONCEPT in duplicating ink that dries so 
fast, sets so hard, it works like a charm on both bond and offset paper. 
No slip-sheeting necessary —something never before accomplished. 
It took five years to perfect. 

Because of its unique quick-drying qualities, JETDRY “7900” is a 
great time and money saver. It produces more copies per pound of ink, 
per stencil and per hour of operation. No paper is wasted in prepara- 
tion —even the first copies through a new run are usable. 

The copies produced with Tempo JETDRY have all the quality of 
fine printing —legible, sharp, permanent. No washing of stencil needed 
—stencil is self-cleaning when used with this ink by simply 
placing it between papers or in a file folder. 

With JETDRY, the duplicator can be stopped in the 
middle of a run—then hours later, the run resumed without 
delay because JETDRY is ready to go. 





MILO HARDING COMPANY 


Established 1904 


Manufacturer of the most complete line of stencil duplicating machines and supplies 


500 South Monterey Pass Road, Monterey Park (Los Angeles County) Calif. 
San Francisco ¢ Pittsburgh « Cleveland + Dallas 


JETDRY 


7900...THE WONDER INK 











Directors . . . of Louisiana group are, 
sitting, left to right: Paul Jordan, elected 
second vice-president; Armand Breard, 
outgoing president; Connie Ruysnesaars, 
first vice-president; Mrs. !nez Land, 
secretary-treasurer. Standing, left to 
right: Milton Ford, Gilbert DeGruy, 
Francis Holliday, Mrs. Elizabeth Roberts, 
T. J. LeBlanc, H. A. Kulhmann, Jr., and 
Norman Landry. 


Louisiana Stationers 
Hold Ninth Convention 


by Art Carrow 

The ninth annual meeting of the Louisiana Printers and 
Stationers Association was held at the Hotel Frances in Mon- 
roe, Louisiana on March 8, 9 and 10, with Armand V. 
Breard, Monroe Office Equipment Co., directing the group 
as its president for the 1956-1957 season. 

With the assistance of Sam Orchard, Louisiana Paper Co., 
and Irvin Kilpatrick, Standard Office Supply Co., Milton Ford, 
Twin City Printing Co., general chairman, planned a success- 
ful meeting for the 126 registrants. 

Friday, registrations and the board of directors .meeting 
preceded the kick-off dinner party with the suppliers division 
as hosts at the beautiful Bayou DeSiard Country Club. 

After the usual opening formalities, March 9, the business 
meeting was started with an excellent talk on “N.C.R. (No 
Carbon Required) Paper”, by A. E. Crothers of the Special 
Products Dept., of the National Cash Register Co., Atlanta, 
Ga. 

Robert W. Sprott, sales manager, The Globe-Wernicke Co., 
followed with “Modular Office Furniture — Its Future” as 
his subject, who was followed by E. S. Nederostek, sales super- 
visor, Printing Products Division, Minnesota Mining, who 
spoke on “Advances in the Graphics Arts.” 

Adjournment for the luncheon ended the morning session, 
with Connie Ruysenaars, presiding and Marvin Hartung, Paul 
Anderson Co., and district governor of the 9th District of 
NSOBEA, as the guest speaker. 

Paul Jordan, Jordan Stationers, Alexandria, presided at the 
afternoon session. Talks were presented by Gene Holcombe, 
Ennis Tag and Salesbook Co., on “Creative Selling of One 
Time Carbon Forms”, Donald Kenyon, technical representa- 
tive, Eastman Kodak Co. on “New Products and Processes 
— How They Can Aid the Commercial Printer and Lithog- 
rapher”, and R. W. Flicker, Nekoosa-Edwards Paper Co., on 
“The World Behind a Watermark” which was a color film. 

Cortland Hoor, sales manager, Associated Stationers, Chi- 
cago, completed the afternoon by giving a constructive talk 
on “Office Form Design”. 

The meeting adjourned so that the visitors could get ready 
for the cocktail party on the Hotel Frances Roof which was 
followed by the banquet, with A. K. Kilpatrick, as toastmaster. 
He introduced the speaker of the evening, Father Dennis A. 
Curren, assistant pastor of Our Lady of Fatima Church, Mon- 
roe, La. Dancing followed the banquet. 

A short session was held Sunday morning at which reports 
of committees were presented and officers elected for the 
next year. Barrow Castle, Castle Printing Co., Shreveport, La., 
was elected president; Conrad Ruysenaars, Office Machines 
& Supplies, Lake Charles, Ist vice-president; Paul Jordan, 
Jordan Printers & Stationers, Alexandria, La., 2nd vice-presi- 
dent; Mrs. Inez Land, Franklin Press, Baton Rouge, re-elected 
secretary-treasurer. 
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New members of the board of directors to serve three years 
are: Aubrey Cole, General Office Supply, Lafayette; Bob J. 
Angers, St. Mary’s Printers, Franklin; Harold N. Cornay, 
Press of H. N. Cornay, New Orleans; Virgil Jones, Alexandria 
Office Equipment, Alexandria. Members for two years: Jim 
Canellis, Pioneer Printing, Lake Charles; Milton Ford, Twin 
City Printing, Monroe; Mrs. Louis Lipp, The Sun Office Sup- 
ply, Winnsboro; Mayo H. Moore, Jennings Office Supply, 
Jennings; Mrs. Elizabeth Roberts, J. C. Roberts Office Supply, 
Lake Charles; Glady Trahan, Glady Printing, Crowley; G. 
Lucien Trosclair, Trosclair Press, Plaquemine. 

Members for one year: Bob Burns, Bob Burns Printing Co., 
Monroe; Gilbert DeGruy, Thos. J. Moran’s Sons, Baton 
Rouge; H. A. Kuhlmann, Jr., Kuhlmann Office Supply, Baton 
Rouge; T. J. LeBlanc, A. Blanco, Inc., New Orleans; J. L. 
Lindsay, Lindsay Printing & Supply, Shreveport; Conrad Reid, 
Reid Office Supply, Lafayette. 

The convention city will be decided in July at the board of 
directors meeting. 





New York Offureps Meet in March 


The regular meeting of the Offureps Club of New York, Inc. 
was held at the Gramercy Park Hotel on March 4. 

In opening the meeting after dinner President Milton Stone 
welcomed Nat. R. Chofnas, Aetna Safe Co., who is back on 
the job after his recent illness. He also welcomed Robert 
Cody, Borroughs Manufacturing Co. 

He then announced that the annual joint meeting of the 
NSOEA 13th Region, Stationers Association of New York 
and the Metropolitan Travelers Club was to be held on Thurs- 
day evening March 14, in the Belmont Plaza Hotel. In urg- 
ing a good attendance he informed his listeners that Homer 
Lay, NSOEA, and Edward Kahlman, Stationers and Publishers 
Board of Trade were to be guest speakers at the meeting. 

The meeting was thrown open for general discussion, and 
among the subjects discussed were: a guest speaker for the 
next meeting to be held on Monday, April 2S in the Gramercy 
Park Hotel, future issues of the Offurep Bulletin edited by 
Hugh, Morgan Jr., and a mutually beneficial personnel place- 
ment service for both manufacturers and members. 

Bernham Matthews and Samuel Katz, Art Steel Company, 
were appointed co-chairmen of a committee to look into the 
matter. The next topic was the second New York Office Fur- 
niture Show to be held May 18-20 in the New York Trade 
Show Building. 

Considerable discussion was given to the various details of 
the show, which promises to be double the size of the first 
show. All booths on the second floor were reported sold and 
a large number of rooms on the third floor have been taken. 

Members were urged to speed up reservations for their 
various firms while rooms are still available. It was brought 
out that publicity material is being mailed to some 2,000 deal- 
ers as Well as member firms and various groups and organiza- 
tions to promote attendance. 
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DRAWER CASES 


OVER 1500 ITEMS 


for Business, 
Industry, 


Instituti 
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q [ ? SHELVING 
™ AND BINS 


“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE!” 












STEEL FOLDING CHAIRS, for example. When you 
buy folding chairs, you’re investing in comfortable, 
safe seating. Compare Lyon chairs by those standards 
before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally 
important, he can show you how to get the most for 
your money in terms of saved time and space. 


We can manufacture special items to your specifications. 





For maximum strength 
and long life, all LYON 

chairs feature channel 

frame construction, the LYON METAL PRODUCTS, Inc. 
same as in your automo- : 
bite Seats and hacke ase General Offices: 528 Monroe Ave., Avrora, Ill. 
contoured for realcomfort. Factories in Avrora, il. and York, Pa. 



















































4S 


CHAIRS SHOP BOXES 
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No streaks 


—with FLAGSHIP 





Streaks (roller marks) have been voted the most baffling problem in getting 
out perfect carbon copies — especially with the high feed-roll tensions of 
modern typewriters. 


Now, with Flagship’s newe:t metallic-back carbon paper development you 
have the easily proved, quickly demonstrated answer to that problem. 


Roller marks are out! Clean, perfect copies of brilliant color strength and fine 
erasability are in — for good — with Flagship. 


And Flagship can be counted on to lead the race for a genuinely better 
carbon paper that will give more satisfaction to more customers. If you are 
not getting results with ‘the line you have always bought"’ Flagship may be 
your answer. 


o 


F 


Let us tell you more about Flagship. Make it a point to call or write us today. 





FLAGSHIP: curl-proof, with smudgeless erasures. The 


metallic back makes it easier to handle, wear longer and give sharp, 
permanent copies. Meets the needs of more people with fewer 
weights and writing strengths. 





AL. LEE BD carson ano risson MANUFACTURING CORPORATION 


General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
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Fresh Contemporary Design 
in warm glowing walnut 
Priced for Universal Use 





enominator 
by Warbe 


As you well know, everyone from bookkeeper to 
director enjoys the luxurious warmth and 
design of fine wood chairs. At last, a chair 
family has been created which embodies all the 
traditional quality and design for which Marble 
is famous, at a price that suggests its use 
throughout entire offices. 

Note their swept-back legs. Graceful, yes... 
but also an important wall-saving feature. 
Curved backs and seats are amazingly 
comfortable. Though their appearance is one of 
lightness, Denominators are designed for 

years of hard, daily use. 

Denominator’s attractive design has been 
achieved with economical construction. There’s 
absolutely no sacrifice of material quality or 
sound construction principles. Denominators 
are fully guaranteed for comfort, appearance 
and long office life . . . as is every Marble chair. 
Denominators are designed for big sales 
volume. Don’t miss out. Send for 

complete information today. 


The World's 
Largest Selection 
of Fine 

Office Seating 
Contemporary 
Modern 
Traditional 
Designed with 
Ageless Form and 
Enduring 
Substance 









THE B.L 


Marble 
CHAIR COMPANY 


Bectora, Onie 





° 








MEMBER 
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Industry News 








Manufacturers to Sponsor 
Pencil Week in 1958 


As part of an expanding promotional program started three 
years ago, the Lead Pencil Manufacturers Association has 
voted to conduct a “Pencil Week” during the last week of 
February each year, beginning in 1958. 

For the first year, Pencil Week activities will be concen- 
trated around dealer marketing and sales aids. The program 
is an outgrowth of a consumer publicity program undertaken 
in September, 1953. Since that time, per capita consumption 
of pencils has risen 18%, and the use of higher quality pencils 
has risen to show a 24% increase in dollar sales. Two of 
the five largest and oldest companies in the field this year 
have announced plans to build new factories of modern 
design. 

Banner & Greif, New York, the public relations firm which 
conducts the consumer publicity program, has also been re- 
tained to manage activities for Pencil Week. One hundred 
per cent participation among manufacturing companies in the 
industry is expected, according to Clyde T. Nissen, association 
executive vice-president. 


Dealers to Get Sales Aids 

Newspaper advertising mats, counter displays, window 
streamers, direct mail pieces, local publicity programs, use 
charts, and similar materials will be made available to deal- 
ers. No consumer advertising will be placed directly by the 
association during the first year. Individual manufacturing 
companies are expected to use part of their advertising space 
in national media to support the week and dealers will be 
encouraged to use local newspaper space or radio-tv time to 
call attention to the observance. 

New designs in packaging are increasing the amount of 
units per sale and this trend is expected to be advanced by 
further efforts for volume sales during the week. 

“The three years during which the lead pencil manufac- 
turers have united on a product information program to the 
public have proven the value of such action,” Mr. Nissen 
said. “Since 1953, pencil sales have grown amazingly well. 
The public is becoming more discriminating in its choice of 
pencils and dollar volume consequently has grown propor- 
tionately. Today, wooden lead pencils outsell all other writ- 
ing instruments by a wide margin. 

“Our next step is to bring the dealer into the program. 
We intend to prove to him that there is a substantial profit in 
pencil sales if he wants it. The manufacturers will provide 
the tools, in terms of marketing aids, and we feel certain the 
rewards, both to dealers and manufacturers, will be tangible 
enough to expand the program from year to year.” 


Neiman Steel Equipment Celebrates 
25th Business Anniversary 

Neiman Steel Equipment Co., Inc., celebrates a 25th busi- 
ness anniversary this year. 

Originally established in 1932 at 110-113 North Third 
Street, Philadelphia, Neiman Steel hes consistently specialized 
in the manufacture of convertible steel shelving and shop 
equipment. The company now operates a modern plant lo- 
cated in Philadelphia’s great industrial northeast and dis- 
tributes its products nationally. 

Stanley E. Neiman, president and son of the founder, re- 
ports that the past quarter century has seen a marked increase 
in progressive utilization of convertible steel storage equip- 
ment. American business, he declared, has become more con- 
scious of the importance of expert selection and scientific 
planning of storage facilities. Business and industry, more 
than ever, are aware of the fact that successful operation can 
be measured in terms of effective storage, materials handling 
and inventory control. 





Sheaffer Pen Announces 
Winners in Window Contest 

Dealers in Birmingham, Ala., Washington, Mo., and Den- 
ver, Colo. took top honors in the W. A. Sheaffer Pen Co.'s 
Christmas window display contest. 

fop awards of $100 each went to the Zac Smith Stationer 
Co., Birmingham; Altemueller Jewelry, Washington, Mo., and 
the Kendrick-Bellamy Co., Denver for their outstanding 
Christmas window displays. 

The nationwide contest was open to all of the pen com- 





First Prize Winner . . . Zac Smith Stationery Co. 


pany’s dealers who put in a display of Sheaffer merchandise 
between November 1 and December 31. The dealers then 
submitted photographs of the displays and the winners were 
selected on the basis of the effectiveness, originality and mer- 
chandising potential of the display. 

Second-place winners, who received $50 each, were Hord- 





Another Winner . . . Kendrick-Bellamy Co 


er’s, Chicago; Breesee’s Oneonta Dept. store, Oneonta, N. Y., 
and the Toring Co., Valley City, N. D. 

Ten prizes of $25 each went to the third-place winners 
which included Orlando Office Supply, Orlando, Fla.; Iowa 
Supply Company, Iowa City, Iowa; Daly’s Pen Shop, Mil- 
waukee, Wis.; and Schwabacher-Frey Co., San Francisco. 

In addition there were 50 prizes of $10 each and 150 prizes 
of $5 each for the next 200 best entries in the contest. 
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5000 , No.1 


~ on STAPLE ORDERS of 200 BOXES and mags me 
on CLIP ORDERS of 100,000 of a SIN- Genuine VICTOR Precision Made 
AS GLE SIZE and STYLE. Jinest Quality Guaranteed 










Satisfied customers can only be retained with 





SZ STANDARD WIRE STAPLES 
~_AB.C. STATIONERS 
quality merchandise. VAIL makes it possible . 

for quality products to be sold under the 


dealer’s own label. We furnish full wrap la- 


bels on staples. Include VICTOR STAPLE 


1 


MACHINES on your orders for clips, sta- 


ples, pins, fasteners and thumb tacks. 


™ # ie 


Send attached Coupon For Details 


and Clips. 
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Modern Front . . . revea! 
interior displays. The store 


and exterior were designed by 


White Associates. Two window 


the store interior, while the thir 


dow acts as a display area 
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Florida Firm Expands with Community 





Chair Center . . 
play advocated by Ken White in hi 
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imilar 


NSOEA 





TO 


the idea of dis- 
Model Store 





Model Offices . 
capitalize on dramatic dividers throughout. Individ- 


planters and accessories complete the 
look in display. 


® BUSINESS EQUIPMENT COMPANY of Fort 
Lauderdale, Fla., was established when there were 
fewer than 8,000 residents in that city. 

This was 31 years ago when William E. “Bill” 
Sampson purchased the company from A. J. 
“Andy” Musselman who had founded it two years 
before. Mr. Sampson had been in Florida as a 
real estate agent in 1925 during the boom, but 
he went back into the office equipment industry, 
his first love, in 1927 and purchased the store in 
Fort Lauderdale. 

lr. Murray Joiner, Mr. Sampson’s partner to- 
day, joined the firm in 1937 and was made a 
partner in 1952. Both men have seen and partici- 
pated in the growth of the community—and have 
constantly kept abreast of its needs. 

Culmination of their planning and operational 
ability came with the grand opening of the new 
office furniture showrooms and warehouse pic- 
tured here. The new building offers 8,000 square 
feet for display and storage. It was designed and 
organized by Ken White Associates. 

The new store is located at 315 N. E. 3rd Ave. 
The main downtown offices of the company, 
opened in 1952, are at 209 East Las Olas Blvd. 

Mr. Sampson and Mr. Joiner have justifiable 
pride in the many local and outlying installations 
they have made during the past few years as 
Florida grows. 

Some of the more recent jobs completed by 
the company are the Everglades Bank, Boca 
Raton Bank, First Federal Savings and Loan As- 
sociation and its branches, the law offices of 
English, McCaughan and O'Bryan in Fort Lauder- 
dale, and Hunter and Paoli of Hollywood, Fla. 


- make use of space available and 


picture treatment on the walls and the use of 
complete” 
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Designed for today AND tomorrow— 


HUNTINGTON'S tailored simplicity, superior long-life, and relaxing comfort has 
made it outstanding in the field of club furniture. This all purpose moderate- 
priced prestige line includes a selection from over 179 patterns which may be 
harmoniously grouped for your lobbies, lounges, cardrooms and guest quarters. 
Superb craftsmanship with high-quality hardwoods makes for enduring wear and 
low-cost maintenance. It is handsomely styled to retain its contemporary fresh- 
ness through the years. 
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The furniture that never knows what year it is 









“, 
Ryd 
Showrooms: 


Huntington, Chicago, Miami, New York 


Please mail complete information OA 
about Huntington furniture to: ed 


Company eeeeeeeee eeeeeeeeeeeeeeeeeee 


City seer eee eeeeeeeeeeeeeeeeeeeeee 


Attach to your letterhead and mail to: 
Huntington Chair Corporation, Huntington, W.Va. 
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McMahan Brothers 
Opens Large, New 


Furniture Center 


Lerge Sign . . . rises 50 feet over the building which has a desert atmos- 


phere on the outside featuring a tile mosaic entrance in Aztec design, 


complemented by cactus plants. 


@ ONE OF THE LARGEST stores in the United 
States designed and built for the exclusive sale and 
storage of office furniture was formally opened in 
February, by McMahan Brothers Desk Co., Inc., 
3131 South Figueroa St., Los Angeles, Calif. 

Modern design with interlacing Mexican motif 
characterizes the new structure which occupies 33,000 
square feet. 

New home of the 23-year-old Southern California 
business concern is a concrete tilt-up, constructed 
without partitions so that customers may see the en- 
tire display and warehouse area. In front of the 
store is tile mosaic with an Aztec design, comple- 
mented by cactus plants and a palm tree. Parking 
space is provided for 30 cars and there is a floor- 
level loading ramp permitting three trucks to load 
or unload simultaneously. The building was con- 
structed by Baingo Bros. and interiors are by Sandra 
Freulich. 

President Mike McMahan’s private office is dec- 
orated with pecky-cyprus panels and‘an adobe wall 
and open fireplace. A specially-woven wall-to-wall 
carpet of brown shades contributes to the out-of-door 
feeling, which has been successfully brought into 
this office. McMahan is one of the better-known 
sportsmen of Southern California and is co-author 
of the book, “Baja California.” He makes several 
trips there each year for hunting and fishing. His 
desk in Aztec design, with silver grillwork, the lamps 
and furnishings, all emphasize his hobby. 

Fifty feet in the air over the building is a 14 x 32 
foot neon sign which can be seen from the nearby 
Harbor Freeway. The general office is open to Fig- 
ueroa Boulevard by solid windows. The new store 
is built on the site of the historic Brant mansion, a 
former landmark of Los Angeles, and occupies al- 
most an acre of ground. 

Walls of the display floor are in concrete panels 
in various bright colors. In the general office are 
Bentson steel desks in mist-green colors to match 
the walls. McMahan’s desk was specially built for 
him by the Jasper Desk Company. A balcony over 
a portion of the warehouse area provides additional 
storage space and there is a lounge-room equipped 
with kitchen for use by the employees. 





President's Office designed for Mike McMahan reflects his interest 


in Lower California and the Mexican and ancient Aztec atmosphere. The 
natural fireplace is set in an adobe wall, and the remaining walls are of 
pecky-cyprus panels. 
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of the new building offers an unimpeded view 
of the interior including display and warehousing. Walls on the display 
floor are concrete panels in various bright colors 


Special Construction 
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BUSINESS WEEK and Newsweek — 


are carrying this NYGEN Tolex’ story to 
millions of office chair customers | 
| 

















DEALERS! 
PROFIT BY THIS 

DEMAND-BUILDING 
NATIONAL PROMOTION: 


dhs 
IDENTIFY IT— 


Manufacturers using NYGEN 
Tolex will provide you 
with free hang tags. 


=. 


MERCHANDISE IT— 


Use show room cards 
now available from 
Textileather or 
manufacturers 

to tie in with this 
advertising. 


<<. 


DEMONSTRATE IT-— 


Get samples 

and show the 
Nygen fabric 
backing that 
provides balanced 
stretch, balanced 
strength, for 
smoother tailoring, 
greater wear. 





The 





it 
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Allen Comeletes 50 Years 
with General Fireproofing 


On March.1, Claude W. Allen, former 
district manager and present assistant to 
Larry W. Miller, manager of G. F.’s 
dealer sales, completed 50 years of serv- 
ice with the General Fireproofing Com 
pany. 

Claude started with G. F. on March 
1, 1907 as a payroll clerk. Later he be- 
came a clerk with the factory superin- 
tendent, during which time, G. F.’s first 
stock, four-drawer steel files were built. 
He was transferred from the factory to 
the main office where he served as a clerk in the sales de- 
partment and later in the export department. 

In 1931 he was appointed manager of contract sales. Dur- 
ing the time he was manager of that department, he became 
acquainted with former president Harry S. Truman. Mr. Tru- 
man at the time was acting chairman of the Jackson County 
Court House, which was being equipped with G. F. furniture. 

In 1936, Claude was transferred to the dealer sales depart- 
ment as assistant manager. 

In 1947, he was selected as a member of the National Sta- 
tioners & Office Equipment Association troupe, which at 
tended all regional conventions of the NSOEA that year. In 
appreciation of Claude’s service to the NSOEA, he was pre- 
sented a certificate of merit. Since 1936, Claude has missed 
only one NSOEA national convention, and takes great pride 
in knowing personally a large number of G. F. dealers. 

In 1950, he was appointed a district manager, and served 
in ‘that capacity until 1955. During the times he was assistant 
manager of dealer sales and district manager, he traveled quite 
a bit. In fact, just recently, he was made a member of United 
Airlines 100,000-Mile Club. He is also a member of the Mid- 
west Travelers Club, the Northwest Travelers Club, and the 
Great Lakes Travelers Club. 

A son, Richard, is a salesman with Transylvania Printing 
Company, G. F.’s dealer in Lexington, Ky. 

Claude and his wife, Lela, who is also well known to many 
G. F. dealers, reside at 444 Catalina Ave., Youngstown, Ohio. 

Incidentally, Claude is the 11th G. F.’er to have completed 
50 years’ service. The others are Walter E. Forman, Sr., James 
E. McGraw, William D. Kelso, Leon B. McCarthy, James 
Reapsummer, Louis Virgallito, D. Earl Percival, Sr., Carl W. 
Andersgn, Tod H. Jayne, and Anna M. Schmutz. Of the 11, 
only Leon B. McCarthy and William D. Kelso have retired. 





Claude W. Allen 


Columbia Stee! Concentrates 
on Four Major Features 


Columbia Steel Equipment Co. is concentrating its produc 
tion and sales efforts on four major features in 1957. 

These features are color, vertical construction, the new Apex 
low cost tabulating card file and the Nine-to-Five line of mod 
ular office furniture. They are headline attractions at the shows 
where Columbia exhibits and the subject of both advertising 
and editorial copy throughout the new year 

Like Mark Twain’s comment on the weather, color has 
been talked about, dabbled in and, so far, inadequately pre 
sented. Columbia will introduce a full-line of mix-match sepa 
rates which will give dealers 72 practical combinations to 
appeal to both the conservative and liberal purchaser of office 
furniture and equipment. 

In the field of construction, Columbia is adding vertical 
members to its first line of filing cabinets which, added to its 
famous sky-scraper horizontal method of building, should 
make it far-and-away the sturdiest line available. 

The new low cost Apex tabulating card file is a tab card 
file serving this era of electronic calculating and processing, 
priced to satisfy modest budgets. The file comes in three 
heights: standard with 20 trays; counter with 14 trays; and 
desk with 10 trays. 
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First Machine from Clary's New Plant... 
Floyd Fletcher, as- 
sistant assembly  su- 
pervisor f the new 
>earcy Ark Clary 
Corp. plant shows the 
; first adding machine 
~ produced by the new 
division. The __ initial 
machine came off the 
assembly line 13 days 





after operations be- 
gan at the temporary 
plant. Construction is 
still underway on the 
permanent factory, 
and occupancy is set 
for mid-summer. 





Eagle Pencil Merchandises 
1957 Advertising Campaign 


The Eagle Pencil Co. has begun to merchandise its new 
1957 advertising campaign to present and prospective com- 
mercial customers. 

The 101-year-old company is mailing a complete merchan- 
dising kit which features the slogan “Eagle is on the move” 
and touches on all aspects of Eagle’s half-million dollar cam- 
paign for the current year. 

Ihe kit is intended to emphasize the unprecedented national 
and local advertising support which Eagle is giving to its deal- 
ers in 1957, according to David E. Price, vice president-mar- 
keting. 

Mr. Price pointed out that in the size of the budget, variety 
of media used, frequency of the advertising and all-over con- 
cept, Eagle’s new campaign represents a marked departure 
from previous advertising programs in the pencil making in- 
dustry. 

“Very simply, our problem is that everybody takes the 
wooden writing pencil for granted,” he said. “The pencil user 
rarely makes any distinction in quality. Our objective with 
this campaign, based on a good deal of consumer research 
and motivation study, is to build a brand awareness for Eagle 
quality brand pencils which has never really existed for any 
manufacturer in our industry.” 

Among the novel elements in the current campaign is an 
entirely new concept of space buying for Eagle’s consumer 
advertising in the Saturday Evening Post. Eagle ads dominate 
a Post spread through the purchase of a one-half page black 
and white ad for the Eagle Mirado pencil, and a one-column, 
two-color ad for the Eagle Verithin color pencil. The ads are 
placed on opposite ends of the facing page. 

Eagle is also in television, the first venture into this medium 
for any manufacturer in the industry. Using both animation 
and live action in its commercials, the company is experi- 
menting in test markets in Hartford, Conn., and Portland, 
Ore. via the CBS Spot TV Test program. 

Using radio for the first time this year, Eagle is employing 
20-second and one-minute spots for Mirado, its top selling 
brand, on four morning programs in the New York City area 
on a 52-week schedule. 

Other consumer advertising appears in 10 local Sunday 
supplements across the country. The consumer campaign is 
reinforced by a heavy schedule in trade and business publi- 
cations. 

Personnel Changes Made by Rosolio’s, Inc. 

The following personnel changes have been made by 
Rosolio’s, Inc., Savannah, Ga. office equipment business: Jack 
McAleer, Jr., has been promoted to the position of sales man- 
ager; Joe Rosolio has been named secretary-treasurer; and 
Herschel Ray has been named manager of the service depart- 
ment. The announcement was made by M. Fred Rosolio, 
president of the firm, and Charles M. Furchgott, vice-presi- 
dent. — EEG 
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Bankers Box moved into its new 
Chicags uburban plant recently and 
took 90 of the plant personnel with 
it. In recognition of this loyalty, the 
company invited the employees and their 


families to an open house and party 


Cole Steel President Predicts 
Increase in Equipment Needs 

Office equipment factories, throughout the United States 
expect a boom business this year, according to Cole Steel 
Equipment Co. Sales in the coming months may be the 
best in the company’s history, it was revealed. Last year was 
a record one for Cole Steel, with volume 35% ahead of the 
preceding year. 

S. T. Scheinman, president, said, “This marks the sixth 
straight year that Cole Steel has reported increased sales.” In 
commenting on the outlook for office equipment, Mr. Schein- 
man further stated that the demand for filing cabinets and 
desks is strong and, barring unforeseen developments, 1957 
should exceed last year’s sales by a wide margin. 

[he number of office workers in the country is increasing 
rapidly. The figure is now eight million and growing. More 
significant is their proportionate growth in the total labor 
force. Today, one out of every eight gainfully employed is an 
office worker of some category. 

If the present trend continues, and it appears to be acceler- 
ating, the ratio will soon become one out of six. This condi- 
tion means more clerical workers for whom desks and chairs 
must be provided, he said. 

Mr. Scheinman points out that the impact of electronics 
in the office has stimulated paper work volume. There is more 
paper processed today in business than ever before and we 
are only at the threshold of the automation age. The end prod- 
uct of automation in offices, will be more paper volume. Most 
of these papers end up in filing cabinets, transfer files and stor- 
age cabinets. The sale of files must increase just to keep pace 
with the growing paper volume, per employee. 


New Co-Ordinate Group 
Shown by Browne-Morse 


Newest concept in modular furniture has recently been re- 
leased by the Browne-Morse Co., to help celebrate its 50th 
anniversary. The new modern units, known as Co-ordinate 
Group, were on display at the NOFA convention in New 
Orleans 

According to Warren S. Horness, vice-president of the com- 
pany, demand for the furniture has exceeded all expectations. 

Co-ordinate Group has been specifically engineered to meet 
the functional requirements of today’s modern offices. The 
unique furniture offers unlimited combinations and features 
the Browne-Morse exclusive Plastite top “that can’t burn, chip, 
wear or mar.” 

The company, which has been producing fine office equip- 
ment for 50 years, has scientifically developed Co-ordinate 
Group of modular units as part of their new line of premium 
quality furniture for the competitive price field. 

Also featured in the Browne-Morse line are a new full- 
suspension Glider file and executive aluminum posture chair. 
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Standard Printing Co. Tops 
Brand Name Awards for '56 


From thousands of entries in the national Brand Name Re- 
tailer-of-the-Year competition, including 24 retail categories, 
Standard Printing Co., Inc., Fourth & Beauregard Sts., Alex- 
andria, La., has been selected top award winner in the Office 
Equipment and Stationery Stores category. 

The announcement was made by Henry E. Abt, President 
of Brand Names Foundation, Inc., 437 Fifth Ave., New York 
City, sponsors of the competition, who congratulated the store 
for its outstanding presentation of manufacturers’ advertised 
brands during 1956. 

In addition to Standard Printing Co., Inc., four office equip- 
ment and stationery stores were cited for their 1956 activities 
with Certificates of Distinction. They were George Stuart, Inc., 
113 E. Robinson Ave., Orlando, Fla.; Zac Smith Stationery 
Co. 2014 First Ave., Birmingham, Ala.; C. Loth, Inc., 120 E. 
8th St., Cincinnati, Ohio, and D. Waldner Co., Inc., 222 Old 
Country Rd., Mineola, N. Y. 

The awards, known as the “Oscars” of the retailing world, 
will be presented to these merchants during a dinner in their 
honor held at the Waldorf-Astoria on Friday, May 3. Attend- 
ing will be more than 1500 business and civic leaders, and 
the banquet will climax the national observance of Brand 
Names Week, April 28 - May 4. 

These firms are among 118 retail establishments that will 
be honored, with one plaque winner and a maximum of four 
Certificate of Distinction winners in each of the 24 competi- 
tion classifications. Wnners were chosen by a panel of judges 
composed of the top award winners in the previous competi- 
tion. 

Henry E. Abt, Foundation president, commented on the 
high quality of the entries submitted this year. 

“The challenges that retailing in general faced in 1956 were 
met with imagination and skill. Again this year, the great ad- 
vantage to the merchants, manufacturers and the public, alike, 
was reflected in the growth and continued success of their 
stores. 

“The contribution that these retailers make to our standard 
of living cannot be overestimated. Their continued efficiency 
and inventiveness in bringing the best to their customers have 
helped make possible our continued high level of prosperity.” 

The presentations of the winning retailers in all categories 
will be displayed at the Waldorf-Astoria May 1-3. 

The 118 winning merchants, their families and business as- 
sociates will be honored during a three-day celebration in New 
York City by civic officials, manufacturers, publications and 
trade associations. Major activities while in New York will 
include special parties hosted by the principal national maga- 
zines, the networks, leading manufacturers and one affair 
hosted by the newspapers of the cities in which the winning 
merchants are located. There will also be tours to points of 
special interest around New York City, visits to magazines, 
television studios, and advertising agencies. 
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ANNIVERSARY 
-]-O-N 
OFFICE EQUIPMENT 

Aanounces- 


An all-new-feature-packed Card Cabinet Line! 


eeeeweeteoeoeo eco eceao evo eoeveeeeeeeeeeeeeeeeenee 


The drawers coast 
in and out smoothly 
on nylon glides. 








Alive to the needs of office efficiency. Alert to the demand for 
*Patent a better way. Lifts card filing to a higher level of real utility. 
» Applied For 









Compare these great H-O-N improvements: 


I. Nylon glides for easier, smoother drawer action. 





2. Two position tilt-back follower*. Just trip the follower and it 
tilts back for immediate selection of any card. No longer is it 
necessary to “dig out” a card. 


B. Added card capacity. The tilt-back follower performs equally well 
on a completely loaded tray. 


4. Solid aluminum pulls, nice feel, attractive. 
&. Label holder slanted to meet the eye. 


G. Generous rubber feet are stable; hold in position. 





* 
7. Handsome enamel finish in a choice of grey, green, spruce and 


sandalwood. 


Two-position tilt-back follower 
permits fast access to all cards, 


&. Singles and doubles in 3 x §, 4x 6,5 x 8, 6 x 9. 


9. Self-stacking (also with most other makes.) 


Be among the leaders to win sales with this new and better line. 
Write today for details. 





Solid aluminum pulls with label 


holder slanted to meet the eye. THE H-O-N CO. MUSCATINE, IOWA 
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STANDARD runs ads 
like this one —in full color — 
every month in FORTUNE, 


and backs them up with a complete Promotional 
Program —to Produce Customers for YOU! 
Write us for Direct Information and 
the name of our Representative nearest you. 


Standard Furniture Co., Herkimer, N. Y. 





P 








The older we grow, the more we know. This is not only 
true of people, but of companies, too... for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANaMa-BEA VER 
File to Coast Cate 


Since 1896— ‘The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188. Third Ave., Brooklyn 17, N. Y. 
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advertising clinic 


by JACK BEDFOR 


advertising consultant 





Ad Space Contracts 
Can Save Dollars 


@ PROBLEM: An office equipment dealer writes: “My local 
newspaper has asked me to sign a space contract in which 
I agree to use a certain amount of space during the year. 
This contract gives me a better rate than the regular rate 
and the more I use the less I pay. 

“I hesitated to sign up for so much a ivertising because I 
do not know how good business will be and how much I 
will need to advertise. When I hesitated the salesman from 
the newspaper said that I was not bound to use the full amount 
of the space contract. If I use less, he said, I will be billed 
at the short rate. 

Can you give me any information about this type of space 
contract and give me some ideas about handling it?” 

SOLUTION: This type of space contract is typical of the 
agreements used by many newspapers. Usually these are 
informal contracts and, as the salesman says, you are not 
bound to use the full amount of the space mentioned in 
your contract. However, be sure that your contract is a simple 
agreement that “reserves” space and “guarantees” rates for 
your local newspaper advertising. 

Most of these space contracts work to the advantage of 
the office equipment dealer. In case there is a newsprint 
shortage, you will be guaranteed a certain amount of adver- 
tising space during the year. Or, in case the newspaper finds 
it necessary to increase its advertising rates during the term 
of your space contract, you will be protected during the time 
of your space contract at the rate agreed on. 


Here's How They Work 

Briefly, here is how most space contracts work: An office 
equipment dealer agrees to use a certain number of column 
inches of advertising during a year. On the basis of this quan- 
tity, the dealer is billed at the contract rate for the amount 
of space he uses each month. 

For instance, if the newspaper has the following rate 
schedule: $1.50 flat rate, $1.00 for over 1000 column inches, 
85c for over 2000 column inches, and 75c for over 5000 col- 
umn inches, the office equipment dealer is billed for the 
amount of space he uses at whichever of these rates he ac- 
cepts on his space contract. 

However, if at the end of the year the dealer has not used 
the full amount of his space contract, he is billed for the 
short rate. For example, if the dealer signed a contract for 
2000 column inches during a year, he is billed at the 85c 
rate each month for the amount used that month. At the 
end of the year, for instance, the dealer may have used only 
1800 column inches of advertising in his paper-——200 inches 
short of his space contract agreement. 


Dealers Billed for Space 

The newspaper would then bill this dealer for the short 
rate—15c per column inch used or $270 more than he had 
paid during the year. Thus, it is wise to keep a running record 
of space used to gain full benefit of the space contract. In this 
illustration, the office equipment dealer would have saved $100 
if he had used his full 2000 column inches—200 column inch- 
es at his regular contract rate would have cost him $170 
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Begin with this service... 


end with a sale! 


How Invincible kit and catalog 
make you an office planning 
expert overnight... 

for soaring sales 


and profits ! 








No training needed when you use the In- 
vincible office planning kit. It’s simple, easy 
and effective! First step — with kit survey 
folder you rough out prospect's office space, 
furniture and personnel needs, etc. 


In your own office you use plan graph provided to ? You take back your plan — visual proof of what 


lay out new furniture your prospect needs. Use Invincible furniture can do for your prospect's office 
upply of cut-outs, scaled exactly to all the various efficiency, beauty and productivity. He'll want the 
Invincible units, color-keyed to catalog departments furniture and can select it from this catalog of In- 
(desks, chairs, files, modular-design units, etc.) vincible’s remarkabiy complete line. 











a 
BUSINESS 
WEEK 








That's your foolproof follow-up to Invincible’s And those buying decisions will be all in your 
smash ad campaign — 4-color full-page ads in the favor! Multiple orders of Invincible’s complete 
top business publications — selling your service to modern line . . . furniture that guarantees real cus- 
the thousands who want that service and who make tomer satisfaction and extensive repeat business for 


the furniture buying decisions! * big years ahead in sales and profits! 


Put the Invincible office planning kit to work—right now—to tie in with Invincible 
advertising and let service help make your sales! Write for complete details today. 





Business engineered for better business living tevlncibte 


guards 
retailer 
profits — 
sells only 
to franchised 
invincible 
dealers 





INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
in Canada: A. R. Davey Company, Ltd., Factory Representative, 1163 Caledonia Road, Toronte 10, Canada 
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tor kead-at-2-Glance 
VISIBILITY 


Customers are asking for Barkley Plastic Tab Card 
Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x5,4x6,5-x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 






Write for 
illustrated 
literature. 


Serving 
Stationers 
Since 1921 














instead of the short rate of 1800 column inches at 1Sc extra 
— $270. 

In summary, here are a few basic rules to follow in sign- 

ing a space contract: (1) be sure the contract is informal and 
guarantees rates and space; (2) get the lowest possible rate 
in line with your advertising plans for the year; and (3) keep 
a running record of the space used to avoid a shortrate 
charge. 
@ PROBLEM: An office equipment dealer presents this inter- 
esting question: “It seems to me that the headlines of my ad- 
vertisements are all about the same. I’ve run out of ideas for 
something different that will attract attention of the readers 
of the newspaper, make them stop, and read my advertise- 
ments. 

“Can you give me some suggestions for headlines that will 

stop more readers?” 
SOLUTION: Many office equipment dealers feel that they 
need something new and different all the time for their ad- 
vertisements. They remember what they have done in the 
past, but do newspaper readers remember what your past 
headlines were? 

Tests have been conducted by national advertising organi- 
zations to test the effectiveness of advertisements that have 
been repeated. In many of these studies it has been shown 
that advertisements that have been repeated have been read 
better the second time than they were the first time they were 
published. 


Don't Overlook Repetition 

rhis is not designed to make it easy to slide out of an 

answer to this office equipment dealer’s question about new 

headline ideas. It is just restating an advertising truth that 

is often overlooked by dealers in thinking of their own ad- 
vertising. 

Here’s an idea for developing headlines that will give your 
advertising a different flavor. Twist a cliche. 

With this technique you can take a well-known saying and 
change one word. For instance, the expression, “Gentlemen 
prefer blondes,” could be twisted to “Gentlemen prefer 
brands.” The word that is changed should sound something 
like the regular word in the expression. 

Another old expression, “A stitch in time,” could be 
turned to “A switch in time,” for a headline for your busi 
ness that will be different and will attract attention. 

Make a list of cliches you know and see how easy it is 
to twist them around into a headline that will stop your read- 
ers, make them read your sales message, and act on the sug- 
gestions—buy from you. 
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ager for A. Pomerantz & Co., was, she said, very effective in 
the sale of Cross pens and sets. The focal point was the motion 
display of the large pen, airbrushed in gold. A selection of 
other appropriate Valentine gifts was also offered in the dis- 
play 
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Chatrs can be better... .. 
Business, too 





with THE ALL-NEW 


MODAN SERIES (5600) 


4 


5658-CB 5658-UB 


By 





5611-CB 5611-UB 
MOD ... from the ultra modern construction and com- 
fort of this new series. DAN . . . from the smart, eye- 


appeal of the sleek Danish design in walnut finish. Add 
the new colorfast, washable TRILOCK fabric or gros- 
point in combination with top-grain leather or Naugahyde 
and you have a new idea in business chairs . . . and 
new sales and profit opportunities. 





5610-UB 


UPHOLSTERED 
OR CANE BACK 
NTER-CHANGEABLE 






ALL FOAM RUBBER 


ALL CURVED PARTS STEAM UPHOLSTERY. 


BENT FROM SOLID WOOD. | 





5613-UB 


WALL SAVING 


BACK POST SATIN BRASS TILTING, 


CUSHIONED GLIDES 
AND FERRULES. 






5611-CB 





5614-UB 


\\ Again in '57 ... your best buy is BOLING 


Madi BOLING CHAIR COMPANY 


city, nortn carolina 
Chair Company 
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FELT TIP PENS! 





A Complete Line of 
Felt Tip Marking Tools... 


that will meet all the marking, drawing and la- 
belling requirements of every one of your custom- 
ers. There are Standard Flo-masters, Advanced 
Flo-masters, King Size Flo-masters... the newly 
introduced Cado-marker...and a complete line 
of inks, tips and cleaners. 


oo 














Manufactured ina 


Brand New Plant... 


at Carlstadt, N. J., by modern equipment and 
production methods that have permitted us to 
improve the quality and quantity of our product 
—to help you serve your customers better and 
faster than ever before. 


© 














© 


Uniform Packaging... 
Flo-master units are attractively packaged to 
permit effective display, better inventory control, 
quick identification and increased eye appeal. 











> 6.9 @ 





Supported by National 


Advertising... 


in leading publications throughout the year. Each 
ad keeps selling your customers and prospects 
on Flo-master’s complete line of quality felt tip 
marking equipment. And remember, each and 
every ad directs them to buy from the stationery 
dealer — sending customers to you! 














As marking importance progresses, more and more 
people are specifying Flo-master Felt-Tipped Pens 
— for lasting service and value. That’s another rea- 
son why Flo-master continues to be the preferred 
felt-tipped pen...why, year in and year out, it 
pays —and pays well — to sell Flo-master! 


Flo-master 


CUSHMAN & DENISON MFG. CO. 
Dept. T., 625 Eighth Avenue + New York 18, New York 
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A "LOST-SALE” Quiz 
Dejected Dexter 


Copyright 1955 William G. Damroth & Co. 


‘THE GLOOM-PEDDLING GOOSE”’ 


. always looks discouraged when calling after 
a turndown. 


He loses sales because eee 


a)... he can’t get past the receptionist 


b) ... his prospect doubts the value of his 
product 


c)...he is so discouraged he depresses 
the prospect 


You're right. Dexter (a) never got past the recep- 
tionist. She didn’t feel his call was important enough 
to bother her busy boss. 


Never let turndowns get you down. And more impor- 
tant, never show it. Turndowns are just part of this 
selling game. After all, you can't sell everyone on 
your first call. Always remember that next prospect 
holds a 50-50 chance of an order. So always step in 
and favorably impress the receptionist and you'll get 
that opportunity to also impress her boss. 
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LOOK what you get from EAGLE 














.. plus the biggest advertising campaign i in the industry (magazines, radio, Sandan supplements) ! 


Order the complete EAGLE line... your customers will! 















MODERN 
DESIGN 







Model No. 523 
Arm Revolving Chair 





OLD 
FASHIONED 
COMFORT 


Brings Customers Back 
Again and Again 


Model No. 521 
Arm Chair 


Here’s a pair that goes anywhere. And your customers 
will appreciate the executive look at a Jack Benny price. 


Gregson’s No. 520 Series has that modern day look plus 
old fashioned comfort that would please even grandpa. 
The solid Walnut Arm Swivel Chair and Companion Arm 
Chair are available in a wide range of colors, in Nauga- 
hyde or top grain leather. Deep coil springs and foam rub- 
ber, plus scuff plates and 2-inch ball bearing casters, add to 
the life of the chair, and to the comfort of your customers. 


Sell your customers comfort and beauty in office furni- 
ture at a price they can well afford . . . Gregson’s Arm 
Swivel Chair and Companion Arm Chair . . . the perfect 
pair, for any office. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chairs 
LIBERTY, NORTH CAROLINA 
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Appointments 


National Sales Chief for Nylo-Saran 


Charles Worthington has been appointed 
national sales manager of the Virginia 
Fibre Corp., producers of Nylo-Saran. 
For the past four years he was sales 
manager of the Saran Yarns Co., and 
before that he was with the American 
Viscose Corp. He is launching a new 
program “designed to expand the mer- 
chandising and distribution of Nylo- 
Saran and furniture covered in Nylo- 
Saran. 





Designer Takes Post with Monroe Calculating 


Richard Hollerith, Jr. has been added to 
the research and development staff of 
the Monroe Calculating Co. Mr. Hol- 
lerith, an industrial designer, was for- 
merly associated with Raymond Spillman 
Industrial Designers in New York. He 
has taught in the field also. In his pres- 
ent capacity, he wiil be concerned with 
the styling of Monroe products and with 
the complete “‘visual personality’’ of the 
company 





Steelcase Appoints Millar to Eastern Sales 


James Millar was named by Steelcase, 
Inc. to represent the firm in the eastern 
territory, according to a =recent an- 
nouncement. Mr. Millar was formerly 
sales manager of Knoll Associates. He 
will now direct Steelcase activities from 
the company’s new offices in New York 
City, co-ordinating dealer sales and as- 
sisting in the securing of contract work 
for the firm’s office furniture 





Kores Names Charmatz Vice-President 


M. G. Charmatz, formerly sales manager 
for the Kores Carbon Paper & Ribbon 
Mfg. Corp., has been elected vice-presi- 
dent by the board of directors. Mr 
Charmatz, who will continue to super 
vise Kores sales activities, has been as- 
sociated with the firm for the past eight 
years, starting as a salesman in 1949 





Heads Sheaffer Tool and Die Division 


John E. Montgomery, formerly chief tool 
engineer at Solar Aircraft in Des Moines, 
lowa, is now general manager of Sheaf- 
fer’s Tool and Die, a division of the 
W. A. Sheaffer Pen Co. He succeeds 
A. A. Zuber who was elected vice-presi- 
dent in charge of engineering 


George W. Bennett is the new sales man 
ager for Metal Products Engineering 
Inc., Los Angeles manufacturer of bank 

ing and office equipment. Mr. Bennett 
was formerly field director for the All 
Year Club of Southern California, and 
prior to that he worked for General M« 

tors in sales and advertising 





OA-5 /57 








0] 


Purc 
crafi 
man 
cabii 
the « 
But 

cabi 
Mor 
filing 
folde 


D.V 
disti 
Pend 
grati 


Noa 
now 


Equa 
perm 


Ox 
Gar 


OA- 











he 


57 


Oxford PENDAFLEX® saves time 


and space at GRUMMAN AIRCRAFT 


Purchase Order filing at Grumman Air- 
craft had grown until more than 200,000 
manila folders were crowded in 550 filing 
cabinet drawers, averaging 400 folders to 
the drawer 


But the obvious answer, “buy more filing 
cabinets,” was not the right answer. 


More cabinets would not eliminate basic 
filing troubles inherent in the conventional 
folders of the conventional system. 


D. Waldner Company, the local Pendaflex 
distributor installed the new Oxford 
Pendaflex Middle Digit system, with these 
gratifying results: 


No additional filing cabinets needed, either 
now or in the forseeable future. 


Equal and ample working space is now a 
cia inent feature in every drawer. 





OXFORD FILING SUPPLY CO., INC. 
Garden City St. Louis Chicago Los Angeles ! 


Frequent redistribution of folders to reac- 
tivate emptied drawers was eliminated. 
fotal floor space required was reduced 
from 1250 to 1150 square feet. 

Filing activity, which previously was con- 
centrated in the few cabinets holding the 
most recently issued series of numbers, is 
now dispersed equally among all cabinets. 
Wm. N. Robertson, Manager of Procure- 
ment for Grumman, writes “We have 
gained space, speed and accuracy. Oxford 
Pendaflex has exceeded the claims in your 
proposal.” 

Oxford Pendaflex Middle Digit is one of 
the NEW Oxford filing methods that have 
broken a 30-year inertia in filing progress. 
These new methods use modern Oxford 
Pendaflex hanging folders and will 
improve any filing department operation 
large or small. 


Note the “keyboard” level of 
the Pendaflex hanging folder 
tabs, assuring fast, accurate 
filing. 








THIS ADVERTISEMENT 
WILL APPEAR IN 


full page space 
Management Methods 
The Office 
Office Management 
Modern Office 
Procedures 
Office Executive 
third page space 
Business Week 
Dun’s Review 
Nation’s Business 
The Rotarian 








You'll be interested in reading 
filing case-histories that may 
help with your filing problem. 
Fill in and mail the coupon 
today. 





Pee ee Se eee See eqs 
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Oxford Filing Supply Co., Inc. 
7 Clinton Road, Garden City, N.Y. 


Send case-history of Grumman Aircraft Penda- 
flex installation, and details of Middle Digit, 
Integrated Name, and other NEW Oxford filing 
systems. 
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NG LINE 


OF STYLES and DESIGNS! 


WARMTH 
of wood has 
HOT 
Promotional Value 
when you feature 
Indiana Chairs ! 


Those who appreciate the glowing warmth 
of hand-rubbed hardwoods favor Indiana's 
complete all-wood selection. The No. 1452 
above is a good example, combining the 
warmth of wood with clean, efficient lines. 
All-wood or upholstered, Indiana chairs give 
your customers good value and good qual- 
ity in a long line of styles and designs to 
compliment any office. Chair specialists 
since 1929. Now, with a new two-story ware- 
house to expedite customer service. 


WRITE TODAY FOR 
CATALOG OF BEST SELLERS! 


a Chain Company 


JASPER, INDIANA 











_ 
Appointments 
Joe Ryan to Manage St. Louis Area for All-Steel 


Joe Ryan is now the district manager for 
the St. Louis territory of the All-Steel 
Equipment Co., according to an an- 
nouncement by J. H. Hartman, general 
sales manager. Mr. Ryan was a battalion 
commander in the European theater dur- 
ing World War II, and he has 12 years 
of selling experience as territorial man- 
agement and in sales management. 





‘vA 


New Production Chief for Labelon Tape 


Walter H. Vander Weel has been named 
production manager of the Labelon Tape 
Co., serving also as director of engineer- 
ing research. Mr. Vander Weel was for- 
merly with the Eastman Kodak company, 
and for the past six years he has been 
with Bell & Howell Co., first as head of 
the pilot emulsion lab and most recent- 
ly as superintendent of the emulsion 
melting and emulsion coating depart- 
ments. 


Joins D. Waldner Co. in New York 


Jerry Della Femina has joined the staff 
of D. Waldner Co., Inc., Mineola, N. Y. 
as co-ordinator of the firm’s expanded 
advertising program and assistant editor 
of a quarterly magazine, ‘’The Office Re- 
porter’’, now in the planning stage. Mr. 
Della Femina was formerly with Ruth- 
rauff and Ryan, advertising agency. 





David R. Smith of Longmeadow, Mass., 
has been appointed Chicago branch 
manager of National Blank Book Co., 
responsible for the processing and ship- 
ping to the Midwest. He will also be in 
charge of the new manufacturing facili- 
ties National is setting up in Chicago to 
produce school notebook fillers, begin 
ning the early part of June. 


Represents Graff in Midwest 


Fred Guyant is now midwest sales repre- 
sentative for the George B. Graff Co., 
handling the complete Graffco line. He 
works out of his home at 14 Edgewood 
Court, Decatur, Ill., and covers the 
states of Illinois, Michigan, Indiana, 
Kentucky, North Dakota, South Dakota, 
Nebraska, Kansas, Minnesota,  lowa, 
Missouri and Wisconsin 


To Represent Gary Safe in Midwest 


Van R. White has been appointed fac- 
tory sales representative for the Gary 
Safe Co. He will call on dealers in Illi- 
nois, Indiana, Michigan, Ohio, Pennsyl- 
vania and Kentucky. For the past seven 
years he has been salesman for the com- 
pany in the Southwest. 
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a ae SCOUT NO. 202 


What Is The Best Way To Sell 
More Stapling Equipment? 


Instruct each salesman to carry one or more ACE Staplers, 
a Staple Remover and a box of ACE Staples. Have them 
open every interview by placing this ACE Equipment /” 
the buyer’s hands! Let buyers SEE and FEEL and USE 
these sturdy, precision-built machines. Let them discover 
first-hand, how smoothly they work . . how quickly they 
reload . . how unfailingly ACE Staples penetrate up to 40 
sheets or more! ACE Equipment SELLS ITSELF. Just 
give it a chance. 





Each time, over the territory, carry different models. 
Most salesmen find this sequence works best: 


First trip .. ACELINER; ACE STAPLE REMOVER; ACELINER STAPLES 

Second trip .. ACE PILOT; ACE STAPLE REMOVER, PILOT STAPLES 

Third trip. . ACE CLIPPER; ACE SCOUT; ACE STAPLE REMOVER; 
ACE CLIPPER STAPLES. (This trip, concentrate upon 
Florists, Dry Cleaners, Grocers, and other stores. Sell 
the Clipper Stapling Pliers for wrapping and bagging 
and the Scout for office use.) 


ACE STAPLES 


en ae 

z — 
Acelime® 
Long experience with thousands of highly successful 
dealers proves that THIS is the ONE best way to sell 


more Stapling Equipment with greater profit for yourself 
and greater satisfaction for your customers. 


SOLD THROUGH DEALERS EXCLUSIVELY 


ACE STAPLE 
REMOVER 





IN CANADA: CANADIAN STAPLES LTD., 6705 UPPER LACHINE ROAD, MONTREAL 28 * 258 WALLACE AVE., TORONTO 
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gt in Meilink’s Great 


oe TREK-or-TREAT 
; as CONTEST 


The sale of any Meilink one, two or four hour safe 
earns you 10 bonus points—over and above the points 
earned for the value of the safe itself. Suppose you 
sell a C label safe costing $268.50. You earn 27 re gular 
points, plus 10 bonus points. (No bonus points award- 
ed on 1X and 2UB safes.) So go after your safe pros- 
pects! That’s the smart way to amass the most points 
and win first prize. And that second prize is nothing 
to be sneezed at either! 


Is: PRIZE ;.::, all-expenses-paid Trek for Two to Chicago during NSOEA 


Convention. Includes airplane or train transportation for winner and his wife both ways, hotel, 
meals, theater, night club and a generous amount of cash spending money. 


Band PRIZE. luxurious, glamorous, height-of-fashion mink stole— 


value $900. 


3rd thru Sth PRIZES Emerson Model 1254 portable TV set, 14 inch screen, 
built-in Phono-Jack with switch for dancing and listening. Value $148. 


6th thru 11th PRIZES Hart Schaffner & Marx Cattigara silk tropical suits of 
imported Italian Duppioni. Value $100. 

12th thru 17th PRIZES Choice of: Polaroid Highlander pocket size Land Camera, 
the picture-in-a-minute camera. Value $69.95. Or: Golden Fiesta king size automatic infra-red 
Rotisserie; takes 18 |b. turkey or 22 Ib. roast. Value $69.95. 


18th thru 117th PRIZES Handsome Zippo lighter embossed with Meilink gold 
safe crest. Value $5.00, 

Contest open to all Meilink dealers and their salesmen in 
continental United States. Contest runs through April, 
May and June. The sale of any Meilink product earns 
points. Complete details have been mailed to all Meilink 
dealers. If we missed you, write us at once. 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES 
BUSINESS MACHINE AND TYPEWRITER STANDS 


EILIN 
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Neen on the 


The board of directors of Victor-Mc- 
Caskey, Ltd., Canada, has announced the 
election of A. F. Bakewell as president. 
Mr. Bakewell will continue to serve as 
vice-president and general sales man- 
ager of the Victor Adding Machine Co., 
the parent organization. 

He was elected to this new position, 
an announcement said, because of the 
increasing importance of sales volume 
to expansion of the Victor Canadian 
A. F. Bakewell subsidiary. 

G. H. Turner, former vice-president of Victor-McCaskey, 
will continue as vice-president of the firm. 

At the same time, Victor announced that Syracuse, N. Y. 
has been selected as the site of a new branch office of the 
Victor Co. The office, located at 3509 James St., will be under 
the direction of William Wilkins, newly appointed branch 
manager. Mr. Wilkins was formerly a sales representative in 
Detroit, Mich. 

« 

Announcement has been made that Nathan Warshaw and 

his associates have assumed full control of the management of 





Nathan Warshaw Saul Warshaw Juan Oliver 


Warshaw Manufacturing Co., Inc., Brooklyn, N. Y. 

Top echelon of the firm includes Nathan Warshaw as presi- 
dent, Saul Warshaw as executive vice-president, and Juan 
Oliver and Sol Warshaw as vice-presidents. 

* 

Eversharp, Inc. has announced the 
recent election of Thomas J. Welsh to 
the board of directors of the firm and 
to the position of executive vice-presi- 
dent, succeeding Zyg Taube. 

Mr. Welsh was formerly vice-presi- 
dent in charge of sales for the Paper- 
mate Co., division of the Gillette Co. 

Mr. Taube continues as a member of 
the board of directors of Eversharp, and 4 
still serves as president of the Kimberly 
Corp., Eversharp’s subsidiary in Culver Thomas Welsh 
City, Calif. 

« 

Old Town Corp. has announced the election of three new 
directors of the firm. 

Lawrence Avanzino has been named vice-president and gen- 





Alfred Leubert Lawrence Avanzino 


eral sales manager as well as a director; Alfred O. P. Leubert 
has been elected vice-president and treasurer as well as direc- 
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| .C.Allen Business Machines, Inc. 
680 Front Avenue, N.W., Grand Rapids, Michigan 
l 
| 
| 
| 


Tees 
ar 


the shortest distance to the best line ;  ooness 


CITY ZONE STATE 


Please send dealer franchise information. 





NAME 











Here's how you profit 
when you feature 


fabric or carbon ribbon, 11” 
to 26" carriages, 21 two-color 
combinations be nh 


BIGGEST DISCOUNTS in the industry are yours and a bigger 
profit on every sale. Compare R. C. Allen discounts with any other 
business machine line. The figures speak for themselves... 





Typewriters 


Cash Registers ‘ 
COMPETITIVE PRICE is where the R. C. Allen line really proves 


itself. No inflated list prices that you know must be cut, but prices that 
eet or beat every business machine line you can find. 


The Model 355, electric 
4-departmental total cash 
register, issues receipts 
Other R. C. Allen models for 
every business 


MORE EXCLUSIVE FEATURES and they are really salesmaking 
features with R. C. Allen. On every R. C. Allen model there are exclusive, 
most-wanted features that competition can't offer. With these exclu- 
sives, you make the competition, not merely meet it when you feature 
10-Key Adding Machines R. C. Allen. 


The 10-Key electric adding 
machine with exclusive Memory 
and Recall keys that save time MODEST INVENTORY is another plus with the R. C. Allen line and 


by restoring without re-indexing. yet you have a business machine for every purpose. Don't load your 
Hand model also available. - 

inventory with different brand names. R. C. Allen covers the field and 
you keep your inventory costs down. 


FINEST QUALITY is a tradition in ihe R. C. Allen line. Compare 
R. C. Allen features from compact design to quiet operation. R. C. Allen 
is the measure of business machine quality. 

Full Keyboard Adding Machines 


Full Keyboard machine features 
visible dials and automatic 
totals. Prints clear signal with 
first item and subtraction in 
red. 6 to 13 column capacity. 


EXCLUSIVE FRANCHISES for the R. C. Allen full line or for any 
part of the line may be open in your area. Mail in the coupon at the top 
and take the shortest distance to the best line .. . the R. C. Allen line. 


R.C.Allen 


Business Machines, Inc. 


Safes and Insulated Files 
R. C. Allen offers a full line of 
fire and burglary safes and 
insulated files for every 
business need. 
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eY seev, 
COnwserien, "= CO. 


Any time and every time... 
the YELLOW BOX LINE is best! 


Time-tried.... quality-proved 
.». customer- preferred ! 


Oakville’s complete Yellow Box Line 
of paper-fastening devices simplifies 
your buying, streamlines your inven- 
tory, cuts your handling costs, saves 
you money! From one source — with 
one order — on one invoice you get the 
merchandise your customers want. 
One-stop buying — the Yellow Box 
way — builds sales and profits! 


Concentrate on the Yellow Box Line 
= the line that’s best for you! 


OAKVILLE COMPANY 


A division of SCOVILL 
OAKVILLE. CONNECTICUT 


New York ©* Philadelphia © Boston © Chicago ® San Francisco 
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tor, and James H. McGraw III, has been advanced to the post 
of secretary as well as director of the company. 

Mr. Avanzino joined Old Town as national account man- 
ager in 1953 and was appointed general sales manager in 1954. 
He was formerly with the Eberhard Faber Pencil Co. 

Mr. Leubert joined Old Town as controller in 1953 and was 
elected secretary and controller in 1954 and secretary and 
treasurer in 1956. He was formerly associated with J. K. 
Lasser & Co. Mr. McGraw has been on a training program 
with Old Town since his separation from the Air Force in 
1956. 

a 


K. M. Henderson, president of Ditto, 
Inc., announced that Scott Harrod, for- 
mer vice-president in charge of finance, 
research and manufacturing, has been 
elected to the firm’s board of directors 
and named to the newly established 
post of executive vice-president and gen- 
eral manager. 

His new post will encompass market- 
ing and Canadian operations. The crea 
tion of four top level operating com- 
mittees to deal with the functions of 
policy, sales, product development and finance was also re- 
ported by President Henderson. 

e 


Scott Harrod 


The directors of Dennison Mfg. Co. have elected John S. 
Keir as chairman of the board, a new office, and Dana C. 
Huntington as president. 

The directors also elected Robert N. Wallis, treasurer, as 
a vice-president. He will continue his duties as treasurer. 

Mr. Keir has been president of the company since 1952. He 
will continue as president of Dennison Mfg. Co. of Canada, 
Ltd, and of Dennison Co., the export branch. 

Mr. Huntington, who was executive vice-president, is also 
managing director of Dennison Mfg. Co., Ltd. of London. 

Directors elected at the meeting include James T. Dennison, 
Howard E. Gorton, John F. Grady, Philip B. Hamilton, Mr. 
Huntington, Mr. Keir and Mr. Wallis. 

° 


Three appointments have been announced by Theodore R 
Combs, sales manager, Harter Corp. 

G. Robert Anderson has taken the position as eastern divi- 
sional manager for the firm. He has been associated with the 
company for the past three years in the Los Angeles area. 
Prior to joining Harter, he served in a sales capacity with the 





v 


G. R. Anderson P. K. Jackson R. E. Campbell 


B. F. Goodrich Co. He will now be in charge of sales ac- 
tivities in 13 eastern states and will have his headquarters 
in New York City. 

Peter K. Jackson has joined the firm in the capacity of order 
service manager. Prior to joining Harter, he served five years 
with Sturgis Posture Chair Co. as service manager and as a 
salesman. 

Raymond E. Campbell is .now representing Harter in the 
states of Kansas, Missouri, Nebraska and part of Iowa. Before 
joining the firm, he traveled this area for five years for the 
Ansul Chemical Co. 

4 


Iwo additional sales representatives have been announced 
by Corry-Jamestown Mfg. Corp., makers of Steel Age office 
furniture. 

Larry Salter has joined the Steel Age branch office in De- 
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Here are 2 of Olivetti’s line of 14 machines sold by 
Olivetti Franchised Dealers. The Olivetti Lexikon office 
typewriter (above) turns out beautifully clean typing, 
with minimum typing effort, partly because of its unique 
“‘gentled”’ key action and its special ball-bearing carriage 
glide. The Lexikon Electric (below) provides all the 
advantages of fully electrified typing, plus special ad- 
vantages of its own, including a speed of 1200 strokes 
per minute, an unusual number of electrified operations, 
Automatic Decimal Tabulation at no extra cost, and an 
Automatic Shut-off that stops the motor when the ma- 
chine is idle for 60 seconds.!Available with carbon ribbon. 


olivetti 


The “good word” about Olivetti—the quality of its 
products, the high caliber of its dealers— has penetrated 
every corner of American business. This is due in part 
to a strong, consistent program of advertising in 16 
national magazines, including Business Week, Fortune, 
Newsweek and leading office management publications. 
Founded in 1908, the Olivetti enterprise is world-wide; 
employs 17,000 people; makes its products in 6 countries 
on 3 continents, sells them in 106 countries. An Olivetti 
franchised dealership may be open in your area. Write 
to Olivetti Corp. of America, 580 Fifth Ave., N. Y. 36. 
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No. C-91 1/2—Executive 
Posture Chair 


Available also in 
tight seat. 


*Shepherd casters optional 
at extra cost. 


No. 90 1/2—Executive 
Posture Chair 
Available also in 
loose seat. 


Designed by 
Norman Heckler Associates 


Sell your customers smart style, comfort, 
efficiency, as well as quality! 

These new designs in 4-way adjustable 
posture chairs are the greatest. 

SOLID WALNUT frames. . . fine 
foam-rubber seats, backs, arms... 
superb top grain leathers, supported 
plastics and fine durable fabrics. 


Write now for NEW catalog. 
Ad. mats available free. 


MONARCH 








HIGH POINT, NORTH CAROLINA 
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troit. Until recently he has been in retail sales in that city 
representing an office equipment dealer 
Fred De Blon joins the staff in the metropolitan New York 


a. 





G 
Larry Salter Fred DeBlon 


City branch office. He has been active in the field at both the 
retail and wholesale level for a number of years. 
° 

Ihe addition of three new representatives to the sales force 
was recently announced by the Reyburn Mfg. Co., Inc. 

James F. Creed, a former representative of the Bostitch Co., 
is now covering southern Ohio and Kentucky for the firm. 
He has headquarters at 205 E. Sixth St. in Cincinnati, Ohio. 

Sye B. Graham, formerly a commanding officer in the Air 





(id 


James Creed Sye Graham 


John Birch 


Force, is now covering northern New Jersey. His office is at 
1015 Chamber of Commerce Bldg., 24 Branford Pl., Newark, 
N. J. mee 

John B. Birch, also formerly of the U.S. Army, is now 
covering northwestern Ohio and the state of Michigan. He 
has headquarters with D. Frank Deneen at 308 Michigan 
Bldg., Detroit, Mich. 

cs 


Frank G. White, formerly accounting manager, western 
region of the office typewriter sales and service division of 
Royal McBee, has been named assistant to the vice-president, 
W. W. Pennels. 

Mr. White has been with Royal since 1948 when he joined 
the Los Angeles branch as cashier. He held his previous post 
as accounting manager since 1954. 

Another appointment by Mr. Pennels is that of Frank 
Schooley to the post of administrative assistant in the division. 





Frank White Frank Schooley 


Mr. Schooley joined Royal as assistant cashier at Denver in 
1950. He entered sales and most recently was administrative 
assistant to the western regional sales manager in 1955. 

Six managerial appointments were also announced within 
the division. C. W. Smith, formerly district manager at Spo- 
kane, Wash., has been named to manage the firm’s Portland, 
Ore., office. 

Succeeding Mr. Smith at Spokane is J. M. Fox, formerly 
district manager at Albuquerque, N.M. T. E. Byrd, formerly 
western regional service manager, has taken Mr. Fox’s place 
in Albuquerque. 

The former district manager at Long Beach, Calif., F. K. 
Pace, has been named district manager for Royal McBee’s 
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We hope so because he is another satisfied cus- 
tomer. The problem was, did he need a filing 
cabinet with a lock? Your assurance that a lock 
could be quickly and economically installed at 
any time in the future that he deemed it necessary 
clinched this sale. Wesco scored again with the 


customer and also pleased you, Mr. Dealer. No 
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WESCO—The Stamp of Quality in Office Equipment! 








Is this YOUR customer? 


longer do you have that inventory problem of 
how many filing cabinets to stock with locks and 
how many without. Wesco's new economical quickly 
installed lock mechanism is another of the famous 
Wesco “extras” that has made it the dealer's 
favorite moderate priced line. 

Write today for literature and prices. 


WESTERN MFG. Co 






AURORA. iLL- 


\“._ Aasteron 


MANUFACTURING COMPANY 


AURORA . 
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Step Up Envelope Profits 
With Justrite Specialties 








Tamperproof Safety Fold Envelopes is one of the 
Justrite specialties which will help you fill all of 


your customers’ envelope needs and open the 


doors to new accounts, too. 


These functional envelopes have multiple usage for 
banks, savings associations, and other businesses 
where bulky mail must be kept confidential. Tamper- 
proofs are available in flat and expansion styles 
and are furnished in a variety of sizes, from 41/2" x 
7p" to 12” x 18”, to take care of all mailing re- 
quirements. 


Extra heavy gumming on the flaps insure positive 
sealing and rugged brown kraft stock enables valu- 
able contents to be handled with complete safety 
in the mails. And Tamperproofs can be obtained at 
the factory with or without your customer's imprint. 
Other popular envelope products in Justrite’s com- 
plete line include Currency Gift Envelopes, Self 
Service Envelopes, Bank By Mail systems, Florist 
Envelopes, First Class Mailers, Zenith Bank Pass 
Book Jackets, Bankers Kraft Envelopes, and many, 
many more. 


Write either Justrite factory for Price List 5-6 and for 
more information on these and other items in 
Justrite’s full line of standard and specialty envelope 
products. 


TWO MODERN FACTORIES 


NORTHERN STATES ENVELOPE COMPANY, INC. 
300 East Fourth Street * Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MANUFACTURING CO., INC. 
523 Stewart Avenue, S.W. ° Atlanta, Georgia 


SOLD FOR RESALE ONLY 
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Denver branch. Mr. Pace’s successor at Long Beach is A. B. 
McKay, formerly a typewriter salesman in the Long Beach 
office. 

A new branch office was opened in Allentown, | 


See 


’a., with 
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C. W. Smith T. E. Byrd 





—— 
CP 


R. E. Burrell 


¢ 
4 


F. K. Pace 


A. B. McKay 


R. E. Burrell as the district manager. We was formerly east- 
ern regional sales training representative. 


. 
Vincent G. Bell, Jr., has been elected president of the Safe- 
guard Corp. 
Mr. Bell, who is a graduate mechanical engineer and has 
a reputation in the field of business management, will make 
his headquarters in the main office of the firm in Lansdale, Pa. 


* 

Stockholders of the Mercantile Paper Co., Inc., elected 
Irvin Gassenheimer, Jr., as president of the firm recently and 
Irvin Gassenheimer, Sr., as chairman of the board. 

The company is one of the oldest of its kind in Montgomery, 
Ala. It was founded in 1903 as a printing and stationery com- 
pany. In addition to being a complete stationery supply firm, 
the company operates a job printing plant and a complete of- 
fice furniture and equipment division. 

I. A. Gregorieff has been named co-ordinator of subsidiary 
operations for the international department of Underwood 
Corp. 

Mr. Gregorieff was formerly an international management 
consultant. He joined Underwood in 1956. In his new post, he 
will be responsible for liaison among the company’s subsidi- 
aries in Canada, England, Germany and France. 


* 

Stein Brothers Mfg. Co. has appointed Richard W. Young- 
strom of 2571 S. Wolff St., Denver 19, Colo., as representative 
in the Rocky Mountain territory. Mr. Youngstrom has served 
this area for the past eight years for the Carter Ink Co., later 
Mittag and Volger, Inc., and more recently as a manufac- 
turers’ representative. 

* 

C. H. Flinn has been named manager of the sales-order de- 
partment of A. M. Byers Co., Pittsburgh. Mr. Flinn succeeds 
L. G. Hubbell who died recently. 

He has been with the firm for the past 15 years and was 
most recently chief clerk and assistant manager of the sales- 
order department. 

< 

Blanchard Brothers & Lane, Inc., now is represented in the 
Chicago, Wisconsin and northern Illinois area by Stanley J. 
Levings of Chicago. John Ballum, who formerly covered New 
England, is now in Grand Rapids, Mich., covering Michigan, 
Indiana, Kentucky and Cincinnati and Dayton, Ohio. 

Edward C. Leman, presently covering New York State, 
Pennsylvania, Maryland and Washington, D.C. will now cover 
Ohio with the exception of Dayton and Cincinnati. 

. 
The Esterbrook Pen Co. has added two new salesmen to its 
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fone Office Chairs.” 


a ee FREE, this helpful 
Mine ti illustrated book, 
sone =| “How to Choose 


1200-SERIES CHAIRS 
MAKE IT A PLEASURE 





These are no ordinary 
chairs. Instead of the 
hard, unwelcoming 
Seats so often en- 
countered, Cramer 
1200-Series Chairs are 
deep foam-cushioned 
on seat and back. In 
many models for every 
need; lightweight, 
well-braced aluminum 
side and arm chairs 
which may be joined 
in rows or stacked 
and easily-adjusted 
matching swivel 
chairs, all with attrac- 
tive removable covers 
and all exceptionally 
low priced! 


Ask Your Cromer Denton [eed 


CRAMER POSTURE CHAIR CoO., INC. 
igmgOS Charlotte Kansas City G6, Mo 











AD MATS 


J 
L_j | 














N 





SELF-MAILERS 
INSERT FOLDERS 


OA—5 /57 


0A-57 


dite. THESE ADS, & 






EVERY OFFICE, SHOP AND 
INSTITUTION IN YOUR AREA 
IS A GOOD PROSPECT FOR 





1200 SERIES CHAIRS 


being advertised in Newsweek 
THE OFFICE 

MANAGEMENT METHODS 
MODERN OFFICE PROCEDURE 
OFFICE MANAGEMENT 


and other leading magazines 


Catch those prospects while the spark 
is hot; advertise in your papers, get 
1200 Series advertising in their 
hands by using the mails and by 

personal calls. SELL THEM on 
these low-cost modern line 1200 
Series Chairs, the most versatile 
line of chairs ever to carry the 
Cramer quality label! 





Ask us for as many of these folders 
as you will use; we'll be happy to 
provide them without charge. Both 


THESE FREE the self-mailers and the smaller 


folders have plenty of room for 


SELLING AIDS, 10 imprint space, and the 1-column 


by 3” and 2-column by 4” ad mats 


BUILD MORE have space for your name, address 
and prices if you wish to use 
them. But order this material 
Sale / NOW, please! 
: 


Cramer 


J > 3 ge Fah a ~ 88 ee 
1205 Charlotte, Kansas City 6, Missouri 
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“| Always 
Depend on 


UU, 


Prominent American Artist 





“An artist is an eraser’s severest critic. 
In my work I depend on Weldon Roberts Erasers. 
Their outstanding variety and versatility enable 
me to seleci exactly the size, shape and texture 
best suited to whatever art medium and technique 
I employ. Self-cleaning Weldon Roberts Erasers 
work smoother and faster than any others I have 
ever used.” 










For Your 
Erasing Requirements 
Drawing ° Writing ° Typing 


There’s a specifically-suited Weldon Roberts Eraser 
— backed by four generations of originality 
in design, quality in manufacture, world 
leadership. 
Write for our new booklet OA5, which illus- 
trates the entire Weldon Roberts line in 
actual sizes and colors, and for price list. 
ORDER your Weldon Roberts Erasers 
TODAY! 
WELDON ROBERTS RUBBER CO. 
365 Sixth Avenue Newark 7, N. J. 
World’s Foremost Eraser Specialists 


Eran wur 


Correct Mistakes in Any Language 














See 
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sales force. The men are John A. Landgren and James F, 
Furlong. 

Mr. Landgren has been assigned to cover a newly created 
territory in southern California, working with dealers in the 
Greater Los Angeles area, San Luis Obispo and Kern counties, 

Mr. Furlong has been named representative in most of 
North and South Carolina and in portions of Virginia, Ken- 
tucky, Tennessee, and West Virginia. Among the major Cities 
he will cover are Charleston, Columbia, Charlotte, Norfolk 
and Raleigh. 


Promotion of William Edward Holland to manager of the 
Boston, Mass. sales branch of the Clary Corp. has been an- 
nounced. Mr. Holland joined the staff in 1954 and has served 
in that office. 

Clary also announced that Walker W. Moore, operating the 
AAA Office Machines in Bryan, Tex., and Charles Johnson, 
operating Victoria Business Machines in Victoria, Tex., are 
now authorized Clary dealers. 

° 

William W. Porter, widely known authority on the export 
market, has joined the Friden Calculating Machine Co., Inc. 
as director of international marketing. 

During the past 11 years he has been an executive in the 
export sales department of an office equipment firm. 

* 

W. L. Pierson is now manager of the eastern area of the 
Stock Forms Co., division of Moore Business Forms, Inc. 

Mr. Pierson has been with Moore since 1949 as a salesman 
and then assistant area manager in New York City. 

* 

Venus Pen & Pencil Corp. has named Ed. F. Stockwell to 
the position of district manager of the New England area 
which encompasses Massachusetts, Maine, New Hampshire, 
Rhode Island, Connecticut and Vermont. 

For the past 13 years, Mr. Stockwell has been the com- 
pany’s representative in Maine, New Hampshire and part of 
Massachusetts. 

s 

F. J. O’Grady is now traveling Florida, Georgia, North and 
South Carolina for Northwest Leather Goods Co. J. W. Wat- 
son is covering the states of Kentucky, Tennessee, Alabama 
and Mississippi. 

* 

Mosier Safe Co. promoted two men in the Boston office re- 
cently. Ernest L. Parker was named northeastern regional 
director, succeeded as New England bank division manager 
by Larry W. Troy. 

Mr. Parker has been with the firm since 1925 and was 
named New England manager in 1950. Mr. Troy has been a 
member of the Boston sales staff for 18 months and was pre- 
viously with the company in Detroit and Washington D.C. 

a 

Robert K. Foulkes, sales representative for American Busi- 
ness Systems, has been appointed manager of ABS’ Pittsburgh 
office. 

Other appointments announced by S. Gaynor, president, 
include that of Frank Meunier as sales representative in the 
Hartford, Conn. office, and S. Zalesne in the Philadelphia area. 

e 

Minnesota Mining and Manufacturing Co. has revealed sev- 
eral changes in personnel and promotions recently. 

Ernest F. Bovermann has taken the post of general sales 
manager of the duplicating products division. He joined 3M 
in 1949 and became a member of the duplicating products divi- 
sion in 1952. 

Bob H. Fickett is now branch sales supervisor of the Dallas, 
Tex. branch, retail trades tape division. He joined 3M as a 
“Scotch” brand tape salesman in 1951. He moves his head- 
quarters from Fort Worth to Dallas. 

James F. Higgins has been promoted to region sales man- 
ager for 3M’s “Thermo-Fax” products in 23 eastern states. 
James C. Greene has been promoted to region sales manager 
for 25 western states. 

At the same time Robert C. Wells was promoted to sales 
supervisor for duplicating products in six west coast states. 

Mr. Higgins joined 3M in 1953 as a copying products sales- 
man and for the past year has been divisional government and 
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When a better Fibre Boar 
Transfer File is made, 
it will still be a 


Trademark 


Transfile 


Only TRANSFILE fibre board Files offer all these 
mportant features: 1 — Steel Reinforcement so all 
the weight of drawers and contents is supported on 
steel. 2 — Steel Front for longer life and front 
office appearance. 3 — Roller Bearing Drawer Sus 
pension makes drawers roll with ease of regular 


office files. 


No shelving is required. TRANSFILE Files with 
the exclusive Interlock can be stacked into rigid 
batteries as high and wide as required. Shipped 
KD they hold together easily and quickly. TRANS- 
FILE Files are the low cost, economical way to 


keep semi-active and inactive records. Write for our 





catalog today. 


13 sizes 
3 STYLES 








Also ‘‘GUIDE-O-FOLDER’’ — ‘‘GUIDE-O-FILE’’ — ‘‘GUIDE-O-TRAY’’ —— GUSSCO FILING SUPPLIES 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CA 
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industrial trades sales manager. Mr. Greene came to 3M asa 
printing products salesman in 1953. He had more recently 
been sales supervisor for the west coast. Mr. Wells, who joined 
the firm in 1951, was a salesman in the San Francisco branch, 

F. Karl Swenson, for 13 years office manager at the Buffalo, 
N.Y. sales office, has been appointed office manager of 3M’s 
Atlanta sales branch. Succeeding him in Buffalo is Albert A, 
Breller, who was formerly assistant office manager. 

J. Clarence Michelson’s promotion to the position of prod- 
ucts superintendent for copying paper was also announced by 
the company. Mr. Michelson has served in a number of office, 
laboratory, process control and production positions. 

Gilbert G. Nevius is the new pricing supervisor in the in- 
dustrial and retail trades tape divisions. Before being named 
to this newly created post, he was product manager in the 
retail trades tape division. He has been with the company 
since 1943. 

< 

Benoit W. Garneau, Jr., Fall River, Mass., has joined 
Scripto, Inc., as assistant in foreign sales promotion to W. 
Herman Berg, vice-president in charge of sales. 

Mr. Garneau has served with the United States State De- 
partment and was most recently in sales for apparel and tex- 
tile firms in the East. 

@ 

Three new division managers have been announced along 
with the establishment of a divisional sales organization for 
SoundScriber Corp. 





Jack Brower F. B. Butterfield J. B. Oyster 


SoundScriber’s eastern division has been assigned to F. Ells- 
worth Butterfield, former manager of the firm’s Washington 
D.C. branch. 

The midwestern division is now in the hands of John B. 
Oyster, formerly manager of branch sales in Cleveland, and on 
the west coast. Jack F. Brower has been appointed division 
manager. For the past five years he has managed the Sound- 
Scriber distributorship in Albuquerque, N.M. 





Jack Landis Assumes Sole Ownership 
Of Barrit Leather Furniture Co. 

Jack Landis has revealed that he is now sole owner of the 
Barrit Leather Furniture Co., formerly known as the Young 
Chair Co., manufacturers of upholstered leather furniture. 

The firm is located at the same address, 1000 Diamond St., 
Philadelphia 22, Pa. Mr. Landis said the original staff and 
crew is continuing to serve dealers as they did in the past. 





Allerton Joins Counseling Firm 

Rufus K. Allerton, Jr., formerly director of public relations 
of the Underwood Corporation, has joined the employee, com- 
munity, and public relations counseling firm of Martin Wright 
& Associates, Inc., of North Guilford, Conn. 

Mr. Allerton had been with Underwood for 20 years, ex- 
cept for four years service with the United States Army during 
World War II. He was named director of public relations for 
the company in 1953 and continued in that capacity since. 


Guest Book 


Pete Jackson of Harter Corporation, signed the Guest Book 
on March 15. He came to Chicago for one day on a special 
mission which was accomplished early enough for him to drive 
back to Sturgis, Mich., before the day was over. He has ideas 
of expansion in certain areas which should come to realization 
before the year is over. 
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is desired by 
V.I.P.s and 


fulfilled by 
this walnut group 


Every businessman wants his office to 
reflect his success. The Leopold Document 


Leopold Group is the prestige line that 


does this and more. Crafted from 
the sales-building Document warm, quiet wood, the Document combines 
timeless beauty and functional design. 
Desk It can build your sales just as it 
builds prestige for your customers. 
Write for brochure. 

















MEMBER: WOOD OFFICE FURNITURE INSTITUTE 





THE Egp0fad/ coursny 


BURLINGTON, IOWA 
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VW 
Mr. Dealer. . 


troduce to the dry cleaning industry 


. You can now in- 


in your area Royal’s great new and 
exclusive register form with 
JUMBO NUMBERS. Made to fit 
almost every make of autographic 
register, Royal's JUMBO NUMBER 
form makes identification of gar- 
ments easy — even at 15 feet.. 
provides absolute control over sales 
records. And .. . don’t forget that 
only Royal offers DEALERS the 
fastest service in the business — 
14 to 21 day shipment (often 10 
days!) for all continuous forms. 


ACTUAL SIZE OF 
JUMBO NUMBERS 


Please send me today complete information about the new Royal 








i 

1 JUMBO NUMBER register form as well as a copy of the latest 
| Royal Register catalog. 

! 

! ree eepatidndmenen sei nebdnan 

I 
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i ROYAL REGISTER CO. 
! NASHUA 1 BETTENDORF 

NEW HAMPSHIRE IOWA 
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Columbia Dealers Attend Sales Seminar... 








Columbia dealers attending February sales seminar pose with 
company officials at entrance to home office. Left to right, 


kneeling: Frank Puckett, Columbia advertising manager and 
assistant sales manager; Wm. Thayer, F.E.B., Hartford, Conn.; 
Jos. Trippi, F.E.B., New York City; Doug Stewart, F.E.B., Bos- 


ton; Neal McDonald, Service Office Supply, Detroit, Mich.; 
Jos. Walsh, Columbia representative, Findlay, O.; Milton Mer- 
glass, Service Office Supply, Detroit, Mich.; Martin Erlich, 
Chas. S. Nathan, New York City; standing, front row: Bob 
Kane, Columbia representative, Chicago, Ill.; Jim Pierson, 


Columbia home office; Donald Kluck, Service Office Supply, 
Detroit, Mich.; Dean Smith, Service Office Supply, Detroit, 
Mich.; Art Becker, Columbia representative, New York City; 
Earl Hanson, sales manager; Jack Emhardt, president; Herman 
Gessner, vice-president; Ben Benson, Chas. S. Nathan, New 
York City; Tom Newitt and Phil Trumppi, Midstate Office 
Supply, Indianapolis, Ind.; Art Benassi, St. Louis Typewriter 
Co., St. Louis, Mo.; standing, back row: Don Ristaino, L. E 
Muran Co., Boston, Mass.; Tom O’Reilly, O’Reilly Office Sup- 
ply, Fort Wayne, Ind.; Norm Sayres, F.E.B., Hartford, Conn.; 
George Jordan, Service Office Supply, Detroit, Mich.; George 
Little, Columbia home office; Charles LaFord, L. E. Muran Co., 
Boston, Mass.; Bill Woodruff, Fox-Jones Co., Washington, 
D.C.; and Jerry Moran, Midstate Office Supply, Indianapolis, 
Ind. 


Bulman Corp. Acquires Adjoining Site 
For Future Expansion of Plant 

To provide for future expansion, the Bulman Corp. has 
purchased approximately three acres of industrial property 
adjoining the present Bulman plant on Elizabeth Ave. N. W., 
in Grand Rapids, Mich. 

Seller of the property is Mr. Harold I. Braudy, who for 
many years operated the M. Braudy & Sons Scrap Iron on 
the site. The property includes frontage on Richmond Street 
from Elizabeth Avenue west to the Chesapeake & Ohio Rail- 
road tracks, and extends north to the Bulman factory parking 
lot. There are several steel storage sheds in addition to the 
Braudy one-story brick office on the southeast corner of 
Richmond and Elizabeth. 

Bulman has preliminary plans under way for a future two- 
story addition 100 x 500’ just east of the C&O tracks. Con- 
struction of the new factory building will be started by 1960, 
according to present plans in the company’s program of expan- 
sion. 

During the past two years the company has completed 
several additions to the present factory, increasing production 
capacity by 50%. The cutter division was set up as a separate 
corporation and is now operating as the E. O. Bulman Manu- 
facturing Co. Inc. in a new building on McReynolds Ave. N.W. 
Orville Bulman is president of the two corporations, and 
E. O. Bulman is chairman of the boards. F. W. Waltz is execu- 
tive vice-president of the paper cutter division. 





Chicago Desk Pad Co. Moves 

Chicago Desk Pad Co. has moved its sales offices and fac- 
tory from its Jefferson St. address to 4640 N. Oketo St., Chi- 
cago 3, Ill. It is now occupying a new building erected for 
the firm. 
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Write keeps in step with dealers’ needs 


Ever feel you’re getting left . . . that nothing’s 
right between you and the manufacturer who sells you his line? 
You can’t get him to hurry with stock you promised 
a customer. Or to give you special packing, or an imprint, or information 
that means a great deal to you. He won’t cooperate 
- ++ and you get shoved out of step in the profit parade. 
Maybe by other manufacturers ... not by WRITE! 


WE HELP YOU PUT YOUR BEST FOOT FORWARD 


WRITE knows that a dealer often needs more than stock. We take the time 
to think about your problems. We believe it’s 
good business to help our dealers stay efficient, obliging, up-to-date. 


Try our excellent line of carbon papers, 
typewriter ribbons, Typ-Rol type cleaner . . . try our service 


to dealers ... and see how we earn our good will. 


wri fe Ask us today for full information 


incorporated 420 LEXINGTON AVENUE, NEW YORK 17, N.Y. ¢ Factory: BRIDGEPORT 2, CONN. 
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are you cashing in 
on this BIG market? 





SUPPLY 








COMBINATION l] 


in 
































1 handle does 

the work of 2 ] p— | 
Siemon: | 
WARDROBE 


“Cyclops” swing-door cabinets 


Here’s a swing-door cabinet that is jammed full 
of features ...a cabinet that sells on sight. The 
only way for you to really appreciate its extraor- 
dinary value is for you to order a sample cabinet 
and see for yourself first hand why the Borroughs 
“Cyclops” is fast becoming the national favorite 
of all swing-door cabinets. This Borroughs value 
is another indication of .Borroughs’ knowledge of knowing 
what to produce to satisfy both dealer and customer. Order 
your sample cabinet today, and we'll bet a peck of apples 


that you'll add the “Cyclops” to your line. 


BORROUGHS MANUFACTURING CO. 


A Subsidiary of The 


3004 NORTH BURDICK ain KALAMAZOO, MICHIGAN 








a ety ; HE gece, a 
A giant typewriter advertises Robison’s office appliance busi- 
ness. The machine is an exact replica built by the Camden, 
N. J., dealer. Mounted on a roller bearing, it swivels to face 
oncoming traffic every time the vehicle stops. Mr. Robison’s, 
the manager, claims the mobile unit is ‘‘my best advertising 
medium.’’—-HJM 





Paper Products Panel Quizzed 
At Philadelphia Stationers Meeting 

A panel of experts occupied the “hot seat” at the March 21 
meeting of the Philadelphia Stationers Association held at the 
Essex Hotel. 

Dave Ward, D. L. Ward Co.; Wilson Whiting, Whiting- 
Patterson Co. and Jack Luff, Paper Merchants, Inc., headed a 
symposium dealing with “paper and paper products” and faced 
a firing line made up of three dealer members. 

Shooting the questions to the experts were Jack Pinkerton, 
Hoskins Co.; Bill Binnig, H. T. White Co., and Ed Eisenstein, 
Shanahan & Co., all of Philadelphia. The panel was quizzed 
on many of the problems faced by dealers in selling paper 
products. 

At times the session came close to boiling point as the 
evening progressed but it was heartily agreed by all those who 
participated in the symposium that a great deal of helpful in- 
formation was obtained by both the dealers and paper man- 
ufacturers and wholesalers present. 

President Irving Roth urged everyone to get behind the 
Association’s Second Annual Sales Rally which will be held 
on May 16. A full program is planned for that day which in- 
cludes several outstanding personalities in the industry and 
presentation of the “Dealer Salesman of the Year” award. 

A new innovation at the monthly meetings is a period al- 
lotted to a different manufacturer or representative each month 
for the purpose of introducing a product that is new to their 
particular line. National Blank Book Co. was given the floor at 
this meeting so that George Harscheid and Bill Lindenberger 
could tell the membership about National’s new “500” note- 
book. 

The need for participation by the Association in the Red 
Cross blood bank program was stressed by Tom Kelly. He 
told of several members who had been hospitalized in the past, 
and who could have benefited greatly had such a program been 
in effect. 

Next month, according to President Roth, the panel discus- 
sion would be given over to the lead pencil industry. Louis M. 
Brown, President of Eberhard Faber Pencil Co. as well as a 
representative of the Lead Pencil Manufacturers Association, 
is expected to be present to answer any questions and perhaps 
ask a few of the Association. A big turn-out was urged for 
this all-important meeting. 





Jordans Open in New Louisiana Location 

Jordan Stationers and Printers, Inc., featuring office equip- 
ment supplies and stationery, has held formal opening in its 
new location at 3001 Lee St., Alexandria, La. The firm is 
headed by Paul J. Jordan, president; Mrs. Edgar C. Jordan, 
Sr., vice-president; and Edgar C. Jordan, Jr., secretary-treas- 
urer and general manager. — EEG 
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Here’s VALUE... for VOLUME 








DO/MORE 
Chairs 


These two coordinated groups 
of personal office and compan- 
ion chairs are chalking up some 
exciting sales volume for 
Do/More dealers today! 

The smartest modern styling 
... the latest comfort features 
... plus big-value budget prices 1 
tell the selling story. And of 
course, that famous Do/More 
quality gives you a solid com- 
petitive advantage every time. 

Get the facts on Do/More— 
the most complete line of office 
chairs on the market—the wid- 
est selection of models and 
prices. 

Write DOMORE Chair 
Company, Inc., 2405 Sterling 
Ave., Elkhart, Indiana. 





Model 1565: Personal Office Chair, $78 retail* 





Model 1555: Personal Office Chair, $62 retail* 


Model 1515: Personal Office Chair, $54 retail* 


EXTRA-VALUE FEATURES 

@ Wall-saver legs 

@ Full box seat 

@ Molded plastic arm rests 


DE LUXE CUSTOM QUALITY 

@ Foam-padded seat 
© Reinforced welded steel frame 
@ Contour backrest — 





Model 1595: Companion Chair, $60 retail* 


Dye 





*Uphoistered in Du Pont Fabrilite. i 
Slightly higher in Naugohyde, | Model 1585: DeLuxe Companion Chair, $44 retail® 
Leather or smart Decorator Fabrics i lho evellable is nervow frome) 


Model 1581: Companion Chair, $31 retail* 
(Also available in narrow frame) 













GUIDES and FOLDERS | 


rr OPEN SHELF FILING 


DESIGNED TO FIT VARIOUS fsa pon 
SHELF FILING UNITS » a a 


HT 
INAL DIGIT, STRAIG 
Se SETICAL, OR ANY SPECIAL INDEXING. 
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AVAILABLE from STOCK 








HALF HEIGHT GUIDES 





= 


SINGLE OR DOUBLE FACED METAL TABS — 
FIVE SIZES—STRAIGHT OR ANGLE. INSERT- 
ABLE CELLULOID TABS ALSO AVAILABLE. 


ss 





Eo: Bae 


ee: 


VARIOUS TYPES AND STYLES OF 
LOCKING HOOKS ARE AVAILABLE. 
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Smead makes 

America’s most 

complete line of file folders 

Ya and index guides. 
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HASTINGS, MINNESOTA + LOGAN, OHIO 
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Sunny Side of the 
Golden State Travelers 


by the ‘‘Golden Dust Twins", 
George Frey, George Lazier 





William “Bill” Lindsey, West Coast Stationery & Printing 
Co. formerly lived in Frisco and has some vivid recollections 
of the 1906 earthquake and fire. He was living in the Mission 
district at the time and remembers how mad his father was 
when the National Guard dynamited their house, among oth- 
ers, in an effort to stop the fire. 

. 

Bob Paul, Bailey Stationery, does his skiing at Mammoth 
and reports there is only 9 feet of snow, compared to 25 feet 
a year ago. 

° 

Dick Parrella is one of the newest members of the Golden 
State Travelers Club and is with Maxie Spak & Associates, 

© 

Make your plans for the District 14 meeting being held at 
the Lafayette Hotel in Long Beach, on May 13 and 14. 

© 

rhe Annual Business Show at the Ambassador Hotel was 
another rousing success. Among the Travelers seen with some 
of the displays were, Harry Fuller (Globe-Wernicke), Bill 
Tonkin (Tiffany Stand Co.), Wayne Journigan (mfrs. rep.), 
Stan Breton and George Frey (Chas. R. Barry Co.), Henry 
Wisson (Art Steel Co.). 

Grimes Stassforth Staty Co., Southern California Stationers, 
Sam Yocum Equipment Co. had booths at the show. Some 
of the visitors came from out of town: Vernon Froid, Fuller’s, 
Santa Maria, and Dick King, San Pedro. Victorville and El 
Centro were also represented at the show. 

s 

Michael Reznik, Crown Office Supply in Hollywood is re- 

cuperating after a minor Operation. 
* 

Alexander Stationers, Hollywood, has just completed a re- 
modeling job that started last fall and was interrupted during 
the Christmas season. They have put in an entirely new front, 
together with new fixtures, which gives a very pleasing look 
and makes the entire store visible from the sidewalk and street. 

= 

Fred Hershon, Abbott Distributing Co., slipped in the bath- 
tub and broke his hand. Will all dealers please write their 
orders for him. 

« 

Irv Samuels and wife, Abbott Distributing Co., are taking a 
trip through the Caribbean, making stops at Havana and Ja- 
maica and ending up at New Orleans for the NOFA Conven- 
tion. 

* 

rhe Stationers Association of Southern California held the 
first monthly dinner meeting of 1957 at the Rodger Young 
Auditorium on Feb. 27. There were approximately 60 dealers 
and friends present and a few Travelers. President Jerry Hor- 
ton, Horton’s Stationery, Burbank, presided over the meeting. 
Ebeneezer Wallace, Jr., Southern California Stationers, gave 
the invocation. Verne Vallet, So. Calif. Stationers, reported 
on the professional stationery sales course. Herman Hirdler, 
Industrial Stationery & Printing, was chairman of the evening 
and introduced the speaker, Russell S. Bock, resident partner 
of Ernst & Ernst. Mr. Bock, a Certified Public Accountant, is 
author of many magazine articles on tax and accounting sub- 
jects, and of “Guidebook to California Taxes”, as well as a 
former instructor in tax accounting at USC and UCLA. 


Form Storch-Tepper Associates 

Arnold Storch and Arnold Tepper, manufacturers’ repre- 
sentatives, have announced their merger as Storch-Tepper As- 
sociates, 520 Fifth Ave., New York City. The firm has ware- 
house facilities and will cover the complete New England, 
New Jersey and New York areas. 
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N ow! no more black, messy, ink! 
_— 







Amazing Mew 


DIAGRAPHY. 


STENCIL DUPLICATING 
COMPOUND 


Goes on Light Green 
... prints BLACK— 


like magic! 


“Dri f’’ 
16-07. cons eadll NOW MAKES MIMEOGRAPHING 


THE Cheanest of 74 


DUPLICATING METHODS! 





® NO CHANGE NECESSARY 
in present equipment 


© CLEAN AND PLEASANT HERE IS THE MODERN chemical “‘miracle’”’ that 


Unlike black ink, it rinses off is revolutionizing the entire office duplicating field! 
easily with soap and water Amazing DIAGRAPHY Compound is clean, creamy, 
@ PRINTS CLEAR, SHARP COPIES— —_colorless (like-a-hand-lotion) fluid. Will not soil or stain 
will not offset, blur or fade 5 3 x 
hands or clothing—yet it prints sharp, clear, black 
@® WILL NEVER HARDEN CLOTH : : , 
PAD or Clog Drum copies. Works perfectly in any standard mimeograph 
duplicator. 


ORIGINAL “DIAGRAPHY 


STENCILS” acid free and es- DRAMATIC DEMONSTRATION KIT! 


pecially formulated for use 
with this process cost no 


male Gite eifes quod qual Lets your customers actually se DIAGRAPHY being 
Ry stencils — used — provides the “clincher” for many extra sales! 
Write for full details on this super-selling help. 













Special DIAGRAPHY Paper necessary in “DIAGRAPHY” is protected by patent ap- 
this process is manufactured exclusively by plications in the U.S.A. and foreign coun- 
these four leading American paper mills: tries throughout the world. 


HAMMERMILL, NEKOOSA-EDWARDS, MEAD 
and NORTHWEST PAPER COMPANY. 


Another Outstanding Product of 


THE PRINT-O-MATIC CoO., INC. 
724 W. WASHINGTON BLVD. ® CHICAGO 6, ILL 


Pioneers in New and Better Stencil Duplicating Products 
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PORTRAITS 


of Pypecion! 


The ultimate in 
COMFORT—QUALITY—DESIGN 
A Westin-Nielsen Chair Is Worth 
The Price It Commands . 
Worth it because The Custom-Fit 
Proportions make a man feel that 
this chair was built only for him 
(and it was.) 


No. 210 


The ultimate in modern styling ... METAL construction 
at its finest. 

Deep, molded foam rubber cushions provide luxurious 
seating. Smart, new TRILOK fabrics, top-grain leathers 
and Naugahyde offer a vast choice of combinations with 
beautiful enamel finishes to please the most discriminat- 
ing decorator. 


from the Nielsen Heritage... designers and manufacturers 
of office furniture for over thirty years. 


Westin - Nielsen 
TP CorRPORATION ae 
South Wabasha Street 
T PAUL 1, MINNESOTA ~ 


Le 



















Connecticut Valley Stationers Elect 
Richard J. Kilpatrick as President 


Setting a modern record for attendance, the Connecticut 
Valley Stationers Association held their 39th annual meeting 
at the Bond Hotel in Hartford on February 28. 

Unanimously elected president to carry on the traditions 
of the association, was Richard J. Kilpatrick, Hartford Office 
Supply Co., Inc., Hartford. 

He accepted the gavel from retiring president, Julian Shoor, 
Plimpton’s, Hartford. The remainder of the slate of newly 
elected officers is: Ist vice-president, Edward Yarick, Davis & 
Nye, Inc., Waterbury; 2nd vice-president, Kenneth Conklin, 
Springfield Office Supply Co., Springfield, Mass.; 3rd vice-presi- 
dent, Harold Bengston, Adkins Printing Company, New Brit- 
ain; 4th vice-president, George Burns, Bainbridge, Kimpton 
& Haupt, Inc.; treasurer, Everett Scanlan, Hartford Office 
Supply Co., Hartford; secretary, Charles Weldon, Plimpton’s, 
Hartford; and auditor, Garry Dell, Burt & Dell, Hartford. 

Garry Dell, acting as master of ceremonies, with the assist- 
ance of a long communication from Horace B. Van Dorn, 
Jos. Dixon Crucible Co., reviewed the events surrounding 
the formation of the association in 1918. The meeting paused 
in silence for a moment in recognition of several past presi- 
dents whose work on this sphere has ended. 

Voicing the appreciation of the whole membership for the 
efforts of these men who had contributed so much of their 
time and effort, Mr. Dell presented each of the past presidents 
present with a framed scroll. 

Those honored at the meeting included D. D. McDonald, 
Bradley & Scoville, Inc., Hartford, president in 1921-22; 
John Molloy, John F. Molloy Co., Meriden, 1923-24; Gustave 
Fischer, Gustave Fischer Co., Hartford, 1925; Elmer W. Pape, 
Adkins Printing Co., New Britain, 1926; Thure Bengston, Ad- 
kins Printing Co., 1934; Leo W. Burt, Burt Jeffers, Inc., Hart- 
ford, 1935-36; Sidney Challenger, Frank H. Fargo Co., Bridge- 
port, 1937; Otto Cavanaugh, Plimpton Mfg. Co., Hartford, 
1938; Stanley McGar, John F. Malloy Co., Meriden, 1939-40; 
Edward Granfield, The Edward Granfield Co., New Haven, 
1943-44; Garry Dell, Burt & Dell, Hartford, 1945; Raymond 
C. Scheppach, Scheppach & Goekler, New Haven, 1950; 
Charles B. Burt, Burt & Dell, Hartford, 1951; Charles W. 
Hennion, Jr., Mattatuck Stationery & Furniture Co., Water- 
bury, 1952; William G. Pape, Adkins Printing Co., New Brit- 
ain, 1953; Julian Shoor, Plimpton’s Inc., Hartford, 1956. 

Paul E. Burbank, NSOEA, gave the group some extremely 
interesting and timely food for thought. He expressed his 
belief that 1957 represents the greatest period of change ever 
encountered by this industry. If this industry is to serve ade- 
quately the 21,500,000 people who spend their time and labors 
in offices (32% of the working population) management must 
concern itself in the over-all breadth of concept of manage- 
ment responsibilities; and salesmanship must be developed to 
new heights to meet this greatest challenge of all times. 

He contended that salesmanship must be recognized as 
the force that motivates our economy. In speaking of sales- 
manship he opined that salesmen, to be worthy of their pro- 
fession, must be what he called the “Five I’s,” i.e.—informed, 
industrious, imaginative, irrepressible, and inspired. 

With a rising vote of thanks to retiring President Shoor 
for the vigor his efforts had instilled into the association, the 
group adjourned. 





Boston Stationers Hold ‘‘Sales Contest’’ 


The Boston Stationers’ Association met March 18, at the 
Smith House in Cambridge, Mass., with 52 members present. 

Thomas Groom IV, vice-president, was in charge of the 
program, and he presented a “sales contest” open to any sales- 
man in the industry. 

Each contestant chose his own product and was given 10 
minutes to “sell” it to the group assembled. Three contestants 
participated, and the winner was Sumner Israel of Blake & 
Rebhan Co. He received a $25 prize. Leonard Feinzig of 
Hammond Stationery received second prize of $15, and Robert 
Jacob of Oxford Filing Supply Co. took third prize of $10. 
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YOUR CUSTOMERS WILL BE ASKING ABOUT THIS 


ALMOST INVISIBLE GLASS WITHOUT GLARE 
NON-REFLECTIVE UNDER FLUORESCENT-INCANDESCENT OR NATURAL SUN LIGHT 


NEW 


TRU-SITE 
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Glass Tops 
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IS A PROFITABLE ARRAN 
ON TRU-SITE 
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WRITE FOR DETAIL 
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SILENT STEEL 
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THE STAND IN 
MOST DEMAND 


16 DIFFERENT MODELS 


years akon we dlosiqu 


There is a LUXCO Stand 
for every machine... True 
beauty with functional per- 
fection, styled to match 
the new modern ma- 
chines, LUXCO serves 
every requirement of to- 
day’s mechanized office. 


Model B200 














Model B500 


vse LUXCO stands for safe 
¢ solid « silent operation 


--emake the LUXCO 


the sensational valve in stands 


Exclusive with LUXCO ... 
all steel parts are insulated to give noise reduction proper- 
ties superior to any other construction. 


CUSHIONED GUIDE BARS AND RETAINERS .. . solid, silent 
footing for the machine. Cushioned top and bottom to 
absorb machine noise and vibration. 


ADHESIVE RETAINERS — CUSHIONED AND PLAIN 
quick positive positioning on any stand or any flat surface. 


A Complete 
Line of 


: ey ’ 
ai mm s Stands, Steel 
} Chairs and 
Stools and a Deluxe 
BADGER Personal File. 
inc. 


KING AT FRONT ST. LA CROSSE, WIS. 


Export Department, 25 Beaver St., New York 4, N.Y. 








(Copies of patents can be obtained from the Commis. 
sioner of Patents, Washington, D. C., for 25 cents each, 
Stamps and personal checks are not accepted.) 


Granted March 5, 1957 


2,783 565 Desk Calendar Construction. Frank Elliott, Jr., Creve Coeur, Mo, 
assig k er & Kennedy Co., St. Louis, N 
2 783 711 Stamp Hart Vance, St. Loui M 

2,783,741. Replaceable and Retractable Cartridge Type Ball Point Pen. Jerzy 


Marian Maczynsk St. Lambert, Quebec, Canada assignor t Northern Industrial 
Products, Hackensack, N. J 
2,783,829. Underseat Bookrack. Alfred C. Hove and Willian Lindberg, 
Grand Rapid Mich., assignors to American Seatir ng { Grand Rapid Mich 
2,783,935. Continuous Strip Envelope. Dave rcur, Pittsburgh, Pa 
2 763, 943. Record Card Controlled Adding Machines Ronald rdon Wildy, Ad- 
di ydor England, assignor to Power mas Accounting Machines, Ltd., 
"2. 784 048 Filing Cabinets. Pedro de Ormaetxe ind Felix M ’ anta Fe, 


Argentina 
Granted March 12, 1957 


2,784 522. Rotatably Mounted Book Hoider Bergman, New York, N. Y 


’ 


assignor t r tee! Co., Inc., New York, N. Y 

2,784 666. Voucher-Issuing Business Machines. Albert Klaar and Heinz Pusch- 
mann, Bielefeld 3ermany, assignors to Anker-Werke A. G., Bielefeld, Germany, 
Illustration 

2,784,699 Writing Implements. Craig R. Sheaffer, Fort Madison, lowa, as- 
signor to W. A heaffer Pen Co., Fort Madison, lowa 


2,784,719. Loose-Leaf Binders. Conrad J. Panfil, Milwaukee, Wi assignor to 
The Heinn Co., Milwaukee, Wis 

2,784,767. Control for Tilting Seat and Back of Posture Chairs. Gustaf A. 
Soderberg, Bridgeport, Conn., assignor by direct and mesne assignment of thirty- 




















2,786,412 2,786,478 2.796.630 
three and e-third percent to H. Mant Ahibera id thirty-three and one-third 
percent t egfried J. Ullman, Stratford, C Illustration 
2,784 769 Chair Construction. Walter M. Fisher, Sturg Mict assignor to 
turgis Px e Chair Co., Sturgis, Mich 


2,784 829. Typewriter or Like Machine Carriage Brake Mechanism. William H, 
Kupper, West Hartford, Conn., assignor to Royal McBee Corp. Illustration 


Granted March 19, 1957 


a 475 Type Aligning Gauges for Typewriters 
ad Itlustration. 
785 489 List Finders. Paul Lannert, New York, N. Y., assignor to Bessie E 
Pollock, New York, N. Y 
2,785,655. Eraser Holding Attachment for Pencils. Stephen R. Leathers, Chi- 


Herbert npsor Toronto, 


cago, Ill nd Leo P. Sharon, Menominee, Mich 

2,785.657. Adjustable Pencil Sharpener. Walter Wolfson, Brooklyn, N. Y 
Illustration 

Seb ~~ Record Sorting Mechanism. Frank Furman and Harold J. Kistner 
En 0 and Harold L. Read, Vestal, N. Y d ynors to International Busines 
Ma achines Corg New York, N. Y. IIustration 

2 TES 872. Universal Swivel. Richard C. Sacksteder, Elwood j., assignor to 
; »s Mfg. Corp., Elwood, Ind 

"2, 785 940. Cardboard Storage File. Donald Felton, Linc Nebr., assignor 
to The Kay-Dee )., Lincoln, Nebr. 
Granted March 26, 1957 

ee Indicating Means in Check Writers. Edwin G. We Rochester 
} r to Hall-Welter Co., Inc., Rochester, N. Y. Illustration 

2 786 412 Record Card Controlled Statistical Machines. Ronald Gordon Wildy 
Addiscor roydon, England, assignor to Powers-Samas Act ting Machines, 
Ltd ndon, England. Illustration. 

2,786 a0. Device for Holding Tabulating Cards on Visible Index Card Holders 
Wilheln ack, White Plains, N. Y., assignor t perry Rand Corp. Illustration. 
2, 786 510. Filament Tape Machine and Method. Ferdinand W Humphner, River 
F gnor to Mid-States Gummed Paper Co., Chicago, II! 


2 786 515. Chair and Tablet Arm Assembly. John H. Clarin, Oak Park, Ill 
a rin Mfg. Co., Chicago, II! 

2 786 630. Record-Controlled Statistical Machines. Donald Rudolf Lambert and 
Donald P nbert, Carshalton, England, assignors to Power as Accounting 
Machine t idon, England. I!lustration 
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a new design in office efficiency 


CLARIN & ; 
AUXILIARY OFFICE CHAIR with tablet writing arm 


Here’s a new, fast selling profit-making line. It’s e 2” foam rubber seat—Naugahyde, nylon 


a y . . spoint upholstery. 
the new CLARIN Commuter tablet arm folding chair Col 
6 e Wide choice of frame and upholstery 


that provides quick, comfortable seating and color combinations to match modern 
writing facilities at a moment’s notice. These chairs office decor. 

may be grouped in an office for informal discussions 

or placed in a conference room for a sales meeting OFFICE EQUIPMENT DEALERS. 

or training session. The tablet arm swings up and Send now for complete information! 
locks into position at a scientifically determined 
height for effortless writing or may be swung down 
alongside the chair when not required. The 
Commuter is also available without the tablet arm 
for instantly available seating requirements. Both 
chairs are guaranteed for 10 years! 


CLARIN MANUFACTURING COMPANY 
Dept. 33, 4640 West Harrison St., Chicago 44 


Please send me full information on the new Clarin Commuter 
auxiliary office chairs and the name of your representative. 


NAME 


COMPANY 


CLARIN MANUFACTURING COMPANY ADDRESS 
4640 West Harrison St., Chicago 44 CITY 
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FINE PRODUCTS FOR 
EVERY COPYING REQUIREMENT 





COPYHOLDERS 


THE NEW improved bats 


COPY-RIGHT 
COPYHOLDER 



















EXCLUSIVE FEATURES 


© 2-Lever Action... 
feather touch spacer 
moves copy up line or 
more ata time... vel- 
vet brake lowers copy. 


Patented Knee-Action 
Gripper, holds any 
weight copy securely. 
¢ Turned-Page Clamp, 
holds back finished 


pages. 
* Fastens firmly to any 
Typewriter, quickly and 
easily. 
—— 
"io Copy-Right is 
a ree ovailable in 6 





. sizes to take 
widths up to 
| 36 inches 


STAND-BY 

THE VERY BEST VALUE 
| IN COPYHOLDERS 

| The greatest value in any 
office device. 

Sturdy All-Metal Con- 
struction 


© Engineered to Last a 
Lifetime 

* Patented Knee-Action 
Grippers HoldAll Copy 
Securely 

e Rubber Feet Pre- 
vent “Creeping” 





© 3 Sizes; Regular, 
Accountants, Legal 


9 9 cc TANTS $11.95 $6.95 
oan renee § wwen-n §6©=>_:« FOR. REGULAR SIZE 





OTHER PRODUCTS 

e Carbon Papers of every description — typewriter 
— pencil — Hektograph. 

e Inked ribbons — SILK — NYLON — COTTON for 
every office machine. 

e Hektograph and Spirit Duplicating Supplies — 
Master Units. 

e Printed Master Units. 

HANDSOME MODERN PACKAGES « REALISTIC PRICES 

Please write for catalogue, price lists; SAMPLES 

and dealership or franchise information. 








5 Beem eens Rc ele Seek amen, | 


» : 
(fa nifacle 1773 


Copyholders — Duplicating Supplies — Carbons — Ribbons 
110 West 16th Street * New York 17. N.Y. * Cable: CURTYOUNG 





152 






Hercules Stands Serve School! ... 


' 





Hercules all-purpose business classroom stands, Modet 28-H- 
30, were recently installed in the high school commercial de- 
partment of the Northfield Public Schools, Northfield, Minn. 
Supt. John H. Longstreet (right) is pictured with Robert E. 
Fortier, Meilink representative who made that sale 





Transcription Supervisors Hold Eighth 
Little Business Show in New York 

More than 165 members and guests attended the eighth 
Little Business Show staged by the Transcription Supervisors 
Association of New York on March 18 at Schrafft’s 57th 
Street Restaurant in New York City. 

The entire second floor aside from the dining room was 
devoted to this year’s show at which 21 manufacturers fea- 
tured their newest office machines, equipment and supplies. 

The show was sponsored by the Transcription Supervisors 
Association, a nonprofit organization of business women office 
executives and supervisors of central stenographic, typing and 
transcribing departments to promote the practical, efficient and 
economical operation of central transcribing departments of 
business and professional organizations through the study of 
common problems and the pooling of information, ideas and 
experiences. 

At a brief meeting after dinner the following slate of offi- 
cers was placed in nomination: president, Loretta Spacek, 
American Tel. and Tel. Co.; Ist vice-president, Elizabeth 
Barry, Arthur, Dry & Dole; 2nd _ vice-president, Evelyn 
Swahlin, Frueauff, Burns, Farrell, Shanley & Johnsen; cor- 
responding secretary, Beatrice Barrett, National Industrial 
Conference Board; recording secretary, Margaret Cameron, 
Royal Typewriter Co.; treasurer, Edna Gallagher, Union 
Bag & Paper Corp.; and assistant treasurer, Mary Horgan, 
Cleary, Gottlieb, Friendly and Hamilton. The election of offi- 
cers will take place at the next regular meeting. 

Exhibitors at the show were: Addressograph-Multigraph 
Corp.; Vari-Typer Corp.; American Dictating Machine Com- 
pany Inc.; The Audograph Co.; Buckeye Ribbon & Carbon 
Co.; Copy-Craft Inc.; A. B. Dick Co. of New York Inc.; David- 
son Corp.; Dictaphone Corp.; Thomas A. Edison Inc.; Gregg 
Publishing Division, McGraw-Hill Book Co. Inc.; The Haloid 
Co.; International Business Machines Corp.; Kee Lox Manu- 
facturing Company; Old Town Corp.; Recordak Corp.;Rem- 
ington Rand, Division of Sperry Rand Corp.; Royal Type- 
writer Company; Smith-Corona Inc.; Thermo-Fax Sales Inc.; 
Thomas Collators Inc.; Underwood Corporation. 


Briefcase, Inc. Moves Factory, Offices 

Briefcase, Inc., Chicago manufacturer of brief cases, brief 
bags and related products, has moved its general offices and 
factory from 105 S. Jefferson to 9-11 N. Jefferson St. More 
space is available in the new location, affording an increase 
in production. 


OA-—5 /57 










Paill 
Dave 
meet 
prog 
In t 
vice- 
divis 


Nev 
J. G 


Ba 
speal 
Nati 

M: 
row,’ 
dent. 
new 
proce 

He 
plans 
ings. 
facili 
build 

He 
so he 
peop! 
lighti 
indiv. 
step | 
ment 

Th 
pre-p 
facto: 

A 
desig! 
Carr 
good 
porta 
takin; 

He 
at the 
other 
comb 


Stati 
An 
York, 
Marc! 
held ; 
Comr 
wishe 
The 
Octot 
discus 
those 
unres: 
He 
in adc 
after 


OA- 








aeTnm &™ 


Sa 


n 


1 


id 


id 


re 





Garroway Kicks Off Hermes Sales Meet... 





makers of the Hermes typewriter, had 
1957 sales 
jional managers. Mr. Garroway told them of his 
f the forthcoming Hermes advertising campaign. 
with him are, left, Hans Stauder, executive 
f Paillard, and right, John M. Cooper, Hermes 


Paillard Products, Inc., 
Dave Gorroway as the kick off speaker of the 
meeting for re 
program and 
In the picture 
vice-president 


division sales manager 


New York NOFA Chapter Hears 
J. Gordon Carr on Interior Design 

J. Gordon Carr of J. Gordon Carr Associates was the guest 
speaker at the March meeting of the New York chapter of the 
National Office Furniture Association. 

Mr. Carr, whose subject was “Modern Furniture of Tomor- 
row,” was introduced by Robert B. Gibby, Desks Inc., presi- 
dent. The speaker took his visitors on a verbal tour of the 
new Sacony Building in New York City, presenting the entire 
procedure from the planning stage to the finished building. 

He told the NOFA members that in designing a building, 
plans are made around certain factors not related to furnish- 
ings. Some of these are budget, materials, space, construction, 
facilities for space, and building codes which control how the 
building takes shape. 

He said the designer-architect gets into the picture early 
so he can help mold the basic building to fit the need of the 
people who will work inside. Consideration is given to ceilings, 
lighting, space arrangements, and various underfloor ducts. The 
individual needs are considered and planned for, then the next 
step is installation of electrical outlets, air conditioning equip- 
ment, lighting and acoustical equipment. 

The next stage is decorating and furnishing according to 
pre-planning. Size of furniture and equipment is an important 
factor in space saving, he said. 

A good interior designer is always looking for outstanding 
as good construction in office furniture, Mr. 
Carr declared, but will not sacrifice good construction to get 
good design, although design is becoming more and more im- 
portant and furniture has to keep pace with changes that are 
taking place 

He pointed out that furniture design should be simple and 
at the same time flexible so as to be used in combination with 
other pieces. He went on to discuss new finishes, colors and 
combinations, ceramics and use of metals in the near future. 


design as well 


Stationers 12:30 Club Meets 

An ovation was tendered Jesse S. Libien, Libien Press, New 
York, on the occasion of his 25th wedding anniversary, at the 
March 25 meeting of the Stationers 12:30 Club of New York, 
held at Rosoff’s Restaurant in New York. President Harry Sills, 
Commercial Stationery Co., New York, extended the best 
wishes of the membership to Jesse and Mrs. Libien. 

[he Eastern Commercial Stationery Show scheduled for 
October 26-29, in the New York Trade Show Building, was 
discussed by Herb Grayson, Ace Fastener Co., who reminded 
those present that some of the exhibit booths were as yet 
unreserved 

He urged that an effort be made to insure a 100% sell-out, 
in addition to a big turn-out by the dealers. The meeting ended 


after a general discussion of old and new business. 
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the CASE 


for Bigger Sales 
is made by... 











THE ‘NEW CONCEPT’ DESIGN 
GROUP 1000 SERIES 
SECTIONAL CASES 








We proudly present a masterpiece in the fine art 
of cabinet-making... truly worthy of HALE’S fifty 
year heritage for making “the best in wood.” 
Magnificently conceived by award-winning Indus- 
trial Designer, Ken White, the “NEW CONCEPT” 
DESIGN GROUP — 1000 Series fills the need for 
sectional cases flexible enough to serve the 
“modern-minded” interior in a multiple of ways. 


With the many models available, various combinations of vertical and horizontal 
groupings are limited only by the imagination. All cases are of genuine walnut with 
colored interiors. Bottom sections are available with glass or wood doors. Write today 
for the “NEW CONCEPT” Design group HALE Catalog! 


HALE 


INDUSTRIES, ine. 


Division of F. E. Hake, MFG. CO. 


_* Herkimer, New York 





1907-1957 
GOLDEN 
ANNIVERSARY 

YEAR 
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Profitable CAS E 


histories 
Start with... 














For over 50 years, distinguished offices and home studies have relied on Hale for the 
finest wood sectional and solid end cases. Hale’s fame is three-fold—skill in crafts- 
manship, beauty of design, dependability and flexibility in use. A wide range of styles 
and models covers every need, be the decor traditional or contemporary. 


THE CONVENTIONAL DESIGN Case No. 817 A modern version of the popular receding 
door bookcase. Two, three and four section units add a smart decorative note to any 
office. Sections may be added as needed, always perfectly matched. Receding doors 
are dustproof, non-binding, noiseless. In rift oak, genuine walnut, imitation walnut 
or imitation mahogany. The “800 Line” of Hale Sectionals will inter-member with 
GLOBE-WERNICKE units of the same style, stock numbers and finishes 

Write today for catalogs on our Traditional and New Concept Design Line. 





/ 





1907-1957 
GOLDEN 
ANNIVERSARY 

YEAR 





INDUSTRIES, ine. 





Division of F. E. & MFG. CO. 


a Herkimer, New York e 
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Underwood Discusses Merger 


A possible merger has been discussed for Underwood Corp., 
and National Cash Register Co., two of the nation’s top six 
companies in the office equipment field. 

Fred M. Farwell, Underwood president and chief executive 
officer, confirmed talks between the two firms. 

He issued the following brief statement: “Underwood Corp. 
and National Cash Register Co. are exploring the possibility 
of an association of interests which will require future study 
of many matters.” 

National Cash Register, with assets totaling more than 
$188,000,000, ranks as the world’s largest manufacturer of 
cash registers. It also produces accounting and bookkeeping 
machines, as well as other office equipment. 

Underwood, incorporated in 1910, is the second largest 
maker of typewriters and produces other equipment ranging 
from billing machines and carbon paper to electronic com- 
puters selling for $350,000 apiece. 





3-M Contest Judges Named 

Four editors of leading stationery journals will meet late 
in June this year to select the winning stationer in Minnesota 
Mining & Manufacturing Co.’s “Scotch” brand tape stationer 
merchandising contest. 





Rose Cushman W. S. Lennartson 





George A. Tice Robert Schranck 


Top prize in the 90-day event, which began March 1, will 
be a three-day expense-paid vacation during August at a 
northern Minnesota resort for three members — and their 
wives — of the winning firm. 

The judges are Rose Cushman, editor, the National Sta- 
tioner; Walter S. Lennartson, editorial director, OFFICE AP- 
PLIANCES; Robert Schranck, editor, The Modern Stationer; 
and George A. Tice, managing editor, Geyer’s Dealer Topics. 





Seng Co. Expands Facilities 

Expansion of its facilities to provide more room for offices 
and finished goods storage, thereby freeing space for manu- 
facturing use, has been completed by The Seng Company, 
1450 N. Dayton St., Chicago, Francis A. Seng, company 
president, has announced. 

The company on March 15 began occupying a building it 
recently purchased at 1458 N. Fremont street, directly across 
the street from the square city block that has been its manu- 
facturing and administrative headquarters for more than half 
a century. 

“The increasing demands on us for greater production of 
metal devices for furniture require that we divert as much 
prime manufacturing space as possible to enlarging our out- 
put”, Mr. Seng said. “Purchase of the Fremont street prop- 
erty gives us needed storage space as well as additional rail- 
road and motor truck loading platforms”, he added. 
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it all adds up to a 


low cost high quality 
product...the 


new Regna itemizing cash register 


a cash register, 
adding machine 
and simplified 
bookkeeping 
machine 

ALL IN ONE 
STREAMLINED UNIT! 


IN CANADA: Regna Cash Registers of Canada Ltd., 704 Notre 
Dame St. W., Montreal, Que., and Business Equipment Machines, 
489-R King St. W., Toronto, Gnt. 


OUTSIDE CONTINENTAL U.S.: Jorgen S. Lien, Box 507, Bergen, 
Norway. 
Complete stock of Regna parts available throughout the U.S, 


/ 


Recon, 


ee 


Regna Cash Registers, Inc. 
175 Fifth Avenue, New York 10, N. Y. 


Gentlemen: 
Please send more information on the new Regna itemizing Cash 
Register and outline advantages of becoming a Regna dealer. 








Equip the Office... 


Then the Plant... 


with profitable drafting 
room furniture by ANCO! 


ANCO helps the Dealer 3 ways... 


1. PROVEN QUALITY PRODUCTS 
Nationally advertised, thousands of ANCO 
tables in constant use at foremost draft- 
ing rooms. 

2. GREATER PROFITS 
Dealer buys direct from ANCO. ANCO 
sells thru dealers only. 

5. DELIVERY 


Enlarged production capacity assures de- 
livery when needed. 








DELUXE FOUR POST TABLES 


Millions of hours of use and frequent re- 
orders by the nation’s largest industries at- 
test to the superior quality of ANCO design, 
materials and craftsmanship. 

SIZES FROM 38” x 60” THRU 44” x 84” 









1m, REG. 
BILT-RITE PEDESTAL TABLES 
The finest pedestal type tables made, faster 
selling and more profitable. Many unique and 
special features. 

SIZES FROM 23” x 31” THRU 44” x 72” 


For FREE Literature and Prices 
address DEPT. AO 


ANCO WOOD SPECIALTIES, INC. 


71-08 80th STREET, GLENDALE 27, N. Y. 
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“Gifts for the Gradu- 
ate” . were fea- 
tured with success by 
Kendrick-Bellamy in 
Denver. The gradu- 
ation gift promotion 
is becoming a_ very 
important one, the 
store officials re- 
ported, because of 
the increasing num- 
ber of studentsin 
schools today 


aid 
Kendrick-Bellamy Featured Gifts 
For June Graduates in Window 


One of the most effective windows for building sales last 
year was this “Gifts for the Graduate” display designed by 
H. E. “Woody” Woodend, display manager of Kendrick- 
Bellamy Co., Denver, Colo. 

As shown, the display was topped by a large sign and fea- 
tured leather goods as suggestions for the graduate. These 
included memo books, albums, scrapbooks, brief cases, brief 
bags, pocket secretaries, tie cases, picture frames and attractive 
Cordovan leather book ends which proved very popular. 

The store implemented the operation with congratulatory 
letters to all local high school and college graduates. The pro- 
motion was planned and executed well before the actual grad- 
uation time. 

Mr. Woodend pointed out that with school enroilment on 
the increase in every community, the graduation promotion 
has developed into a “big business” in sales.—RAI 





Seng President Reports 
On European Furniture Industry 


Advanced styling, improving manufacturing methods and 
an aggressive new spirit in marketing and merchandising are 
strengthening the whole structure of the European furniture 
industry, Francis A. Seng, president of The Seng Co., Chi- 
cago, said on his return March | from a visit to England and 
the continent. 

“In London, Stockholm, Copenhagen and western Germany, 
the clean lines and functional design that have been encour- 
aged by the Scandinavian influence are creating a new in- 
terest in furniture,” he reported. “Manufacturers and retailers 
are responding quickly to the awakened attention of con- 
sumers and are consequently doing very well,” Mr. Seng con- 
tinued. 

Pointing out that dual-purpose furniture has become ex- 
tremely popular due to the chronic housing shortage and the 
severe restrictions on new domestic building, he said that 
modernized furniture stores are displaying wide varieties and 
large quantities of these pieces and moving them rapidly. 





H. S. Bown Company to Remodel 


The H. S. Bown Co., office furniture and equipment dealer 
in Jersey City, N. J., has entered into an extensive remodel- 
ing program. 

H. S. Bown, president, states his objective as “securing the 
most effective arrangement for maximum operating efficiency, 
customer convenience, special utility, dramatic display and an 
over-all improvement of the store’s appearance.” 

The firm has retained Ken White Associates to direct the 
remodeling program. Plans call for an increase in glamour to 
be accomplished by dramatic lighting treatment, dynamic color 
co-ordination, and extensive use of high fashion plastic di- 
viders and translucent screens. 
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NATIONALLY ADVERTISED 


AT ONLY $ QQ’ 


IT’S THE BIGGEST 
NEWS IN STAPLERS! 


NEW “FEATHER TOUCHY” 


Swingline: 66 


F Pa 
| » = 





EXCLUSIVE “OPEN CHANNEL,” for 
easiest possible loading. Both models 
supplied with non-slip rubber gasket. 





SWINGLINE 66P, foot pedal model, 
priced for big volume selling at 


only $357> 


*Slightly higher in the West 
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ELECTRIC STAPLER 


Wherever staplers are used, you have a hot prospect for 
one or more of these amazing new electric staplers. The 
SWINGLINE 66... priced at just $29.75...delivers 
unbelievable performance to your customers. Staples up 
to 40 sheets at once. Holds up to 210 staples. 


A free ten-day trial will convince your customers. ..make 
a profitable sale for you. So get set...stock up now on 
SWINGLINE 66... and cash in on SWINGLINE’S 

national advertising in BUSINESS WEEK, 

The NEW YORKER and other publications. 


. * ® 
Swinglne: INC., Long Island City 1, New York 


World’s Largest Manufacturers of Staplers 
for Home and Office 


A few satisfied users: 

e Airline Ticket offices 2 bas = . - ~ 

® Binderies ¥ 1 3 a he  — 

@ General Business . <——_ x Pe —_ 7 
.¢ . - 





offices 
® Shipping Departments - 
@ Mailing Houses . 24 OFFICE STAPLER * Tot “SO” POCKET STAPLER * 2227 OFFICE STAPLER 
157 








asphalt tile institute 
recommends use of 
glides, cups, casters 







Use Flat 
Bearing Surfaces 


oe 
“for lightweight furniture —use glides having a 


smooth, flat base with rounded edges and a flexible pin to 
maintain flat contact with the floor, after first removing 
any small metal domes on the furniture legs. 


“for heavy furniture —For tables and heavy furniture 


not frequently moved, use composition furniture cups 
designed to prevent the legs from cutting the floor. 





“for moveable furniture —ror desk chairs and other 

moveable furniture, use easy swivelling ball bearing casters 
with 2” diameter wheels and with soft rubber composition 
treads at least 34,” wide.”’ 


office appliance dealers take note: 

The above is quoted directly from ATI literature on asphalt 
tile. Bassick glides, cups and casters meet al! requirements 
set forth above and protect wood floors as well. Remind 
your office management customers of these Bassick floor 


protectors. And look for them on office furniture you sell. 
7.32A 


Bassick 


A DIVISION OF 








MAKING MORE KINDS OF CASTERS... MAKING CASTERS 00 MORE 













Management Team . . . thgt designed Eberhard Faber’s cam- 
paign to price the Mongol pencil at 10 cents includes, left to 
right, Louis M. Brown, president; C. Paul Mailloux, sales man- 
ager; Ralph T. Soulby, chain-variety store manager; John D. 
Horne, sales vice-president; Fred W. Strickler, advertising and 
merchandising manager, and Mrs. Eberhard L. Faber, vice- 
president 


Eberhard Faber’s Advertising Campaign 
Breaks Ground for 10-Cent Pencil 

Eberhard Faber Pencil Company’s sales and marketing 
management team recently revealed its new pricing strategy, 
integrated with dynamic sales and advertising plans, to put 
across the new 10-cent price on the Mongol pencils. 

First step in the program was the development of the two- 
for-15-cents pack, breaking away from the 6-cent price that 
had been required after nearly half a century of selling the 
wood-cased pencil for five cents. 

The initial phase of the ground-breaking process was to 
prepare dealers and wholesalers for the price increases. This 
met resistance, but Eberhard Faber stressed the theme that un- 
derpricing was costing everybody money. When resistance to 
the increase was dissolved, the company increased its ad- 
vertising, sought new markets and increased sales 15% in 1956. 

The 1957 plan calls for an advertising budget which is up 
22% over the 1957 level. The company is advertising both 
at the wholesale and the consumer level, in a co-ordinated 
program which is introducing the 10-cent pencil in Life maga- 
zine in full color, a new approach that changed the tradi- 
tional conservative advertising of the pencil industry. 

The firm’s management expressed the opinion that the up- 
grading of the pencil price will benefit the dealers, salesmen 
and the industry in the long run. 





Minneapolis Mayor Proclaims 
An “Office Improvement Week’’ 

A strong note of civic pride has entered the test promotion 
of the national “Better Offices in Wood” program in Minne- 
apolis-St. Paul with the proclamation of “Office Improvement 
Week” by Minneapolis Mayor Eric G. Hoyer. 

The week was set for April 22 to 27, 1957. The local com- 
mittee had originally designated the week of March 10, but 
the postponement was decided upon to allow more time for 
preparation and to gain the more favorable weather of the 
post-Easter season. 

In issuing the proclamation, Mayor Hoyer stressed the “civic 
interest” of the campaign and the vital concern of the Min- 
neapolis community in the improvement of its buildings, busi- 
ness offices and municipal facilities. 

A kick-off banquet, a special section in the Minneapolis 
Star-Tribune and the launching of a “parade of offices” to be 
on view to the public highlight the early days of the Twin 
Cities’ “Office Improvement Week.” 


Shreveport Typewriter Co. Opens in Louisiana 

T. J. Naron has announced the formal opening of his 
Shreveport Typewriter Co., Shreveport, La., which will fea- 
ture a complete line of office machines. The business is located 
at 1917 Centenary. —EEG 
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Cluttered top is fault of desk — not the person 


Are men really neater than women? 


SOOTHE HEHEHE EEE E TEETH EEE EEEEE EEE EEEEEEEEEEEEEEEEEEEE HEHE EEE OS 


Time-wasting “desk top clutter" can now be : 
eliminated for both men and women ; 


SOOTHE OHHH HEHEHE HHO EEE EE EEE EEE EEEEEEEEEEEEEEEEEEEEEEEESOEESEEEEEEEEEES 


We don’t want to get into any argument about the 
neatness of men versus women. But Shaw-Walker 
does know that desk neatness and work efficiency 
have a definite relationship. When new Shaw- 
Walker ‘‘Clutter-Proof” Desks go into an office, 
work efficiency and work output go up. Here’s why. 

Fully 75% of the things that drift around on top 
of other desks have a specific place inside this desk. 


3) SHAW-WALKER 
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There are off-the-desk trays for 
incoming, outgoing and pending 
letters, off-the-desk space for 
work organizers, work separators, 
deferred projects, tickler, binders, 
books, pads, forms, card lists. 
Most ingenious of all is an in-drawer wastebasket 
and provision for in-drawer phone! 

With a Shaw-Walker ‘“‘Clutter-Proof’’ Desk, 
usable working space on the desk is actually doubled. 

See these new color-styled ‘‘Clutter-Proof’’ 
Desks at our local branch store or dealer or write 
Shaw-Walker, Muskegon 4, Michigan, for booklet 
“This desk is time-engineered to help you.” 


Largest Exclusive Makers of Office Equipment 
Muskegon 4, Mich. Representatives Everywhere 
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plus a unique 
flared-back sweep 
i which eliminates 
scuffing contact 
with wall... 


protects both chair 





back and wall 






M-1000 FBL 
Arm Leg Chair 





: METAL-LUX 





This trim-lined ultra-modern metal chair 
group combines a streamlined design of 
unusual beauty with useful function 
(chair backs cannot scuff walls). An ideal 
chair for use in lobbies, reception rooms 
or offices. The armchair features deluxe 





M-7000 FBL ; ; 
Side Chair spring seat construction and Tenite 


(Padded t ‘ ; ; ’ 
F _ arm rests. Side chairs are available with 


spring or padded seat. Lifetime frame 
§ construction and flawless finish make these 
fine chairs virtually indestructible. The 
““Swept-Back” group is designed for 
large volume sales and profits. Write 
today for the full descriptive details. 


(Spring Seat) there is nothing finer in metal 


MILWAUKEE METAL FURNITURE COMPANY 


101 N. Campbell Ave., Chicago 12, Illinois 


160 








Dates to Remember 
1957 CONVENTIONS 


May 8-10. 30th Annual Credit Conference for Credit Execu- 
tives. Hotel Somerset, Boston, Mass. 

May 12-16—National Office Management Assn. 38th Interna- 
tional Conference and Exposition, Hotel Statler and Shrine Ex- 
position Hall, Los Angeles, Calif. 

May 18-20. Offureps Club of New York second New York 
Office Furniture Trade Show, New York Trade Show Building. 
Offureps Club of New York, 229 Madison Ave., New York 
17, N.Y. 

May 24-28—Nineteenth annual convention of Luggage & 
Leather Goods Manufacturers of America, Inc., Grossinger’s, 
Grossinger, N.Y. 

June 2-5. Stationery & Office Equipment Guild of Canada, 
Inc.; at Edmonton, Alta., Canada. Fred Smart, secretary man- 
ager, Room 1029, 159 Bay St., Toronto 1, Canada. 

June 30-July 3. National Office Machine Dealers Ass’n. Wil- 
liam Penn Hotel, Pittsburgh, Pa. Harold W. Mann, executive 
secretary, 1542 Hillhurst Ave., Los Angeles 27, Calif. 
September 28-October 2. National Stationery & Office Equip- 
ment Ass’n. Conrad Hilton Hotel, Chicago. Paul E. Burbank, 
executive vice-president, 740 Investment Bldg., Washington 5, 
Dx. 

October 26-29. First Annual Eastern Commercial Stationery 
Show, New York Trade Show Building, 500 Eighth Ave., New 
York City. Stationers Association of New York—Metropolitan 
Travelers Club. 

October 28-November 1. National Business Show. New York 
Coliseum, New York City. 





REGIONAL DATES 


Region 
4 The Vinoy Park Hotel, St. Petersburg, Fla. 
April 25, 26, 27 


8 Chase Hotel, St. Louis, Mo. — . April 29, 30 
6 Faust Hotel, Rockford, III. May 6, 7 
10 Hotel Ben Lomond, Ogden, Utah May 10, 11 
14 Lafayette Hotel, Long Beach, Calif. May 13, 14 


11 Hotel Winthrop, Tacoma, Wash. May 20, 21 
12 Hotel Awahnee, Yosemite, Calif. May 27, 28 
7 Hotel Savery, Des Moines, Iowa June 3, 4 
13. Grossinger Country Club, Ferndale, N. Y. — June 10, 11 
2 Hotel Sagamore, Lake George, Bolton Landing, N. Y. 
June 14, 15 
June 27, 28, 29 
June 30, July 1, 2 


1 Hotel Griswold, Groton, Conn. 
3 Claridge Hotel, Atlantic City, N. J. 





lowa Firm Builds Addition 
To Cedar Falls Warehouse 

Latta’s of Cedar Falls, Iowa, is erecting a one-story, ce- 
ment block addition, 77 by 89 feet, to the warehouse at 2218 
South Main St., at a cost of $16,900.00. 

Latta’s owns and operates two stores in Cedar Falls, and 
one in Waterloo, which sell office and school supplies, equip- 
ment, and college textbooks. 

It also operates Latta’s Business Systems, Inc., with sales 
offices in Waterloo and Cedar Falls, which sells and dis- 
tributes copying machines and other office machines, equip- 
ment, supplies, business forms, business systems, advertising 
specialties, and related items.—AL. 





Retires from California Furniture Firm 

The Eastern Cabinet & Furniture Co. recently announced 
the retirement of one of the partners, Sol Gillis. Mr. Gillis 
established the firm in 1923 as a cabinet shop and expanded 
into the office furniture line in 1936. 

Sam Paull, who entered the firm as a partner in 1937, 
has now become the sole owner of the company and will con- 
tinue to manufacture the same general line of wood office fur- 
niture. Mr. Paull indicated that he plans the production of 
modular units in the near future. 

The offices and factory will remain at 11010 Santa Fe Ave., 
Lynwood, Calif. 
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Apsco 2002 — 3003 
ux 
y Apsco 4004 Deluxe e 
/ ini ’ i The executive desk stapler, chrome 
W Listewctene. dade, dian dine Chrome finish, features front-loading Sleigh atiat . + Teck 
n urpose stapler, Plns—tacks~etenles drawer slide. Pins — tacks — staples. Nish, SUGINgG anvil. Fins, Tacks, 
pao 108 —e  caeahena dies = . Loads 210 strip standard staples. Staples. Loads with front drawer. 
P pres. The Apsco 2002 standard — finished 
k throughout in pleasing Hammer- / 
loid Grey. ; 
- : 
a 
od 
0 iq 
= Apsco A-10 pm 
l “Traveler” model for pocket, brief Seen j 
4 case, or desk. Tacks—staples. P Apsco A-1 Deluxe 
Long Throat 
, A low-cost unit, constructed of Stapler Ch finish oll tet liding anvil 
8 high-quality steel. Loads 205 strip for fast inns tem pe an aatien 
; d d t ! ° i ” ” ” 3. 8 * . L 
4 a Available in 8, 12” and 16” reach, with edlust’ Convenient — versatile — with 34” throat 
l Front-loading drawer slide. Loads 210 full for easy stapling of bags and parcels. 
. strip, standard wire staples. 
5 
'g } 
» 
Apsco A-11 Hammer Tacker Heavy-duty industrial fastening tool. . 
Write for detailed information. 
8 Apsco ; 
200 
Staple Fe} 
id Apsco A-13 Gun Tacker euaine Apsco A-9 *" 
p Soon to be announced, will : , Heavy-duty stapler, with simplified jam release * i 
incorporate many new, High quality, low priced all- and adjustable guide. Needs no stapling bar. te 
exclusive features. steel pinch-type staple re- Loads 115 full strip %4” crown h.d. staples, ig 
es mover. Write for sample. % 


3 leg sizes. 
Apsco Staples 


1g Highest quality standard You can combine orders for APSCO pencil sharpeners and — 


#1 wire & heavy-duty staple 


types; write for prices. staplers for best quantity price. We prepay freight to 
tion on all orders totalling $150. or more net, before F. E. tax. 


ed Increase profits, with lower laid-down costs—ORDER TODAY! 


: porhed 
lis 





ed 


Apsco products inc. o: 


n- 


af Los Angeles, Cal. » Rockford, Ill. » Toronto, Can. yy 
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The Bentson 6133-D . . . for deep- 
down working comfort and secre- 
tarial efficiency. It's rugged and 
dependable with an aire of femi- 
nine elegance. The exclusive per- 
sonal storage drawer provides 
added convenience and _ storage 
space in a normally unused area 
There's little wonder why—‘‘every- 
one prefers Bentson!”’ 


and s€° - 
: vu Bentsen 
° 


The BENTSON Mfg. Co. 


AURORA, ILLINOIS 








Deaths 





Jack C. Kern, 

55, died in his home of a sudden illness 
Sunday afternoon, March 3. He had 
been a resident of Dallas, Tex., for 22 
years. 

This manufacturers’ representative, 
known from coast to coast by the sta- 
tionery and office equipment industry, 
owned and operated the Jack C. Kern 
Co. of Dallas, representing manufac- 
turers of office furniture and stationery. 
He also recently became president of 
the Quigley Furniture Co., Whitesboro, 





N.Y. 

Mr. Kern was a member of St. Michael & All Angels Epis- 
copal Church. He was a veteran of World War I. 

Attending regional conventions of NSOEA throughout the 
nation with Mrs. Kern, the decedent had a host of friends in 
the various travelers’ organizations. He was a member of the 
Texas Travelers Club, Southern Travelers Club, Midwest Trav- 
elers, Rocky Mountain Travelers, Northwest Travelers, 
NSOEA and NOFA. 

Surviving are the widow, Juanita, and son, Jack C. Kern 
Jr., of Amarillo, Tex., and three grandchildren. 

o 
Charles L. Barkley, 
president and co-founder of the C. L. Barkley Co., died in 
Ravenswood hospital, Chicago, following an illness of several 
months. He was 60 years old. 

Mr. Barkley was born in Springfield, Ill., and came to Chi- 
cago as a young man. He formed C. L. Barkley and Co. in 
1921. 

Survivors include a daughter, Judith Lee, and a son, Peyton. 

* 
Edward Shapiro, 
66, of 8834 Gross Point Rd., Skokie, Ill., president of the 
Esco Stationery store in Chicago, died March 15 in Weiss 
Memorial Hospitai. 

Mr. Shapiro formerly was associated with Horder’s, Inc. for 
many years. He established his own firm 17 years ago. 

Surviving are his widow, Vera Belle; two daughters, Mrs. 
Henrietta Edelman and Mrs. Joyce Solomon; three brothers, 
three sisters, and four grandchildren. 


William E. Campbell, 
owner of the Campbell Duplicator Co., retail office supplies 
firm in Dallas, Tex., died recently after a long illness. Mr. 
Campbell was a former agent for the Elliott Addressing Ma- 
chine Co. In 1940, he formed the Campbell Co. 

Survivors include his widow, a daughter and three sons. Mr. 
Campbell was a member of the Texas Office Machine Dealers 
Association. The business will be continued. 


George F. Johnson, 

Well-known in the typewriter and stationery field in Seattle, 
Wash., and the Pacific Northwest, and prominent member 
of a pioneer Seattle family, died of a heart attack at his home 
on Mercer Island, opposite Seattle, in Lake Washington, this 
March. 

Born in Seattle, the son of George M. and Jane McComb, 
who came with the early pioneers in 1879, he was familiarly 
known as “Fritz”. He had been the assistant manager of the 
Washington Typewriter Co. in Seattle for the past 27 years 
and had a wide circle of friends in the typewriter and sta- 
tionery trade, as well as in general business. For a number of 
years he was an assistant in the Retail Trade Bureau of the 
Seattle Chamber of Commerce. 

He was also a past president of the Seattle Commodity 
Club, another business organization of the city. Katherine, his 
wife, died 5 years ago, but he is survived by two sons, Ken- 
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JOHNSON Line. 








No. 1533C Glenbrook Lounge 


Distinctive Business Chairy an 





jy JOHNSON 


Good design .... quality mate rials . 
expert craftsmanship... . are all combined 
in this GLENBROOK SERIES to make 


it one of the fastest moving numbers in the 


The GLENBROOK Series has more of 


everything good looks ... greater 
comjort.. finer materials... modern 
design .. better construction. Important 


factors that add up to mean more value 
for your customer . . . and easier selling 


for you. 


Let us send you complete details on this 


popular series 


No. 1533RL Glen- 
brook Lounge Chair 





JOHNSON CHAIR COMPANY 


\/ 7109 Merchandise Mart Chicago 54, Illinois 
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THE FULTON LINE OF QUALITY STAMP PADS AND 
DATERS is the dealer's choice, because your sales 


are sure to go up. Lowest prices assure complete 


customer satisfaction in these most popular. . . 


Packaged 
and 
Designed 
by 
FULTON 
for 
Greater 
Profits! 


Please 
write 
fora 
catalog 
of our full 
line! 


THIS UNIQUE KIT CONSISTS OF . 

holders, stamp pad, tweezer, and rubber 

type... deep cut for sharper and clearer 

impressions. Practical for notices, ad- 

dresses, prices, and labels, presented in 

attractively designed, durable boxes. 
REMEMBER if you want the best in Marking 
Devices, choose Fulton. Fifty years of highest produc- 
tion standards and merchandising techniques are re- 
sponsible for today’s peak volume sales. Deliveries 
prompt! Order now! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 


Manvyfacturers of Marking Devices for Over 49 Years” 








neth C. Johnson of Bremerton, Wash., and Glen F. Johnson, 
of East Stanwood, Wash., as well as six grandchildren, and 
a great-granddaughter.—CML 

. 


Frank J. Dunst, 

president of the C. F. Hoeckel Blank Book & Lithographing 
Co., Denver, Colo., died recently after an illness of two 
months. 

Mr. Dunst was born in Denver August 21, 1888, attended 
St. Joseph’s grade school and in 1905 was graduated from 
Barnes Business School. He went to work at the C. F. Hoeckel 
firm as an office boy when he was 11. He became secretary 
of the firm in 1916 and moved up to its presidency in 1931 

a position he held until his death. 

Survivors include his widow, Glynn; a son, Frank J. Dunst, 
Ir., Denver; a sister, Sister Mary Leona, Elizabeth, N.J.; three 
brothers, Anthony J. Dunst, Denver; Charles O. Dunst, Chi- 
cago; and William P. Dunst, San Mateo, Calif. 

. 


E. M. Stewart, 

senior vice-president of the Stewart Office Supply Co., Dallas, 
Tex., died recently after a long illness. Mr. Stewart arrived 
in Dallas in 1917, and became associated with his brother W. 
Neill Stewart, Sr. in the office equipment business. 

He is survived by his widow, Feticia Henry Stewart, a son, 
Ernest M. Stewart and a daughter, Mrs. Frank Mitchell, both 
of Dallas, and three grandchildren. 

* 


Mrs. Samuel Nemlich, 
mother of Bernard H. Nemlich and Semon H. Nemlich and 
wife of Samuel Nemlich of Regan Furniture Corp., New York 
City, died in her home in New York City on March 24 at the 
age of 82. 

e 


Export Statistics 


of U. S. office machines, 
equipment and supplies 
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Play it smart, mister...carry a gun! 


End “Boomerang” sales...sell Arrow 
office staplers ... America’s best 
engineered, most trouble-free line! 


An Arrow stapler never ‘‘boomerangs”’ back as defec- 
tive once you've sold it! Arrow backs its jam proof 
guarantee with the finest materials, design and 
engineering! Arrow’s full line covers everything from 
a low-price economy model to heavy-duty models. 
Write for new sales aids, literature and catalog. 
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ARROW'S T-32 STAPLE GUN — Discover for your- 
self new, big profits in this all-purpose fastener! Has tre- 
mendous appeal to a giant market. Will automatically become 
one of your top sellers. And the profit on the gun is just the 
start...for every gun you sell now, you'll rake in profits on 
the snowballing repeat staple business for years afterwards: 


Here are a few of the hundreds of uses for the T-32: 
@ UPHOLSTERY @ SHIPPING ROOMS~ @ DO-IT-YOURSELFERS 
@ DISPLAY WORK e CARPENTRY @ TACKING BULLETINS 
Uses 3/16”, 1/4”, or 5/16” staples - Retails for $10.50 





















No. 202 
Standard 
Heavy-Duty 
Office Stapler 
Tacker 


Retail 5.50 







No. 11 

All Around 
Utility Stapler 
Tacker-Plier 
Retail 1.98 














FASTENER [[0.. [NC. 


No. 105 
No. P-98 4-Way 
Flat Clinch Standard 
Portable Desk Stapler 
Plier- Stapler Tacker-Plier 
Retail 2.50 Retail 4.25 


One Junius St., Brooklyn, N. Y. 

















Check this modern chair! 


-».and know why 
Krueger's Series 100 
gives you 
better performance 
at lower cost! 






FOR SIZE, COMFORT AND 
SERVICE THIS CHAIR MEETS ALL REQUIREMENTS 


One of the most comfortable folding chairs 

of all—and certainly the best value per dollar 
expenditure! Strong, rigid and durable, its 

electrically seam-welded tubular steel frame is specially 
designed and constructed to provide many years of the 
hardest kind of usage. Unusually safe, too, there are no 
sharp edges, corners or exposed mechanisms to pinch the 
occupant or tear one’s clothing — no danger of chair acci- 
dentally tipping if seated well forward or far back. Beau- 
tifully finished in Beige, Azure Grey or Saunders Green 
baked-on enamel. Steel or wood veneer seats. Write for 
new special, detailed brochure. 


HEAVY GAUGE LARGER SIMPLIFIED, 








TUBULAR FRAMES 


Note reinforcing at 
seat pivot points with 
6” vertical frame 
strengtheners for 
stronger support — 
more rigid bearing 
points to secure seat 
pivot rod — prevent 
frame spreoding. 








ROOMIER SEATS 


Choice of contour 
shaped and drawn 
one-piece stee! seat 
15%" wide by 16” 
deep or two-way 
contour shaped wood 
veneer seat with 
sloping forward edge 
for moximum comfort. 








QUIET CLOSING 


A light push down- 
word on the backrest 
and chair opens—an 
upword lift and it 
closes. No other 
choir operates so 
easily, so smoothly! 
Folds flat to double 
frame thickness. 














Demountable 


CHAIR TRUCKS 


Four standard sizes 
hold both X-type 
channel or Y-type 
tubular choirs — up- 
right or horizontal. 
Regular or under -stage models 
Demountoble ends and exclusive 
chan-angle frames permit stack- 
ing empty trucks one on other. 


For new, complete line catalog 
No. 600 as well as brochure 100. 











HAT 


METAL PRODUCTS @e GREEN BAY @ WISCONSIN 
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3rd District Notes 





R. L. JOHNSON, correspondent 
15 E. Lancaster Ave., Ardmore, Pa. 


All dealers and travelers in the Third Region will be happy 
to know that Ben Wachtel is back home at the Benjamin 
Franklin Hotel in Philadelphia after a long enforced stay at 
the hospital where he had been since the middle of Decem- 
ber. 

Ben’s illness has had some good features to it. Ben needed 
a lot of blood and both travelers and dealers rose to the oc- 
casion and donated the blood Ben needed and more. The end 
result has been a committee formed by the Philadelphia Sta- 
tioners Association to set up a Blood Donor plan for its mem- 
bers and families. 

* 

Congratulations to Penn-Mar-Va second vice-president, Ar- 
nold Johnsen on his appointment as vice-president and man- 
ager of Bainbridge Kempton & Haupt of Baltimore. 

* 

The NSOEA is having its Third Regional Meeting at the 
Claridge Hotel in Atlantic City, N. J. July 1 and 2. In con- 
nection with this regional, Governor Paul Steever is making 
a big effort to increase the number of members in the 
NSOEA. He has asked all Penn-Mar-Va Travelers to sign up 
as many non-member dealers as possible. 

ry 

On May 16, the Penn-Mar-Va Travelers Club is conduct- 
ing an annual sales rally for the Philadelphia Stationers As- 
sociation. An excellent program is planned with Paul Bur- 
bank, Howard Gunlocke and Homer Lay the main speakers. 

e 

The Annual Penn-Mar-Va Outing is being held June 18 

at the Woodcrest Country Club, Haddonfield, N. J. 
* 


The Commercial Office Supply Co. of Philadelphia made 
their fourth move in 11 years to their new and larger store 
at 231 N. Broad St. Congratulations to Al Satmary and Ber- 
nie Spekter. 

There was a good turnout and plenty of fun at the Balti- 
more Stationers Association annual party on April 25. Cock- 
tails were furnished by the Penn-Mar-Va Club. 





Garvey, Dennison Official, Retires 

John A. Garvey, vice-president in charge of manufacturing 
of Dennison Manufacturing Co., has retired after a 38-year 
career with the New England paper-converting company. 

Mr. Garvey, whose retirement was announced by John S. 
Keir, president of Dennison, remains a director of the com- 
pany. 

Mr. Garvey joined Dennison in 1919 as personnel division 
assistant and was advanced to division personnel manager the 
following year. After holding various positions in Dennison’s 
crepe paper and box manufacturing divisions, he was pro- 
moted to assistant works manager in 1935. One year later he 
was appointed works manager and elected a director of Den- 
nison. He was named vice-president of manufacturing in 1952. 








Abbott Named Virginia Stationery Co. Manager 

Florence Adams Jones, president of Virginia Stationery Co., 
Richmond, Va., has named Bishop Abbott store manager and 
buyer. 

Mr. Abbott, who came with the organization last September, 
fills the vacancy left by the resignation of Pelham Valentine. 

Mr. Abbott has a background of 29 years in the office 
supply business, during 20 of which he was associated with the 
Baughman Co. in Richmond, and the remainder traveling for 
Apsco Co. 

Mr. Valentine, who has been with Virginia Stationery Co. 
for the past 11 years, was formerly president of the Richmond 
Stationers Association. He is leaving the firm to go with 
Bainbridge-Maryland, Inc., taking up his new duties on April 1. 
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/ tell you it will work... if we can just 
find some good duplicating papers!” 


— ~~ 


Back in 1257 A.D. you couldn’t get dependable dupli- 
cating bond for love or money. Today you get it every 
time... just by ordering your stock from the Rock- 
well-Barnes Catalog. 

Every R-B paper grade and every R-B product 
must meet rigid specifications for quality and value. 
We call it customer-keeping quality. It’s the kind of 
quality that has kept our business growing since 1903. 
It can do the same for yours. 


Catalog, price list and 
samples available to qualified 


dealers, upon request. 


35 EAST WACKER DRIVE © CHICAGO 1, ILLINOIS 
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Spotseald® Adding Ma- 
chine & Other Rolls * Desk 
Blotters, Embossed & Plain * 
File Folders, Manila * Note- 
books, Eye-Tint® & White 
Pads, Plain & Ruled * 
Printed “COPY” Second 
Sheets * Bond & Suiphite 
Papers * Duplicating Papers 
*® Mimeo Papers * Manifold 
Papers * Manila Second 
Sheets. 








Specialists to the Stationer Since 1903 — 
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Painting part of a picture isn’t enough . . . neither 
can you paint a good profit picture with only part 
of your customers’ printed forms business! 

When you sell Hano’s complete line you can see 
your forms business and your profits grow. 

Only with Hano can you have a complete line of 
Registers and forms, Snap-a-parts, Continuous, 
Stock forms and Tabulating forms. 

Why not round out your profit picture. Don’t 
sell a “‘just as good” form. . . sell Hano as a com- 
plete line. 


Some dealerships open in the South, South- 
west, and Midwest for established stationers. 





COMPANY, INC. 


MANIFOLD PRINTERS SINCE 1888 


General and Sales Offices: | Warehouse and Branch Plant 
Holyoke, Massachusetts Mt. Olive, Illinois 
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4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





The Carolinas seem to have the ball this month, and I'll 
even include the “basketball” too. Whooee! Another two 
games like those in Kansas City, and I'd be a fit candidate 
for a straight jacket. Now back to the jungle. As I said be- 
fore, the Carolinas are being downright hawgish with the new 
stores, modernizations, etc. 

a 

First comes a brand new deal in the form of Hassell Office 
Supply Co., 462 S. Main Street. High Point, N.C. Russell E. 
Hassell, the owner, together with the “Mrs.”, are in a brand 
new building, 25 by 80 feet, modern as they come. When they 
get through with the shelves and counters will have as nice 
a store as anybody could want. About half the store will be 
used for storage, receiving and shipping. Mr. Hassell is new 
to the office supply field but is catching on fast. All of you 
manufacturers are requested to place them on your catalog 
and mailing list, and as for you travelers—you can take it 
from here. 

* 

That’s the only new one, but brother we have several “re- 
do’s” that will knock your eye out. First is that of Commer- 
cial Printing Co., Clinton, N.C. They have moved into a 
whale of a large new store and have come up with an en- 
tirely new office supply section as well as expanding the print- 
ing section. 

New location is at the corner of Elizabeth and Wall streets. 
The store, measuring 40 by 60 feet, has plenty of room for 
furniture as well as supplies. A modernistic front and sides, 
together with several large show windows really sets the place 
off and, after looking at their former location, this new job 
is really something for the proud owners, Mr. and Mrs. Wil- 
turn Britt, to crow about. Nice going, folks. 

cs 

Another nice expansion is that of the Leaksville Publishing 
Company’s new office supply section. Mr. Robinson, the 
owner, added an entirely new section to his building for it 
and left nothing to be desired. It has all new Bulman fixtures, 
latest lighting, tile floor and even the push carts like in the 
super markets for the customers to “load up.” Air conditioning 
was thrown in for good measure. So now Leaksville has an 
office supply store that will stack up with any in the section. 

ry 

Alec Brock, owner of Brock Office Supply Co., Raleigh, 
N.C., has moved to a new location, 305 W. Martin Street, 
and now has a much larger store, 35 by 75 feet against 13 by 
60 feet at the old location. Alec now has a modern, up-to- 
the-minute store, complete with modern plumbing. Alec, bet- 
ter known as “steeple-jack” due to his ability to climb to his 
highest shelf, carried this feature to his new store. Floor to 
ceiling shelving, that is. 

* 

Goldsboro Office Supply Co., Goldsboro, N.C., has a 
couple of new owners, or better still, three new owners. Greer 
Garrick and J. D. Downs, owners of Carolina Office Supply 
in Jacksonville, N.C., have bought out Mr. Dameron and have 
installed one of their former outside men, J. G. (Geddie) Mel- 
vin, as co-owner and manager. Geddie took off like a jet and 
switched everything around, so when you travelers call again 
you will hardly know the old place. Willa Warren is remain- 
ing as bookkeeper and general helpaouta. 

* 

“Great balls of fire”, apt new title for the Russens, Zac 
Smith Stationery Co., Birmingham, Ala. I say that because 
ever since they took over there things have been going hottern 
a two dollar pistol. Not content with winning the national 
Sheaffer Window contest they are the proud possessors of a 
certificate of distinction by Brand Names Foundation Inc., 
contest. On top of all that, they now plan another new store 
out in the Homewood section. This will open about July. | 
understand sales are keeping pace with all this fast foot work 
so that alone should make everybody happy, including me. 

2 
In addition to the Russens, we have a couple of other boys 
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MAKERS OF THE WORLD FAMOUS 
PATENTED STA- CLEAN METALLIC 
PROTECTIVE COATED MASTER UNITS 


U.S. PAT. 2.671.734 


SPECIALIZING IN 


MASTER UNITS 


SPIRIT AND HECTOGRAPH CARBON PAPERS 


SPIRIT CARBON PAPER RIBBONS 


DUPLICATING FLUID 


RECOGNIZED THE WORLD OVER 
FOR THEIR HIGH STANDARDS 


AND DEPENDABLE PERFORMANCE 


SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 


ROSE RIBBON AND 
CARBON MFG. CO., INC. 


GENERAL OF NOD FACTORY 


HARRISON. NEW JERSEY. U.S.A. 
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newest 
look in 
record 
Safes 


a 
— 


‘See why it’s making Protectall more than ever 
“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 
for real protection for their records. And never before have you 
had the record safe to show that would sell itself as fast as the 
new Protectall. 





The gleaming new Operations Pane! . . . with its new ‘‘Counter 
Spy”’ Lock and modern jet-trimmed handle . . . gives it a look 
as modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling pilus for the new Protectall line. 
And don’t forget, every Protectall Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectall. Get set now to cash in big on the new 
Protectall line. 

Write for full profit details and catalog 

showing the new line of Protectall Safes 


Protectall Safes 


Dept. 926-D HAMILTON, OHIO 


Division of the Mosler Safe Company 
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in our neck of the woods that are making the rest of the 
country sit up and take’ notice. George Stuart, Orlando, Fia., 
was the top man in this Brand Names contest and Standard 
Printing Company, Alexandria, La., was second. So, you “see 
we had the first three winners. Better count your Confederate 
money boys—the South has done rise again. 

* 

Wm. G. (Bill) Parkes is now holding down the order desk 
at Cook Printing Co., Nashville, Tenn. 

. 

Still in Nashville! This time at Nashville Stationery Co., and 
if you have been wondering who the new buyer is, quit right 
now. He is Hershel Peppers. 

® 

Looks like all the firms in Nashville have changed buyers 
lately. Not to be outdone in this category Warren Faulkner 
is now buyer at Stoddard’s. 

rs 

You know, to look at Ray Ayers, Wilson Jones’ man around 
the Carolinas, you wouldn’t think he was so fast on his feet, 
but he must be. Most of us know he is a bachelor, but I'm 
satisfied a lot the wimmen don’t. Now he goes so far as to 
advertise said singleness. On my last visit to Raleigh his pic- 
ture, along with seven other fast footed guys, appeared in the 
evening paper as new members of the Raleigh Bachelors Club. 
Sounds to me like you are asking for it, Ray. 

« 

Joe Maura came through as usual this month and Archie 
Ryan sent in a nice long letter with the Alabama stuff. Aside 
from those two ALL of my old faithfuls have deserted me. 
John the Floys has been amongst the missing for the past 
three months and even “Inky” must have sold all his Sanford’s 
writin’ stuff, because he ain’t used any of it for some time. 
Jack the Cooper dropped off too, so when Joe leaves I'll have 
a perfect excuse to do likewise. They tell me it’s a good time 
to quit writin’ checks when there is no money in the bank. Am 
I getting through to you boys? Time will tell. Bye now— 





Early Response to Eastern Commercial 
Stationery Show Deemed Excellent 

Response to the first call by the Eastern Commercial Sta- 
tionery Show, jointly sponsored by the Stationers Association 
of New York and the Metropolitan Travelers Club, was 
termed excellent by the exhibition committee. 

A group of 33 firms responded to the first offer of space 
and several others expressed interest. Those companies taking 
space at the first call were: Ace Fastener Corp., Acme Lite 
Products Co., Aigner Index Co., Inc., Angler’s Co., Artistic 
Desk Pad & Novelty Co., Baltimore Salesbook Co. 

Beaver Furniture Co., Changepoint, Inc., Cooks’, Inc., Ezy- 
index Products Corp., Gold Seal Chair Cushion Co., Handi- 
Blott Co., George S. Heineman, Inc., Hormel Corp., Higgins 
Ink Co., Jay & Ess Mfg. Co., Lifton-Keppler Associates, Luxo 
Lamp Corp. 

Majestic Staple Co., Marsh Stencil Co., J. L. May Co., 
Joshua Meier Co., Modern Steelcraft, Inc., Olivetti Corp., 
Perfect Rubber Seat Cushion Co., Redi-Record Products Co., 
Red Rope Stationery Industries, Regency Thermographers. 

Reliance Pencil Corp., Star Loose Leaf Co., S. E. & M. 
Vernon, Inc., Samuel Taubman Pen Co., and Zephyr Amer- 
ican Corp. 





Penn-Mar-Va Outing Set for June 

The Pen-Mar-Va Travelers are sponsoring their annual 
outing on June 18, at the Woodcrest Country Club in Had- 
donfield, N. J. 

Golf, softball, swimming, games, refreshments, dinner and 
prices are all included in the $7 price of admission. 

Reservations should be sent to Joe Hack, Hoskins Co., 1208 
Walnut St., Philadelphia, Pa. A 2% discount is added en- 
ticement for those who respond before May 15. 





Named Underwood Adding Machine Manager 

Appointment of S. F. Peirce as national adding machine 
division manager for Underwood Corporation was announced 
recently. 
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Wntsou FUNCTIONAL 
COUNTERS 


SINCE 1887 





WATSON 3200 Line Counter Height Units are designed for counter front attractiveness, and under- 
the-counter service. A convenient 42" high working surface can be covered with continuous Linoleum, 
Texolite or other type top. 

More than 40 choices allow arrangements to suit any filing requirements. INDIVIDUAL COUNT- 
ER FRONTS, IN FOUR WIDTHS, provide for variety in appearance, ease in erection, and future 
expansion. Wide choice of special design fronts also available. Black enamel bases are adjustable to 
allow toe clearance at front and/or back. 


Usual WATSON Top-Quality construction throughout! 


@ LETTER FILES @ CHECK FILES @ KNEE SPACE UNITS 
@ LEGAL FILES @ DOCUMENT FILES @ CUPBOARD . UNITS 
@ CARD FILES @ ROLLER SHELF UNITS (Disappearing or Swing Door) 
EWAT-SON - 
Ask For Inserts ''S" & "T" aie ene U.S ae 











WATSON MANUFACTURING COMPANY, Inc., Jamestown, N. Y. 
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Stand illustrated: Model 7800-TF. 


Sell Toledos... 
the typewriter stands that combine 


HIGHEST STRENGTH 


with smart, attractive appearance 


It pays to start your customers off right . . . with 
Toledo Typewriter stands. 

Toledos are famous for strength, safety and 
convenience. As for long life, they’ll outlast the 
equipment they’re designed to support and protect. 

Toledos are attractive in appearance, too. Thus 
even the most modern office can use them to ad- 
vantage in providing security for valuable office 
equipment. 

Call or write us today and we'll see that you get 
complete information about Toledo Typewriter 
Stands, and other Toledo Equipment you can 
handle with pride and profit. 


Toledo File Stool 
Model 5056-14 


All-steel. Perforated round seat 
-very rigid, durable and com- 
fortable. Wide leg spread pre- 
vents tipping. Large easy- 
rolling rubber casters permit 
moving about quietly without 
effort. 





The Toledo Metal Furniture Co. 


1100 HASTINGS STREET + TOLEDO 7, OHIO 








Vauit Trucks Tables Posture Chairs Production 
Seating 
7 —— 
He 
— ad 





Series 7250 Series 8100 Series 9606-17" Series 8150-26” 
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5th District Notes 


PAT PATTERSON, cerrespendent 
3710 Grosvenor Road, Cleveland 18, Ohie 


DATES TO REMEMBER 
=n Tuesday, May 14, is the day set for 
the Spring Party to be held by The Sta- 
tioners Association of Western Pennsyl- 
vania at the Chartiers Country Club in 
Pittsburgh. There will be golf, dinner 
and dancing; everyone is invited. 
Friday, June 7, is the date selected 
by The Cleveland Chapter of the Fifth 
District Travelers Club for the annual 
Golf Party. The site is the famous 
Manakiki Country Club in Willoughby, 
Ohio, on the eastern outskirts of Cleveland. All dealers, their 
employees, and travelers are cordially invited to this always 
popular affair. It must be that spring is now finally with us. 
Rough winter, wasn’t it? 





ry 

New Officers have been elected for the following chapters 
of the Fifth District Travelers Club: 

Cleveland Chapter — Bill Bardwell, Associated Stationers 
Supply Co., chairman; Burrel Bateman, Joseph Dixon Crucible 
Co., secretary-treasurer. 

Motor City (Detroit) Chapter — Andy Miller, Wilson-Jones 
Co., chairman; Hugh Vail, Parker Pen Co., vice-chairman; 
Al Lopotko, Binney & Smith, Inc., secretary-treasurer. 
Queen City (Cincinnati) Chapter — Heron Frey, manufac- 
turers representative, chairman; George Handorf, Globe-Wer- 
nicke Co., secretary-treasurer. 

. 

The Boyer-Buchman Co., stationers and printers of Canton, 
Ohio, have suspended operations after 98 years in the in- 
dustry. This firm was literally a landmark in that city, and 
we mourn its passing. Tempus Fugit. 

* 

[The stationers of Cincinnati held a luncheon business ses- 
sion on March 12 at The Cincinnati Club. On hand for this 
meeting were: Howard B. Armstrong, Armstrong Stationery 
Co., George Redeker, Redeker & Dick, Inc., Wayne Bashaw 
and Jack Busch, Pounsford Stationery Co., Gene Pendleton, 
S & W Office Equipment Co., Bob Robertson, Globe Office 
Equipment Co., and Frank Willenborg, Willenborg Stationery 
& Printing Co. Pat Patterson, manufacturers representative, 
was present as a traveler guest. 

* 

A formal opening was held at The Charles Ritter Co. in 
its new location at 40 Park Ave., West, in Mansfield, Ohio 
under the supervision of Earl Kochheiser ..... . Ditto on 
April 15 for the newly remodeled Advocate Store at 29 West 
Main St., Newark, Ohio, according to John Duncan of that 
firm. 

. 

Milton S. Pickle, president of The Will Winnes Co., Inc., 
wholesale stationers in Cincinnati, announces the formation 
of a new division. Manager of this department, the writing 
instrument division, is Ransom C. Chamberlain, who comes 
to this firm with a wealth of background and experience. 

@ 

Home Office Supply Co., Inc., Detroit, announces the addi- 
tion of three new men to its staff: Paul DuLyn on the order 
desk, Arnold Brown and Don Sanborn as outside salesmen. 
DuLyn and Sanborn were formerly with Service Office Sup- 
ply Co. of that city; Brown is a newcomer to the industry. 
This makes six outside men for this rapidly growing con- 
cern, and president Morry Wassreman reports that the new 
self-service store has proven its worth in increasing business. 

7 
DEALER APPOINTMENTS 

John Swayne is a new outside salesman for Columbus 
Blank Book Co. in Columbus, Ohio . . . Thomas A. Warren 
is the new buyer at H. Wuebbold & Co. in Hamilton, Ohio. 
He succeeds Robert Fischer, who has been made manager of 
the order department . . . George Tritsch has rejoined Diehl 
Office Equipment Co., Columbus, Ohio, after a period of 26 
years. He originally joined the firm in 1916 for a stay of 15 
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the manufacturer’s key to office appliance Security 


1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 


‘ lock 
7002 Cabinet combination lock 3466 Sliding door lock %" travel 


on cae: in 180° turn 
1968 & 1970 Metal orwooddrawer 75.19 Locking cabingt or locker 
locks handles and plain handles 
1747 Lid lock (75-50), individually or in 
: sets 
1747-4 Strike for above lock 76-10 “T” type locking handles and 
5001 & 5002 Filing cabinet locks plain handles (76-50) as 


2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2026 N. Racine Avenue « Chicago 14, Illinois 
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SPEEDRY 
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*® Exclusive Patented Capillary Feature Means - 


NO LOOSE INK! 
CONSTANT INK FLOW! ; 
NO MESS! | 


Unique Speedry selling fea- 
tures also mean instant dry, 
waterproof, smudge-proof US. 
marking and writing. —_—- 
Speed profits and sales 


your way! Display magic marker 


the amazing device 


Speedry Products. writes on any 


“7 


retailer 
39¢ refill 


Millions sold! 


BRUSHPEN +57 


e, streamlined 
h : 


21 marking, writing 2629359 


oF ee 


retailer 





COMPLETE 
MERCHANDISING AIDS 
TO HELP YOU GET FAST 
TURNOVER! 
POINT-OF-SALE DISPLAYS! 
WINDOW CARDS! 
SELF-DISPLAY BOXES! 
DEMONSTRATORS! 

BIG NATIONAL ADS! 





magic 
marker 


} BRUSHPEN =99 


996 


Send for complete catalog and price list. 


SPEEDRY PRODUCTS, INC. 


“There's a specialized Speedry Marking 
“, Device for Marking, Stamping, Stenciling!”’ 
: Dept. OA-1 Richmond Hill 18, New York 


U.S. Pat. 





174 





years, then went to Florida. Mr. Tritsch returns after a lengthy 
association with a stationer in Fort Lauderdale, Florida. 
. 
TRAVELER APPOINTMENTS 
Dayle Rasmussen, formerly with Carter Ink Co. and Wil} 
Winnes Co., Inc., now represents Acco Products in Ohio, 
Kentucky and West Virginia . . . Joseph E. Platt, former foot- 
ball great at University of Kentucky, is now associated with 
H. Y. (Mike) Aylwin for Webster ribbons and carbons... 
James Creed is the new representative for Reyburn Manufac- 
turing Co. out of Cincinnati. 
+ 
A farewell party was held at the home of the Andy Millers 
in Detroit for the John Wakelands, Esterbrook Pen Co. John 
has been promoted to eastern sales manager for his firm. 
. 
SIR STORK FLIES AGAIN 
Congratulations to Patty and John (Joe) Long, manufac- 
turers representative, on the birth of their new daughter, 
Aimee on March 5. 
« 
PLEASE GET BETTER QUICK DEPARTMENT 
Mrs. Agnes Aylwin (Mike), F. S. Webster Co., is convalesc- 
ing after suffering a broken hip in an accident at home... 
Bob Leighty is back at work at Roth Office Equipment Co., 
Dayton, Ohio, after a heart attack . . . John Duncan, The Ad- 
vocate Store, Newark, Ohio, suffered two broken ribs in a 
home accident . . . Bob Spung, salesman for Continental Of- 
fice Supply Co., Columbus, Ohio, underwent an emergency 
appendectomy on March 23 .. . Jerry Devitt, Cal Long & As- 
sociates, has recovered, after a stay in Good Samaritan Hos- 
pital in Cincinnati, in time to take over for Cal Long him- 
self, who is bed-ridden with a severe case of flu. 
* 
PASSED AWAY 
The mother of Mrs. Jack Schafer, manufacturers represen- 
tative, died at the age of 94 on January 28 . . . the mother of 
Mrs. Wayne Bashaw, Pounsford Stationery Co., Cincinnati, 
died in Mitchell, Ind., at the age of 65 on March 3. Our sin- 
cere sympathy to the respective families. 
‘ 
THOSE VERY LOADED VACATIONISTS 
Les Booth, debonair general manager of the Cleveland area 
branch of Panama Ribbons & Carbons, just returned from a 
lengthy Florida stay with a healthy tan and a new Crown 
Imperial. . .Bill Boothby, Central Ohio Paper Co., is vaca- 
tioning in Florida . . . Charles Roth, boss-man at Roth Office 
Equipment Co., Dayton, Ohio, is enjoying the mineral baths 
at Martinsville Inn, Ind. . . the Earl Kochheisers, Chas. Ritter 
Co., Mansfield, Ohio, are en route to Sea Island, Ga. 





Franklin Metal Products Buys 
Sand Urn Division of Compco Corp. 

Franklin Metal Products Co. of Chicago announced the ac- 
quisition recently of the sand urn division of Compco Corp., 
also of this city. 

Since 1932, Compco has been among the leading firms in 
the manufacture of urns. However, due to expansion of pro- 
duction of other products, the company has decided to dis- 
continue making urns. 

All machinery, tools and dies were included in the sale, and 
Leon H. Franklin, president of Franklin Metal, said that all 
the best selling Compco urns will be added to the Franklin 
line. 





Garrett Tubular Products, Inc. 
Is New Firm for Hardware Engineering 

Garrett Tubular Products, Inc. has been formed to handle 
all sales for Hardware Engineering Co., Inc., as well as other 
products manufactured by the new firm. 

Bruce E. Herbolsheimer is the new president of the corpo- 
ration. He said his company will increase its present line of 
duplicating and business machine stands and typewriter stands 
to include posture chairs and stools for office, industrial and 
school use. 


OA-—5 /57 











OA. 








In 








Buy the best... 


OLUMBIA 


Steel Ohitee Equipment 


sell the best... 


keep your business growing! 





A FILING CABINET FOR EVERY NEED @ DESKS AND TABLES FOR EVERY BUSINESS PURPOSE 


CROSS FILES 





DESK HEIGHT FILES 


LEDGER, MICROFILM & 
FINGERPRINT FILES 
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IT’S EFFICIENCY 
WITH THE 
MODERN LOOK! 





Time-savers on the desk top...and with the 
modern look you want! Everybody approves 
when you select desk top equipment designed 
by the Bert M. Morris Co. They're matched in 
color, style, and utility! 

Include this modern desk top equipment in 
your office planning. Available from the Bert 
M. Morris Co. is a 1957 Catalog to help you 
plan wisely. Write for it! 


ESSENTIALS IN EVERY OFFICE 


MORRIS SAFE-T-SET 

Beauty with efficiency—large ink supply can’t 
leak, won't spill, is easy to fill. 

MORRIS MEMO HOLDERS 

Holds standard memo paper. Available with 
ball point pen attached. 

MORRIS PHONE REST 

Frees both hands. Fits all phones—either 
shoulder. 

MORRIS TRAYS—LETTER & LEGAL 

Easy access with rear suspension. Stacks to any 
height. 

MORRISHARP ELECTRIC 

PENCIL SHARPENER 

Fast, self-starting. Cutting stops when desired 
point is obtained—choice of medium, fine, 
extra-fine. 

MORRIS ASH TRAY 

HE-MAN size... Perfect for sales meetings... 
removable glass liner...matches newest style 
in steel office furniture. 


BERT M. ORRIS CO. 


8651 WEST THIRD STREET, LOS ANGELES 48, CALIFORNIA 
In New York: 381 Fourth Avenue 
In Canada: McFarlane Son & Hodgson, Ltd., 
Montreal, Quebec 





6th District Notes 


Cc. O. SCHLAVER, correspondent 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ili, 


The “Sensational Sixth” district of 
NSOEA, through General Chairman 
Maynard Westring and Governor Byron 
Johnson, announces that plans for the 
1957 regional May 5-6-7 in Rockford, 
Ill. are virtually completed. 

The recently remodeled Faust Hotel 
has been designated as headquarters for 
the two-and-one-hzlf day meeting, but 
the famed Wagon Wheel resort at near- 
by Rockton and the Westrings’ country 
club, Forest Hills, also are included in 








Byron Johnson 


the itinerary. 

Although not included in the registration fee, stationers and 
their wives have been invited to play golf on Sunday after- 
noon at Forest Hills and then gather for dinner and enter- 
tainment in the country club’s luxurious clubhouse. 

In addition to registration on Monday morning, there will 
be a tour through the Rockford facilities of Apsco to see how 
pencil sharpeners and other office items are manufactured. 

An outstanding speaker, John N., 
Christianson, assistant to the president 
of Quality Park Envelope Co. of St. 
Paul, will be featured at the kick-off 
luncheon Monday noon. “Chris”, who 
combines Scandinavian humor with a 
dynamic presentation of the proper at- 
titudes in selling, has titled his talk, 
“Five Dollars Down.” 

Leonard Wilcox, national president of 
NSOEA, will open the business sessions 
following the luncheon with a talk which 





J. N. Christianson 


inquires, “How Is Your Company Climate?” He will be fol- 
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to give you 
THE SELLING 






















SPEEDY © EASY-TO-USE « ECONOMICAL 
For any type of paper records 
CORRESPONDENCE « INVOICES 
VOUCHERS * LOOSE-LEAF COVERS 
MANUSCRIPTS © SALES SLIPS, ETC. 


*NEW, IMPROVED precisioneered construction 
means smooth edges ... a safety first fea- 
SEND ture that makes PRESTO a smooth seller and 
gives it the decided edge over other prong- 
for type paper fasteners. 
Get steady repeat business and reap big 
LATEST profits from the fastener that leads the field 
in consumer preference. 
CATALOG Made of highest quality grade steel with non- 
corrosive finish. Available with continuous base 
FEATURING and prongs — and attachable prongs. Sizes: 
PRESTO 24%," to 82" C-C, 1” to 6” capacity. 








SCREW POSTS * EXTENSIONS © LOOSE-LEAF SECTIONS 


CHARLES LEONARD, Inc. 


58-04 64th Street Maspeth 78, N. Y. 
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Wolds Finest Duplicators 


AT THE WORLD'S LOWEST PRICES 


Inthoducing 
SPEED-O-PRINT’S 
LIBERATOR MODEL 3OO0O ELECTRIC 


SPEED-O-PRINT CORPORATION 


1801 W. LARCHMONT AVENUE + CHICAGO 13, ILLINOIS 











lowed by the administrative assistant of the Wood Office Fur- 
niture Institute, Charles L. Turcotte. His subject will be, 
“Parade of Offices.” 

At five o’clock Monday evening, busses will transport every- 
one to the Wagon Wheel at Rockton, about 12 miles from 
Rockford. Here, the group will take over one of the dining 
rooms. A menu featuring Rock Cornish hen will be supple- 
mented by dinner music. And those who choose to do so will 
be privileged to visit the many shops and facilities of this 
much-heralded spa. Following the dinner, an aquacade has 
been scheduled in the Wagon Wheel’s heated pool. 

Tuesday morning schedule is to begin with a dealers’ break- 
fast at 8 o’clock. At 9:30 Homer Lay takes over for the bal- 
ance of the morning to conduct a Workshop Clinic. 

Everyone attending the convention will be invited to be 
present at the Great Lakes Travelers Club luncheon on Tues- 
day noon, It will be revealing for some to sit in on the “busi- 
ness session.” 

Final afternoon of the business sessions opens with a dem- 
onstration by a representative of General Electric Co. The 
ladies have been invited to attend this unique program. 

Elmer Rahe, The Globe-Wernicke Co., vice-president of the 
manufacturers’ division of NSOEA, will speak on “Our Re- 
sponsibility to American Business.” 

At six o’clock GLTC will be host to all conventioneers at 
the “House of Friendship” cocktail party. At 7 P.M. the ban- 
quet, featuring prime ribs of beef, begins. Highlights of the 
program include introduction of new officers, drawing for 
color TV attendance prize, the Rockford Men Singers, and 
novelty act by Dr. & Mrs. Kindon. Dancing will conclude 
the banquet festivities. 





. 

Two members of Great Lakes Travelers Club selected Feb- 
ruary 23 for their wedding day. Jim Golden of F. S. Webster 
Co. was wedded to Jame Kaser and Bob Cleary, manufac- 
turers’ representative, took as his life partner Virginia Coath. 

The Goldens are living at 908 Reba Place, Evanston, and 

















IT’S IN DEMAND... eb Se A Ice ROFIT 
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in handling 
AMERICAN 
REGISTERS 


the extra quality of the Consolett 


There’s always a market for quality — and office 
managers, purchasing agents and others who buy 
office equipment are quick to see (and appre- 
ciate) the quality features of the Consolett. 








ELECTRIC OR 
It’s safe — Consolett provides top protection for ex- MANUAL 
pensive electric typewriters and computers. Rugged, 
all-steel construction insures complete stability — at 


rest or on the move. Smooth, no-snag styling; won’t 
trip, scratch or upset. 











it’s attractive — streamlined design blends in any of- 
fice and harmonizes with other equipment. Choice 
of three attractive colors. ALSO AVAILABLE 
TABULATING FORMS FOR ROUND HOLES 
It’s convenient — Consolett offers comfort and privacy “AMERICAN” provides a complete line of 
operators like. Plenty of room on top for machine and Refold and Portable registers, embodying 
copy. Stand rolls easily on four casters — anchors every modern advancement for accurate record control 


at the touch of a toe. . . . topped by our fool-proof, trouble-free PINFEED 
. ms REGISTER. 


The big PROFIT is in 


—— ONTINUOUS BUSINESS FORMS 
STOLPER STEEL PRODUCTS CORP. CON’ bh US SY a customer for Business 


Forms. We plan and produce Standard and Custom forms 


Mail coupon for literature 
and prices 





hghet 2 euler taggin (tia alam ater for every type of business . . . you handle the orders, 
STOLPER STEEL PRODUCTS CORP. we produce them with your imprint . . . ship promptly 
340 Pilgrim Road, Menomonee Falls, Wisconsin under your label . . . bill you. Get the facts on the big 


PROFIT today. 
Write for Profit Making Details to 


a nda vanssbvavnanhusduuapentvuecsee 

Add MERICAN DEPT. OA4 
eid aenstdretsondtesesces ces sh a 

City Zone... State BOSTON 27, MASS. 
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No. MC-600 





MALE CLERICAL POSTURE CHAIR 





/ CHECK THESE FEATURES 

®@ Natural satin brushed aluminum finish on the frame. 
®@ Genuine foam rubber cushioning throughout. 

Beauty @ Gracefully styled. 
@ Upholstering is available in a wide variety of materials and 

colors. 
Sime-kast Comfort © Materials can be furnished in any desired combination. 
for @ A beautiful product by expert craftsmen. 
Economy svecencanous 
MC-600 
ene Ouinedd: Wiis an. as ninkiccedtadinas taatte 32%,” to 394” 

Durability Cad Gp Ws von sc cscveds tess tance seeennen 171%" te 20%” 
Witten oF GeGB. ccccccccccctcvccsnccccancecesscesecesseueeee 18” 
Depts GF GOR. oc ccc cicccsccdccecscesccccossessccsesces 164" 
eo “sy  SEERSpaeer es. ASS 12” 
Widtte GF Belk. ccc cccccccccscccececcesevescocccessess 4," 
Blameoter oF BasW... ccccccsevcecesccescvcsccevececessees 24" 
ad WR. <v stdn ncn devcudevaneblanaereennaeaee 41 tbs 
Cites: WDB «as dan ineciscnesstadentitas chen 47 Ibs 











America’s Standard of Business Seating 
DISTRISUTORS — 











WOH “Eat 3 ee momen 

ALUMINUM SEATING ozeczaden at 
17 S. CHERRY STREET + AKRON 8, OHIO cave 6 CU 260 8. St., Philedeiphie 6, Pa. 
A WHOLESALE OFFICE EQUIPMENT CO.. $1 Minns St.. San Francisco, Cnlit. 





WAREHOUSES: Los Angeies. Sap Prancieco. Seattle 
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A Fast-Moving, Self-Service 
Impulse Item by AK AY 


The Akay Memo-Master sells fast 

-.on sight. A continuous paper 
rollkeeps 3,150sq.inchesof rolled 
writing room right at your finger- 
tips. Scientifically designed in a 
break-resistant plastic holder. Fea- 
tures improved paper grip, pencil, 
pencil holder, holes for hanging, 
and no-slip rubber feet. Available 
in black, gray, walnut, ivory, tur- 
yellow and red— 





SPACE FOR 
UP.TO 3-4INE 
iAPRINT P s 
quoise, pink, 
with or without imprint. Attrac- 
tively display-boxed for self-serv- 
ice merchandising! Priced to retail 
without imprint at 98c 


cD also makes the HOLD-A-BOOK 


i) 














/ 





Hold-A-Book is ideal for holding books, catalogs, and other 
papers at the proper angle for easy reading. Made of sturdy 
wire and break-resistant plastic in black, ivory, blue, yellow, 
turquoise, pink, walnut and red. Attractively display-packed— 
terrific as a gift or self-service, impulse-sales item! Retail 98c. 
CORPORATION 


Division of Hauser Products, Inc, 
4034 N. Kolmar Ave., Chicago 41, Ill. 





“JUST CLIP AND MAIL TO] — —- — — — —— 
| AKAY CORPORATION, Dept. OA-5 
4034 North Kolmar Avenue, Chicago 41, IIlinois 





doz. Memo-Masters to retail at 98c¢ each 


| (Packed 4 doz. to ctn. Wt. 31 Ibs. Specify color) 
| ..doz. Hold-A-Books to retail at 98¢ each 

| (Packed 4 doz. to ctn. Wt. 15 Ibs. Specify color ) 
| 
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the Clearys, who honeymooned in Hawaii, reside at 757 St. 
John’s, Highland Park. 
* 

We were happy to have Merrill Hasty, that traveler of the 
wide open spaces—Northwest prairies and Can: the 
Great Lakes Travelers’ meeting of March 22. Merrill had re- 
cently visited his many friends in Winnipeg and incidentally 
wrote a few orders. He went north to avoid the blizzards but 
returned to Minnesota to find 23 inches of snow on the 
ground. 





Abe S. Golden, formerly of Royal Metal, has joined Pre- 
cision-Posturect Chair Corp. as sales representative 





Chicago Office Management Association 
Holds 15th Seminar, Equipment Show 

The 15th annual Chicago seminar and business show of the 
Office Management Association of Chicago was highlighted 
by the largest exhibition of office equipment in the group’s 
history. 

Taking almost as much space as the National Stationery 
and Office Equipment show in October, the association used 
the entire exhibition hall in the Conrad Hilton Hotel as well 
as the fifth floor of the hotel. 

Ihe seminar sessions, based on the theme “Keeping Ahead,” 
were Open to members of the association and were well at- 
tended. The equipment show was open to the public if visitors 
obtained tickets, and it was crowded at most sessions. 

Dealers and wholesale organizations from Chicago who 
participated included the E. W. Boehm Co.; Carson Pirie 
Scott & Co.; D & L Office Furniture Co.; Desks, Inc.; Hor- 
Interiors for Business, division of Berk Office Sup- 
ply & Equipment Co.; Marshall Field & Co., contract division; 
Marshall-Jackson Co.; Mead & Wheeler Co.; Office Equip- 
ment Co. of Chicago and Planned Offices Co. 


der’s, Inc.; 


Easy sales in Bi G numbers 


A sales “‘natural’’ when- 
ever large figures and easy 
readability are called for. 
This popular machine 
gives customers easy-to- 
read numbers on time 
cards, file folders, records 
. .. and gives you quick, 
profitable sales! Le 
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Franchise opportunities 


Here is the machine 


that revolutionizes office typing 


procedure... Copityper 


Attached to any typewriter makes 
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(a 


five ink copies 


simultaneously... 


1 
Just msert in 
the typewriter 
1 a normal 
lanner as Many 
as 5 sheets 
WITHOUT 


sing carb« 


Psat ce tiCMe Tie Micoome cuescite tale 


COPITYPEBER CORPORATION 


527 MADISON AVENUE | SUITE 318, NEW YORK 22, NEW YORK 


2 


* 


Quickly and 
easily the tis 
copy sheets 
behind and 
between tl 


€ 


COPITYPER 


ribbons 


7 


5 true ribbon copies without carbon paper 





No messy carbons that smear 


Easily attached in minutes to your 
typewriters 


Increases productivity...more typing with 
less effort 


Saves money and typing time 


Features magic ribbon for erasing errors 
without smudges 


Precision engineered ... carefully built for 
life-time service 


Everyone agrees that this new typewriter attach- 
ment, COPITY PER, completely changes old office 
procedure ... it increases productivity... and effi- 
ciency ...and PAYS.FOR ITSELF IN HOURS 
SAVED in a matter of a few months...and goes 
on to save time and money for years to come. 
No modern office typewriter is complete without 
COPITYPER. 

FREE DEMONSTRATION IN YOUR OFFICE 

...SO you may see for yourself! 


sty 
& %, \ 
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Then the message 
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For Instantaneous Selling 
and Steady Repeat Sales 


A Sturdier Hanging Folder 


> ERTIFLEX pu 


with the NEW PLASTIC TAB that SNAPS ON 





(PATENT PENDING) 


It had to come and here it is! Just as hanging folders are 
decided improvements over the old-fashioned slippery fold- 
ers, so does the “VERTIFLEX Plus” add the finishing touch 
to this new super filing service. Starting from the bottom up, 
the folder itself is of stronger stock to stand up longer under 
daily use and abuse. The patented snap-on plastic tab is 
extra-heavy, and angled for maximum visibility. 


Exclusive features make filing up to 20% 
faster and easier for your customers . . . 
and insure easy sales and new profits for YOU! 


PATENTED PLASTIC TAB! 





Easy to Attach! Easy to Position! 


Clicks on folder with a flick 
of the finger! 


Slides to any position instantly — 
yet stays put! 





Easy to Remove! Signalizes! 
Just slide tab off rail at either Tabs can be used for any type of 
end of folder! indexing or signal system! 


@ Clear-view plastic tabs angled for instant, no-squint 
visibility. Heavy plastic stays clear permanently. 

@ Permanently attached aluminum rail on both sides elimi- 
mates torn or frayed edges. 

@ Heavy-duty, Kraft-base folder stock in easy-on-the-eyes, 
gray-green color. 

@ Instantly adaptable to any filing system — cabinet, desk 
or portable. 

@ Available in letter or legal size, clear or amber plastic 
tabs, with folders scored for regular or extra-capacity 
expansion. 


MAIL COUPON for FREE SAMPLE, literature and prices! 
Start stocking ‘“‘VERTIFLEX Plus’ mow for PLUS profits! 





Ask about **VERTIFLEX Plus''ADAPTER FRAMES! Sturdy steel, yet in- 
expensive, so your customers can put “‘VERTIFLEX Plus'’ Hanging 
Folders to work immediately — right in their present filing system! 














ADVANCE INDUSTRIES 





ie 3947 W. Fifth Ave., Chicago 24, III 

Please rush BUYEK'S SAMPLE of ‘‘VERTIFLEX Pius'’ 

Manufacturers’ Hanging Folder with patented plastic click-on tab! 
Representatives Also send literature and prices! 


Some choice terri- 
tory still available. 
Write for intrigu- 
ing proposition! 


Buyer's Name 
Firm Name 

Address___ —— 
= 


ADVANCE INDUSTRIES 





__ione___State 

















3947 W. FIFTH AVENUE 
CHICAGO 24, ILLINOIS 
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7th District Notes 








BRUCE A. BLACKBOURN, correspondent 
5526 Vermont St., Minneapolis 16, Minn, 

With only a month until the Lucky Seven Convention in 
Des Moines, lowa, we are heading for new records in attend- 
ance, fun and knowledge. The newly organized Regionettes 
guarantee that the ladies attending the convention June 2, 3. 
and 4 will have the'time of their lives. A program of interest 
to all the ladies has been planned that combines entertainment 
and informative sessions with plenty of time to shop. 

Joe Popple, Jr. of Office Outfitters, and Jim Roach, of Sta- 
tioners Loose-Leaf, have made preparations for a gala golf 
tournament to be held June 2, on Des Moines’ sportiest golf 
course. For entry blanks contact Joe Popple, Jr., 318 K.P. 
Building, Des Moines, Iowa. 

Be sure to bring all of your sales personnel to Sale-O-Rama, 
the meat of the Lucky Seven Convention. It will pay you, and 
them, big dividends. 

And, of course, some lucky couple will win a five-day trip to 
Mardi Gras in ’58. Flying to New Orleans via Braniff Airways 
and then beautiful Monteleone Hotel in the center of the 
amazing French Quarter. They will be guest of the mayor of 
New Orleans on Monday. 

« 

Jack Ruhe of Watertown, S.D. is ripe for all you golfers as 
he twisted his arm on the course and is having to take it easy. 
7 

Bob Kane of Chicago was seen dining at the Minneapolis 
Athletic Club with one of his very best customers. 

« 

Oscar Bertelson of Bertelson Bros. Minneapolis, is home 
from the hospital after an operation and getting along fine. 
” 

What dealer in Hibbing, Minn., has a new 32 foot cabin 
cruiser which sleeps eight and parties 16? 

* 

Mrs. Florence Forbes of Atlas Office Supply, Neenah, Wis. 

is vacationing in Hawaii. 
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® Increase productivity, efficiency 
® Save man-hour costs ®© Reduce waste motion 
® A complete work-station in one unit. 


Get all the facts — send for illustrated Bulletin 188 
and complete Stacor catalog 


STACOR EQUIPMENT CO. 


770 East New York Ave., Brooklyn 3, N. Y. 
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Musings of a Retired Stationer 





+r oe < 


Harry G. Horder 


Weis Manufacturing Co. was just starting up. Otto Weis had 
a salesman named Ed Blankemeyer. Otto and Ed would sell 
to E. Y. Gave him time to pay, too. Turned out to be a good 
relationship — still solid. 

I can still see Bill Bardenheuer of Boorum & Pease. Bill 
had a Van Dyke beard and real good advice for a young sta- 


tioner. Bill Troup of Henry Bainbridge & Co. — fastest 
traveling salesman I ever met. Better have your order ready! 
Bill couldn’t wait and didn’t. Died in his bath while still on 
the road 

Easy years hard years — so what! If you made a dollar 


you kept it and put it back in the business. Taxes no factor 
in this period. Came the war in Europe and the end of that 
era 

[ got married in 1911 and by 1916 I had two small girls. So 
they threw me out of the draft and put me in the Home 
Guard. This was a time of hysteria. They talked about plow- 
ing up all the golf courses to plant potatoes — and didn’t. 
Charlie Stevens (Stevens Maloney & Co.) carried some sort of 
card which authorized him to search for German spies. 
Fletcher Gibbs, “Father of the National Association,” was 
chief stationer in Chicago. His company, Shea, Smith & Co., 
along with Cameron Amberg & Co. and S. D. Childs & Co. 
constituted Chicago’s “big three.” They are all gone now. 

Mr. Gibbs was a dignified and stately gentleman. He had 
some difficulty in understanding why some of the local associ- 
ation meetings were cut so short. What he didn’t know was 
that some of the people in attendance were in a hurry to get 
over to Custom House Place. 


Remembers Ralph Wilson 

About this time I got to go to national conventions and to 
meet some of the old time greats of the industry. I remember 
Ralph Wilson. Just out of his circus. He was founding the 
C.S. & R.B. Co., predecessor of the Wilson-Jones Co. I re- 
member Ralph and Dorr Perkins from St. Paul. 

I think of John Eberhard Faber, my choice as one of the 
finest gentlemen ever to grace our trade. I can still see John 
and Lothar Faber, Sr. in their German bowling alley. 

1914 to 1918, and still small taxes. 

Somewhere along here I called at the little shop of James 
Rand in North Tonawanda, N.Y. He had a die cutter for his 
pockets, a punch press for his trays and an extruding machine. 
Also some ideas. Out of this came Remington-Rand. What an 
oak from such a small acorn. 

Along about this time also was Harold Hawkins of the 
Hammacher-Hawkins Co. and his very early model of the 
ring binder. And William Pitt, that tall, dignified head of the 
Irving-Pitt Company, along with Jim Irving. Also, this was the 
time of Ivan Allen, that genial citizen of Atlanta, who even 
now is just as full of ginger as ever. 


Recalls Dixon Man's Pranks 
| remember Schermerhorn of Dixon pencils. He was a man 
full of pranks. One time he stuck his head through the win- 
dows of a lot of cars parked by a restaurant and yelled. This 
was a little dangerous since each car seemed to be occupied 
by a twosome whose sole desire was to be left alone. And then 
there was Herman Price of Dixon, and later of Eagle Pencil 
Co. Always quiet, always capable, my choice as one of the all 
time greats of the industry. 

Somewhere about 1916 at a convention my sister Ivy met 
Fred P. Seymour, then advertising and sales manager of Water- 
man Pen Company. Later she married him. In 1918 he came 
to Chicago and to Horder’s. For more than 30 years he con- 
tributed to the growth of our company. I sometimes wonder 


































































a 


Bs ei 
In the new Sculptured Group .. . carved v 
hand-guided artistry from solid bloc 


the only 

low priced 

FULLY AUTOMATIC 
ELECTRIC STAPLER 
ae - 7.4 8 


six outstanding features: 


completely automatic — operates at touch of the 
paper. The hand doesn’t have to touch the machine. 
standard staples —holds 210 standard staples— 
does not require expensive special staples. 

stapler easily removable — uses standard Bates 
“56”. Stapler not integral part of electric unit, 

means continuous, dependable service. 

adjustable depth gauge — staples go 

where you want. No guesswork. 


soft rubber base—prevents slipping, marring desk. 
safety-matic — Current cuts off during loading. 


All moving parts covered. 
Really safe—no chance of finger injury. 


PRICE $49.50 


)f teady, continual operation the 
MOSES “C” BATES ELECTRIC STAPLER 
5000 Staples (at one loading) electrically. Acts at 
f paper. Fastens up to 30 sheets. Compact, quiet 
f r toes. Made with single or double stapler heads 
Double Head $187.50 


th BATES manufacturing co. 


reet, New York 








how much the death of Frank Waterman and Fred’s leaving 
had to do with the future fortunes of what was at that time the 
giant of fountain pen companies. 

Along about this time President Wilson began to “make 
the world safe for democracy.” So along came the income tax 

- just for a short time, they said. And so an era ended and 
another began. 

In 1921 we had a depression. People are inclined to forget 
that one. Nevertheless, Sears Roebuck & Company had to be 
rescued by Mr. Rosenwald and Mr. Avery practically pulled 
Montgomery Ward & Co. out of the Chicago River. A lot of 
stationers went down the drain, also. 

We learned something then about the need for system and 
the orderly management of a business. Not too much, but 
something. Between 1921 and 1928 Horders business expanded 
until there were 14 stores. We soon learned about system and 
more about routine — perforce. 

Those were the carefree days at the annual conventions. I 
remember the meeting at Montreal during prohibition and how 
Gordon Bingham, Burrows Bros., Cleveland, and Guy Hamlin 
buried their liquor on the wrong side of the line and their 
chagrin at having done so. And Fred Christensen of Vernon 
riding the horse into the lobby of the Mount Royal Hotel. 

It must have been along here that a convention was held 
in that circular hotel in West Baden, Ind. The races they held 
with littke trucks — round and round the dome — were ex- 
citing, noisy and not conducive to a good night’s sleep. 

It was in this period that a certain company in Chicago 
sued some 50 members of the association for a large sum. 
This was a triple damage claim of restraint of trade under the 
Sherman-Clayton Act. That company did not win but the suit 
took a long time, cost a lot of money, and taught us a lot 
about that law. 

Well, it all had to end — the roaring 20's, prohibition and 
easy taxes. And so with a bang came the great depression and 
the end of that era. 

Sometimes the period between 1931 and 1940 is more diffi- 
cult to recall than the earlier periods. We first had to learn 
how to operate with half the previous volume of sales and how 





The 
Blue Ribbon 

For 
Profit 
Potential 





In the carbon paper and ribbon field, it’s definitely the 
“U.S. Line.” And dealers the world over support this 


claim! 


“U.S.” offers everything . . . quality products .. . color 


ful packaging . . . comprehensive inventories . . . prompt 
service . . . and dealer prices that offer real profit pos- 


sibilities for you! 
Please write for free samples and prices. 


- . melee mena mer Smee 








U.S. 


CARBON & RIBBON MFG. CO. INC. 
621-623 CHERRY ST. PHILADELPHIA 6, PENNA. 
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ONCE THE NEWEST 
THING IN 
DUPLICATORS... 

NOW ITS 


REPRODUCES 
FIVE COLORS 
AT ONE TIME! 


ee 









$198.50 


plus F.£.T. 
F.0.B. Chicago 


Other models from $157.50 up, 
electric model at $349.50. 


W Gey-rite 


==> SILVER-STREAK 


@ Streamlined, Modern Design @ Pre-Set Side Guides—Fixed 
® Exclusive “Margi-Set” Auto- Position Assures Accurate 
matic Raising and Lowering. Alignment always 
Copy Can be Positioned While —@ Exclusive Quart Capacity Fluid 
Operating Duplicator. Supply. Less time on refills— 
@ Composition-faced, long-wear with No Evaporation 
Side-grippers. Outlast all others © Five Position Intensity Control 
~ositive Single Sheet F — = ut 
Positive Single Sheet Feed. e Easy Visible Fluid Supply 


am 4°) B- 1555. 
e)t) Bley: Wee), mw. B-j1ti 1 Meier 


1201 Cortland Street « Chicago 14, Iilinois 
San Francisco Brooklyn 
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Codie 


The SAAME that means “THE Most” in 
garon Papers, Inked Ribbons, Hectograph Supplies 

































Exclusive ‘‘Carbon 
Gripper’ makes typ- 
ing easier, better! 
Included free with 
Codo Carbon Paper 
(Except Typocraft) 





PRE-SOLD CUSTOMERS 


Codo’s splendid reputation for superior Carbon 
Papers, Inked Ribbons, and Hectograph Sup- 
plies becomes better known every day! This 
means dealers meet but little resistance selling 
Codo — a product that sells itself! 





__— MANUFACTURING 
O CORPORATION 


Factory: Leetsdale, Pa. 


401 Wood St. 564 W. Monroe St. 
Pittsburgh 22, Pa. Chicago 6, lil. 





79 Madison Ave. 
New York 16, N. Y. 
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Management which lived through those years 
learned caution and the value of system and order. 
In this period I got to running back and forth to Washing- 


to cut corners. 


ton in connection with the “Blue Eagle” program. The Na- 
tional Association was getting larger under Charlie Garvin but 
we didn’t have too much time to play. Besides the old blithe 
spirits Were passing on. Business got farther and farther away 
from its low point and 1939 marked about the nearest ap- 
proach to “normalcy” that had been seen in two decades. 

Then came Pearl Harbor and the end of that era. 

My two boys went into the Air Corps — one Army and one 


Navy. They were away for four years. And business got really 
complicated. 


I remember Inventory Limitation order No. L-219 put out 
by W.P.B. and having to cut a large inventory in half when 
everybody else was buying. This was to serve as an example to 
others they said. We needed system and we had it. 

Again back and forth to Washington on committee work 
for W.P.B. I recall voting on how many gloves to allot to the 
fishermen in Gloucester, Mass. Their hands got cold and the 
country needed the fish. Also on how many diapers to allot to 
San Diego, Calif. It seems that nature was taking its course 
with the servicemen. 

All the time sales and taxes were on the increase. All the 
time there was need for more system and more order in a 
stationer’s operation. Also there were lots more stationers 
and the conventions got so big one could hardly find old 
friends and never got to know the new dealers. 

During this period every dealer seemed to prosper. Every- 
one grew and even the let-down after the end of the war was 
soon picked up by Korea and ‘cold war’. 

Is this last era ended or ending? Who knows? 

What we do know is that on a weighted average sales scale 
prices in 1957 are just twice what they were in 1936. Any 
business which had a volume of one million dollars in 1936 
should have a sales volume of two million in 1957 without 
any increase whatsoever in the physical volume of merchan- 
dise sold. 

Management may take credit for gains when looking at 


= TRAINING IMPROVED 


WITH 
Ith Sa na f) 
Hes GARRETT . 
tat 


““TYPE-WRITE”’’ ADJUSTABLE TYPING STANDS 
CALCULATOR AND BUSINESS MACHINE STANDS 
- BOOKKEEPING STANDS. POSTURE CHAIRS 








SEND FOR 





FREE 
TAA LITERATURE 
AND DETAILS 


nr TO: 





Tubular 


Products, Inc. 


GARRETT, INDIANA 


Garrett 


P. 0. BOX 237 





7, 4% 


i 


arrett 7 ubular 7 roducts, Inc. 
GARRETT, INDIANA 
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Most Important Business Show Ever! 


The 1956 National Business Show went way beyond anything 

ever held before: * Most Important in number ofexhibits * Most 

Important in attendance * Most Important in enthusiasm. 
...and the 1957 Show promises to be still more important. 


NATIONAL BUSINESS SHOW © 


All the industry exhibits— All management attends 


OCT. 28th THROUGH NOV. Ist, 1957 


New York Coliseum, Columbus Circle, New York 


Rudolph Lang, Managing Director 
33 West 42 Street, N. Y. 36, N.Y. + Pennsylvania 6-6760 
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Build sales volume 


TUAW A\ LS Oke 


fast selling satin finish 


| Office Accessories! 





Valco’s 1956 office acces- 
sories...designed for 
greater beauty, more dura- 
bility and maximum utility 
...mean more sales and 
more profits for you. All 
items are of highest quality 
satin finished aluminum. 






No. 408 

Statesman 

Costumer 
73” height. 11” 
diam. upright. 16” 
diam. base. 12/2” 
diam. drum, 8 double 
hooks. H 





No. 25 

Duchess 

Torchier 
65” height. 1%” 
diam. upright. 14” 
diam. base. 14” 
diam. shade. 3-way 
Mogul socket. 


No. 1500 
C=; Nobility 
I Costumer 


No. 17-C 66” height. 12” 

Monarch diam. base. 

Costumer 
72” height. 12” 
diam. upright. 14” 
diam. base. 4 double 
hooks. 



































Write for details and prices on the 
complete line of Valco accessories. 


WAI COR C ORR arya 











dollar figures only. But that is hardly sound. All too few sta- 
tioners have better office and warehouse operations than they 
had 15 years ago. 

So I look at the ocean and wonder what, if anything, the 
last 50 years of the office supply industry has taught dealers 
of the present. Perhaps we need a recession once in a while 
to teach humility. Perhaps there is need for caution as well 
as exuberance. Management of today in almost every industry 
never had to go through a depression. Perhaps this manage- 
ment never will have to go through one. 

Of one thing we may be certain. If war and war scares and 
crisis ever cease and a business letdown comes, the men will 
be separated from the boys. We can be certain also that Uncle 
Sam will still be an equal partner in the profits even if not 
in the losses. 

I sit by the water and wonder. Perhaps we will always go 
on to higher prices, higher sales and higher taxes. Perhaps I 
shall not live to see the end of this inflation era. Perhaps 
I’m not too sure that I want to do so. 


10th District Notes 


TOM VARNUM, correspondent 
9400 Ridge Road, Arvada, Colo. 





Jim Conwell, Eagle Pencil Co., vice-president of our club, is 
now holding down the fort as acting president. “Grif” Griffith, 
Parker Pen Co., has been transferred to the St. Louis territory 
for that firm and is forced to give up his duties as president. 
Jim and Grif have been working closely together on the 
Traveler’s plans for the Region 10 meeting and we know Jim 
will step in smoothly. 

= 

We were all very sorry to hear of the death of Frank Dunst 

and our deepest sympathy goes to the Dunst family. Frank had 














SAVES SPACE, 




















TIME—LABOR 
MATERIALS 
T 
1/7 4 
oO 
a 
Any Card Inserted Into — Plastic ““SELF-INDEXER” An Index Guide 
AICO’S Transparent... (shown above), becomes... At Guide Height! 


USERS OF CARD FILES Buy On Sight! 
The Demand Is Tremendous! 


It takes only seconds for you to show your prospect 
how to make an Index Guide out of any card in his file. 
Just slip one of his cards into the double lip at the 

top and into the bottom slot of 


Nationally Adver- the Self-Indexer and the Com- 
tised In bination becomes an _ Index 
Management Meth- Guide at Guide Height. Elimi- 
ods’ nates bulky Guides, Typing 
Office Management Titles, etc. Tough transparent 
The Office Magazine Plastic, lasts indefinitely. In 4 
Today's Secretary sizes, incl. Tabulating. 


and others. Write today for free sample, 


FREE: literature and price list! Or 
send Sample Order for Box 
of 50. 


44-16 23rd St., Long Island City 1, N.Y. 
INDEXES 426 S$. Clinton Street, Chicago 7, Ill. 
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EXECUTIVE OFFICE SERIES 


A comprehe 


DELYNN ASSUCIAILS 





The Amazing Vang yard Magnefic 
| a wre Mage erste WITH EXCLUSIVE 


| DUPLICATES CG@re 
Used and Acclaimed FEATURE 


in Over a 5 


| as the World’s Finest 

















Dictation-Transcription Instrument 





Exclusive Distributor Franchises 


are now available in certain 





_A Vow ta 
in Dictation 


areas of the eastern United States. 


For more information write to... 


VANGUARD BUSINESS MACHINES D/V/S/0N 


150 SYLVAN AVENUE -- ENGLEWOOD CLIFFS °N- dS: Z DLEON RESLARCH 
LOWELL 7-2770 








LOBPORATION 





10/0-820 FIFTH AVENUE-N-Y- 
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SELLS LIKE HOTCAKES! 






ibecause 
it’s the 


EASIEST | 
10 

USE 
DUPLICATING INK 


ON THE MARKET! 






= A duplicator ink that actually @ No oil creep in pad 
dries as it stacks on mimeo @ No offset, smudge, 
bond (and some rag stock ). Per- slip-sheeting 
formance guaranteed, too! Little © Wel act harden te 
wonder, Canode Dri-Rite is a pad in any climate 
favorite in offices everywhere! © Will not clog pads, 
harden in cylinders 
s If. 
In new 1-lb. cans, 12-lb. cans or a> demand tends 


\-lb. plastic squeeze-it package. 
For both open and 


Black and 3 colors. closed drums 


Write Today for Details on Private Brand Labeling 


INK SPECIALTIES CO., INC. 


519 North Halsted Street @ Chicago 22, Illinois 
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been ill for some time with a serious pneumonia infection. 
e 

A. B. Hirschfeld, pioneer printer of Denver, legislator and 
well-known civic leader passed away March 28 in his home of 
a heart attack. Mr. Hirschfeld was 69 at the time of his death. 
More than 1000 mourners attended the rites at BMH Syna- 
gogue in Denver. 

« 

Very little time left to make your reservations for the 
NSOEA Region 10 meeting at the Ben Lomond Hotel in Og- 
den, Utah. Write the hotel direct or send your filled-in reser- 
vation form to Governor Harvey Howarth at Weber Office 
Supply Co., Ogden, Utah. The committee has put in a lot of 
time on the plans for this one and guarantees a fine time for 
everyone. As usual the ladies program is outstanding. If you've 
visited Ogden in the past you know it’s one of Utah’s finest 
vacation spots. We surely hope we see you all at the “Happy 
Hour.” 

« 

A recent visitor to Denver was George Thompson, vice- 
president of the Buzza-Cardoza Company, making the rounds 
with “Mac” MecGarvin of that company. He dropped in to see 
us at the Albany Hotel luncheon and some of us relative new- 
comers learned that George was one of the original founders 
of the Rocky Mountain Travelers’ Club. It was a real pleasure 
for us to meet him. 

« 

Another Henry Berry installation in the offing: Wyoming 
Stationery Co. in Casper, Wyoming has completed plans to 
double its floor space and frontage on Wolcott Street. Own- 
er Ron Campbell recently sold his machines division and is 
going to expand his furniture and office supplies. The big 
change will be taking place around “Ogden-time” and we hore 
it won’t keep the Campbells from attending. 

* 

Back to the shrubs and weeds for now but we'll see you all 

at Ogden on May 10, y’hear. 





Your Room Space 


is 
CEILING HIGH 


when you use 


Adjusto- 
Deck 





7 
= 
Revolutionary 
New & Better 
\ 
} oe 
Will carry tremendous 4 Ni pa 9 
loads i 
a SS 
Expands storage space upward. 2-sided bracket shelving adjusts to any 
depth or width, clear to ceiling. Instalis without special tools. Uprights 
take rugged hold of ceiling & floor without bolting or threading of pipe. 
Costs 30% less than steel shelving. Saves on freight rates, Standard pipe 


& plywood may be bought locally to suit needs. Depths 26” to 96”. Widths 
48” to 96” 
Without shelving, ADJUSTO-DECK also makes perfect Hanging Racks 


Write Today for Full Information 
WALTER HAERTEL CO. 


2840 FOURTH AVENUE, SOUTH 
MINNEAPOLIS 8, MINN. 
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Jasper Chairs 304 Group ... 






4 group of chairs just recently added to Jasper 
J ) I 


~ ae Chair Company’s line and already favorites. Rea- 
Siy Invitation Member 


aS 


» AER construction, moderate price. Available with up- 
\ 45 


sons for this popularity: neat appearance, rugged 





holstered seat, cotton filled, or with plain hard- 





wood seat as illustrated. 


ae as THE RIGHT CHAIR 


tint 4T THE RIGHT PRICE 
Bure e300 CA aracter 
RICE LEADERS 
OF THE WORLD 
ASSOCIATION 


HepresentsHigh Standingan 





2 j 
Name Yroduct Yoticy 


—wvJasper Chair 2 


oo Cnn, JASPER, INDIANA 















= oa 
REPRESENTATIVES: GEO. A. LITCHFIELD, SALES MGR., JASPER, INDIANA 
HENRY DEUTSCH (SOUTHWEST R. A. BROWNE (WEST) R. J. FREEMAN and JOHN R. FREEMAN 
11340 COX LANE ROOM 363, 1079 B STREET 22 W. 48th STREET 
DALLAS 29, TEXAS HAYWARD. CALIF NEW YORK 36, N. Y. 
“4p, paw” JAMES -S. FOWLS (SOUTHERN JACK S. DORAN (NORTHWEST LESTER W. BROWN (CHICAGO-MIDWEST) 
a-18 327 SUNSET DRIVE, NORTH ROOM 363, 1079 B STREET 666 LAKE SHORE DRIVE SPACE 844 
4 ST. PETERSBURG 2, FLA HAYWARD, CALIF. CHICAGO 6, ILLINOIS - 





LOUIS MELIND 


JMPANY 
DALLAS 

St ’ ? treet 
CHICAGO 

3524 N wk Stree 


LOS ANGELES 


5254 Alhambra Ave 





in the box so strong you can stand on it! 


ela 
Sold through dealers only Complete stocks 


Teme lim elacliasiet 
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llth District Notes 


KENNETH SUTHERLAND, correspondent 
8036 $.W. 9th Ave., Portland 1, Ore. 





improve your sales with a 


On Saturday, March 6, Henry Rasmussen, Rasmussen Book 
& Stationery, Vancouver, Wash., was married to Onida Mac- 
Pherson. The wedding was held at the East Vancouver Meth- 
odist Church, their honeymoon at the beach. Congratulations 
Henry from the O. T. T. Group. 





TRADE MARK . 
Virgil Meshel, Earl (Swingline) Howell’s right hand man is 


file folders. .-e-ces the proud father of a new baby girl born on March 14. Virgil 
uses a standard pattern; this is his fifth girl now. 
. 


plain & MOON s 6 0 0 0 6 0 0 


Rasmussen Book & Stationery of Vancouver, Wash. won 
first place in window display in Vancouver’s annual Spring 
Opening. 

. 

Our good friends Joe & Leona Dwyer, American Pencil 
Sharpener Co., are enjoying a trip through the Northwest. 
Leona spent several days in Medford with the Walt Young 
family who have a new baby boy in the household. 





a 
Johnsons, Inc., Wenatchee, Wash., are modernizing their 
store. The building will have a new front, the balcony will 
be enlarged for a TV repair center along with a furniture dis- 
play 





* 
Joe Hilton, formerly with Joe Davis is now working at the 
Shaw & Borden Co. for William (Bil!) Goss. 
. 
Business Equipment Co. of Spokane has a new outside sales- 
man, Bill Davis. 














* 

Jack R. Rehm has purchased the Aberdeen Office Equip- 
ment Co., Aberdeen, Wash., (formerly Typewriter Sales and 
Service) from R. A. Raymond, 

Mr. Rehm is new to our industry but not to Aberdeen, 











Uuty| automatic electric eraser 








good profit maker with a wide market 
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Get your share of the profitable electric eraser business. Sell the 

Or fully automatic Barber-Colman electric eraser with exclusive 

CUSto, lf-starting feature. Just pick it up and start erasing. Quickly, 

800d 7 ner smoothly erases pencil, ink, type . . . fine lines or solid blocks. 
C Cale, A valuable timesaver needed by engineer-draftsmen, 
Profit, irchitects, artist business offices, schools, studios. 
& - Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-f 115V, 60C a-c electric motor. 
Highly dependable . thousands in use. A good-profit, 





THE WARSHAW MANUFACTURING 00, INC. Write now for prices aad descaiptive folder. 
1 MAIN STREET BROOKLYN I, A. 
Barber -Colman Company 


Dept. Q, 1244 Rock St., ROCKFORD, ILL. 
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ER OBER H ee ee Bee 
g REFLECTOR-HARDWARE CORP.Dept. OA-5 t 
gy WESTERN AVE. at 22nd PLACE, CHICAGO 8, ILL. 


* Gentlemen: 

Please RUSH my 3 free guides to getting 125% more live § 
@ selling space. I want to display more lines 
4 all my merchandise in easy “buying-reach” of customers. 


® 
a 
aa Name ‘ 
| 
4 
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B Position 
@ Firm Name 
B Address. 


















SELL MORE 


by using SPACE effectively 







Anerchandising 
equipment 





EFLECTOR 


HARDWARE CORP. 
VISIT OUR NEW YORK SHOWROOM 


















puts BFPrTrIcibnnNncwy 
into the 


office routine 

























wood desk trays 
of seasoned lumber with locked corners, 
set-in veneer bottom. Oak, walnut or ma- 
hogany finishes. Each tray individually 
boxed. Also in extra deep size. 


wood card files 
of seasoned wood with securely fastened 
clinch hinges. Oak, walnut or mahogany 
finishes. All sizes individually boxed. 





write today for catalog and prices on our complete line of filing accessories in wood, metal, paper 


vod es MANUFACTURING COMPANY 
a 2931 Wentworth Ave. Chicago 16, fll. 


OA-—5 /57 193 











An EXCITING New Tool 
for SAVING TIME 
in the OFFICE 











The new Model 60 


MASTER ADDRESSER 


ADDRESSES Statements, Direct Mail, Advertis- 
ing Material, Service Follow-ups, etc. 

IMPRINTS Time Cards, Checks. Personnel Forms, 
Shipping Labels and Tags, etc. 

HEADS Requisitions, Purchase Orders, File 
Cards, Folders, Hospital Admittance Cards, 
Records and Reports. 

REPRODUCES Signatures, Addresses, Small 
Forms, Specifications and Directions. 





So versatile it can be adapted to almost py : 


any repetitive writing job. So simple to 

use it prints from paper masters pre Sx 

pared in any typewriter. So flexible the b 

Masters can be used separately or at 

tached to almost any type of record X 
or ledger card. .combines printing 

medium and record files in one. So_in- \ 
expensive even the smallest office can’t ’ 
afford to be without it. 

Actually the Model 60 MASTER AD 
DRESSER is fare more than just an 
addressing machine. It’s a desk-sized 
duplicator using the spirit process of ciate és atm 
duplication to perform 100s of repeti se» related records of 
tive printing jobs for 1000s of busi- any size, shape, or 
nesses and organizations. form. 


If you sell office equipment, don’t miss this op- 
portunity to handle the NEW MODEL 60. Re- 





PRINTS from 
paper masters which 
can be used sepa- 





v turn this coupon for complete information on a 
dealer Franchise for your area. 

MASTER ADDRESSER COMPANY 

6500-OA West Lake St., Minneapolis 26, Minn. : 

@ Tell me more about the “Model 60” and your : 

franchise plan. : 

ins ches eweens : 

EE VGauadth sss : 

ADDRESS oe : 

er ...... | ... STATE 








having been employed at the Harbor Plywood Co. of that 
city for over 30 years. He extends an invitation for all Trav- 
elers to stop in and see him on their next trip to Aberdeen. 


ee 

Jim Wilhelm, governor, District 11, NSOEA is busier than 
a bird dog these days completing arrangements for the coming 
convention at Tacoma, Wash., May 19, 20 and 21. 

Jim is receiving the able assistance of John Hunt, general 
chairman, assisted by Al Osborn and Dick Vaughn who is 
president of Oregon Trail Travelers. The registration desk will 
be under the charge of Jack and Catherine Hunt. Roy Hunter 
is in charge of hotel reservations. The women’s friendship 
room will be handled by Rae Armstrong, Mrs. Jack Miller, 
Ruth Osborn and Bobby Hunt. 

Greeting committee will be handled by Jack Miller. Dick 
Hunt is chairman of the. golf tournament. General chairman 
of the women’s luncheon will be Elizabeth Wilhelm. Assisting 
the overall convention will be James Kalbus, Ist Lt. Governor, 
and Bob Gibbs, 2nd Lt. Governor. 


Program 
Sunday, May 19 
2:00 P.M. Registration—Lobby, Winthrop Hotel 
7:30 P.M. Buffet Supper—Wedgewood Room 
9:00 P.M. Potlatch, by Oregon Trail Travelers—Informal 
Dance 
Monday, May 20 
8:00 A.M. Registration—Lobby Winthrop Hotel 
9:15 A.M. Business Session—Wedgewood Room 
9:20 A.M. Opening Remarks—District Governor 
9:30 A.M. Welcome—John Anderson, Mayor, City of 
Tacoma 
10:00 A.M. Leonard B. Wilcox, President, NSOEA “How 
Is Your Company Climate” 
10:40 A.M. Charles L. Lurcotte, adm. asst. Wood Office 
Furniture Institute, “Parade of Offices.” 
11:20 A.M. Drawing for Door Prize 


(Turn to Page 194, Please) 
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STRONG! 








NEW! 


G= 














STORAGE CABINET 
No. 3678-S 


with adjustable shelves, finished 
in baked-on olive green or office- 
gray enamels with lock in handle, 
insulated doors. Shipped one per 


carton, K.D 
36" W x 18” x 78”H 
Weight 150 Ibs. 
MANY OTHER SIZES OF 
CABINETS AND SHELVING 
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QUIET! 

















VERSATILE! 


© bine. 


| COLORFUL! 
\ 
Write today to 
Dept. OA for folder 3 
\ \ 2323 ELLIS AVENUE, ST. PAUL 14, MINNESOTA 










FOR EVERY OFFICE REQUIREMENT 
IN EXCITING DECORATOR COLORS 


Known for top quality throughout the nation 
... KOL office stands come in new Decorator 
Colors to coordinate your office furniture. 
Every KOL stand is of all-welded steel con- 
struction with exclusive ‘NOISESTOPPERS’ for 
office quiet. No braces to catch dust or nylons! 
Choose from Forest Green, Mist Green, Desert 
Tan, Mahogany Brown or Hammergrain Grey 
baked-enamel finishes. 











or office gray enamel. 


Corner Posts, 11 Gauge or 13 
Gauge 7'3” high... 8’3” 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 





THREE TOP SPECIALTIES 


of Superb Quality 
STEEL SHELVING 


Standard Or Government Specifica- 
tions: All Standard Sizes. 


high... 








TYPEWRITER TABLE 


Size 2644"H x 16”D x 22”W and 34°W 
overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2” rubber casters. Shipped K. D. one per 


carton. Weight 30 Ib. 
List Price $15.00 


MIDWEST 


METAL MANUFACTURING COMPANY 
1818-24 North 18th St., St. Louis 6, Mo. 
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As Advertised in The Saturday Evening Post = 11:30 A.M. Announcements 


11:45 A.M. Potlatch, by Oregon Trail Travelers, Wedge- 
wood Room 
12:30 P.M. Luncheon for men—Wedgewood Room 
e ® 2:00 P.M. Golf—Fircrest Golf Club 
ictor am ions The women will enjoy lunch at the “Top of the Ocean” at 
noon followed by an afternoon cruise with the Evergreen Fleet 


on Puget Sound 





Monday Evening 
or your customers Free—for all dealers 
7:30 P.M. Oregon Trail Travelers Meeting—Presidential 
Suite 
8:30 P.M. No-host Party—Tacoma Athletic Commission 


to choose from! ra 
a 9:15 A.M. Business Session—Lt. Gov. James Kolbus 


Presiding 
9:25 A.M. Elmer G. Rahe Vp-NSOEA Mfg. Division 


NEW! ELECTRIC MODELS! “Our Responsibility to American Business 

10:00 A.M. Explanation of New Moore List—Zeke Hend- 
NEW! DIRECT SUBTRACTION! rickson and Walter Moore. 
NEW! HAND ADDERS! 







10:45 A.M. Nominations 
10:55 A.M. Necrology 
11:10 A.M. Resolutions 





11:20 A.M. Drawing for Door Prize 
11:30 A.M. Announcements 
11:45 A.M. Potlatch, by Oregon Trail Travelers—Hotel 


Lobby 

2:30 P.M. Luncheon with Ladies—Crystal Ball Room 

1:15 P.M. Skit, Oregon Trail Travelers 

2:00 P.M. Business Session—Wedgewood Room—Lt. Gov. 
Bob Gibbs, Presiding 





Workshop Clinic—Paul Burbank 
Tuesday Evening 
6:15 P.M. Potlatch—Hotel Lobby 
7:30 P.M. Annual Banquet—Crystal Ball Room 
9:00 P.M. Dancing—Crystal Ball Room For 


SEE YOU ALL IN TACOMA RI 





Full keyboard and 10-key 
keyboard models available in 
electric or hand-operated units 


Now, there are 14 Champion models in the new 
expanded line — hand-operated or electric Champion 
Executives featuring direct subtraction — Champion 
Super Adders in attractive metal cases. Money- 
making discounts and great sales versatility give 
you a better profit opportunity with the Victor 
Champion line. Mail the coupon below for illustrated ( 

\ 


brochure. | 
Extra Profit in Volume 
Sales and Repeat 


Low-cost cash registers 
Business! fe 


—two models available. 
These top sellers offer your 
customer many extra fea- 
tures found only on higher 
priced registers. Be sure 
you get the Victor plan 
outlining the complete 
Champion line. 


S 






If you want 
ECONOMY plus... 
stock “THE FAMOUS 


Victor Adding Machine Co., Chicago 18, Ill. CROWN LINE!” 
Victor-McCaskey Limited, Galt, Ontario Crown’s quality Daters 


Man ——— of Business Machines, Cash Registe rs, Business and 
ndustrial Systems, Electronic Equipment, Electri-Cars. 





are guaranteed to 


OUTPERFORM AND 








f-———— Tear out this coupon and mail today! -———-4 ee a 
TLAST 
| Victor Adding Machine Co. ath 1 bane 
| 3900 N. Rockwell St., Chicago 18, Ill. | com petitively priced iat 
| Please send me the new brochure outlining complete selling plans for the new, | stamps on the market. 
| expanded Champion line. | 
| . | Send for full ¥ 
ame — ———————— a : 
| | particulars! Vi 
| Company i | 
————— a oe R. A. STEWART AND COMPANY, INC. 
. Saas -_ State a-ss7 | 80 Duane Street - New York 7, New York 
= ee ee ee ee ae ae ae a Oe Oe OS OS ie: ee Vr  — se ee ee sal 





196 OA-5 /57 OA 








This unique new Regency Catalogue... 


AA 


Qn, 
a rn, P 
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features 
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Regency’s exclusive and revolutionary new process offers M,. and y (On Diay, Cerin f 
superior Heliograving* with all these advantages: “7. Ge 
*(not to be confused with engraving) ‘we R hy 
, /p.. i “onan Trius “ryfond 
e greater sharpness and clarity of letters “and N.. « 
e new effects with superimposed and angled letters muel Mn, 
e joined letters in the most favored scripts Mr an) "450u, “Y Fond 
® speedier production for prompt delivery S. Ch, 3 
® superior craftsmanship at an amazingly low price (Onoo, try \; 
Tex, cA (thal, 


FREE: Completely New Flower Wedding Line Catalogue features:— 
exclusive new scripts @ wide selection of ever-popular styles ® postpaid 
shipment within two days of order ® Jjherg]l discount 


For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 


REGENCY THERMOGRAPHERS, 2s West 23 Street, New York 10, N.Y. 
for 
SYSTEMatl 


profits 









A Complete Line! 


Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 


| [ a tL 
aN “Office 


if DUN'S REVIEW [___ 
HOSPITALS 
BANKING 





feature America’s outstanding 























Space Saving Filing System 





















































“THE SYSTEM THAT 











MAKES SHELF FILING PRACTICAL!” 








| methods 





WRITE for Catalog & Full Details of the 















Visi-Shelf Dealer Promotion! 








roadway. New York 7. 
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NO customer complaints on your hands 























... WHEN YOU SELL 
TIFFANY STANDS 


SAFE, SILENT 
STABILITY 





' 
is 1s 
The New 
TIFFANY 


DUPLEX 
BOOK STAND 


Automatically levels all pages; keeps 
them flat and instantly readable at 
any point in the book. The ingenious, 
self-leveling top makes big books 
handy as a pocket guide. Adjusts to 
desired height; transports silently on 
soft rubber, ball bearing casters. This 
all-metal Tiffany ‘‘first’’ 

comes in 5 colors. 


TH 











inst 


FOR TODAY’S 
OFFICE MACHINES 


Quality and popular price, a rare 
combination in any product, make 
this an outstanding value. Heavy, 
smooth-edge, angle steel construc- 
tion. Universal square top-cups 
snugly lock machine feet, accom- 
modate almost all types of portable 
equipment. Large steel leaves 

attach to either side for 

added work area. wen® 





THE TIFFANY - 


8000 SERIES 
OFFICE MACHINE STANDS 


withfeatures neverbeforeavailable / a 


Extra-heavy-duty stand designed 
especially for today’s electric type- 
writers, bookkeeping, statement, 
listing and other types of heavier 
portable office machines.Completely 
vibration-free through tubular steel 
framework and 1-piece top con- 
struction. Foot pedal retracts 
casters. Open top for 
machine noise “escape 
hatch”’, 


National consumer 
advertising. Sold 


STAND CO. 
through dealers 


only. 7350 Forsyth - St.Louis 5, Mo. 
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Seen & Heard in 


Southern California 
by J. EDWARD TUFFT, 


2012 Huntington Dr., S$. Pasadena, Calif. 





In my hands, slightly too late for inclusion in the “Seen 
and Heard” items of last month, but worthy of top-spot loca- 
tion in the notes this month, is the following account of one 
of the largest, if not the very largest, dinner meetings ever held 
under the auspices of the Southern California Office Machine 
Dealers’ Association. 

The reference is to the event on February 25, when the 
West Coast Platen Co., played host to 509 people in observ- 
ance of its 10th anniversary. 

Morris Dorfman and Norbert Mayer are the owners of the 
business. The location is 643 S. San Pedro Street, Los Angeles. 
In those 10 years the company has grown from a one-man 
operation to a firm employing 27 people, with more than 800 
accounts in Southern California, Nevada, and New Mexico. 
The dinner was given with the thought of showing apprecia- 
tion to both dealers and employees. 

Ray Alba, president of the association, presided. Speakers 
included: Ed Staats, sales manager for the Ames Supply Co., 
Chicago; Mel Kansteiner, branch manager, dealer sales divi- 
sion, Remington Rand, Los Angeles; Vern Booher, past presi- 
dent of SCOMDA; Ed Suderman, president of SCOMDA; and 
Harold Mann, secretary of the National Office Machine 
Dealers Association. Present also were Bud Bills, vice presi- 
dent of the Ames Supply Co., and his wife, New York; Clyde 
Jungbluth, president of the Wholesale Typewriter Co., New 
York, the Vance Gribble of the Seattle Platen Company, Seat- 
tle. Invocation was given by John Romano, Fresno, Calif., 
past president of NOMDA. 

Mr. Mayer had the pleasure of introducing both his wife 
and his mother, the latter, Mrs. Thekla Mayer, now 77 years 
old. 

A feature of the program was the presentation of a plaque 


“Old Faithful” 


Allen’s been faithful, too—since 1920 

Our time-tested products are also faithful 
profit-producers for you—made for every 
purse and every purpose. Boxed under our 
brand name or yours. Write today or phone 
BEekman 3-2255 for prompt sample service 
and quotations on our complete line. 





INKED RIBBONS 


Judicator 


CARBON PAPER 


— 







ALLEN & COMPANY 


MANUFACTURERS 
DIVISION OF DIXON CARBON & RIBBON CORP. 
11-13 VANDEWATER ST., NEW YORK 38, N. Y. 
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DUPLISNAPS, 


WILL INCREASE YOUR VOLUME AND PROFITS! 


Duplisnaps are the modern way to meet today’s 
need for quick, low cost, efficient addressing 
of multiple mailings. 


ao te Duplisnaps are sheets of blank, perforated gum- 

+ - med addressing labels interleaved with smudge 
resistant carbon in easy-to-use ‘‘snap-out’’ 
forms. Two to six sheet forms available in white, 
Four part set also available in colors. Send for 
your free copy of **Speed Your Mailings’’, con- 
taining samples and full information on Eureka’s 
complete line of addressing labels. 

Other Eureka products include Dapliquik @, 

and Duplisticker® labels for multiple mail- 

ings, Roll, Fanfold and other office labels, 

decorative seals, cardboard cutouts and many 

other printed gummed specialties. 

EUREKA SPECIALTY PRINTING COMPANY 
555 ELECTRIC STREET, SCRANTON, PA. 
@® REG. T.M, — U.S, & CANADA 











Smallest Adding Machine 


=. SUT 


VISIBLE ADDING DIALS 
ee 9 COLUMN CAPACITY 


Tb paling 


“SWIFT ADDING MACHINE 


SWIFT BUSINESS MACHINES CORP. Great Barrington, Massachusetts 
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to Mr. Dorfman and Mr. Mayer by the employees, Paul 
Gnitke, shop foreman, making the presentation. The plaque 
carried the following inscription: 
“To Morris Dorfman and Norbert Mayer, 
Congratulations on your 10th Anniver- 
sary, from the Employees of the West 
Coast Platen Company, February 25, 1957.” 


NEW NEW 
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George P. Brubaker has been named president of the Tele- 
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Timely Advice ...... 
watch the days go by with a 
STARK CALENDAR 












* EASY TO READ 
EASY TO USE 

















ra 
= 


You Look 





$41.95 
($46.15 in Zone 2) 


DeLuxe 
Secretarial 
Posture Chair ( 4 





STARK .... 

a quality line of stands and pads featuring all popular styles 
|| and sizes. Calendar pads are lithographed on high-grade bond 
'| paper of UNMATCHED WHITENESS with the date in red 
|| and the monthly calendar in black. Fast 2-color lithograph 
'| printing enables us to give you the best in quality and prompt 
service. 

write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


STARK CALENDARS éxcorporated 


Atit! 





Any Way 


100-112 BISSELL ST. - PHONE jt? * JOLIET, ILL. 





NEW NEW NEW NEW 
It’s a terrific buy- 


Top Quality at 
a Budget Price 
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NO. 450 AC 


CRAFTSMANSHIP 


Exemplified 
by 
BRIGHT 








MANUFACTURERS OF 





SOFA 1 
NO. 450 mate 


Styled for perfect harmony with modern decor. Fashioned 
for luxurious wear. Customed for lasting comfort and 
pleasure. Priced for every buyers purse. These are the 
factors which make BRIGHT creations a joy and satis- 
faction to every one who buys. In a large selection of 
genuine leather and Elastic Naugahyde and a wide range 
of styles you will find just what you want for every 


customer. 





WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 


— 





NO. 90 EXECUTIVE 
POSTURE CHAIR 





Surnilae 








FOR MORE SALES Se 







UTILITIES 


Finest quality merchandise 
conveniently packaged for 
easy handling in self-service 
departments practically in- 
vite purchase 


The attractive red and black 
boxes and cartons are quick 
attention getters and can be 
used to create sales winning 
counter displays. 


Reyburn’s extensive line has 
an item for every stationer’s 
need backed by years of 
manufacturing experience 
“Buy the best .. Buy Rey- 
burn’s.” 


THE REYBURN MANUFACTURING CO., INC. 
WAREHOUSES: 4048 POLK ST., CHICAGO, ILL. 





es w 


i. 


nt 





" HELLO! 


MY. NAME IS 
















CAS53 Tag merchandiser displays fifty- 
three fast moving items. Customers 


serve themselves. 









eR ei 4 SS 


The brilliant red and white boxed units that stop 
the eye and start the sale at self-selection counters. 








ee > 


PHILADELPHIA, PA. 
901 W. VICKERY BLYD., FORT WORTH, TEXAS 
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- Announcing the New 
TRINER 


waving 
70 Ib. Automatic Parcel! Post Scale 


Featuring New Design 
New Construction Features 
New Extra-Large 
Color-Band Chart 


Stop costly postage 
errors. Speed mailing 
operations. Get the facts 
on the superb new Triner 
Imperial with new extra- 
large, eye-level, color-band 
chart that guides the eye 
instantaneously to the 
correct postage computa- 
tion. Famed Triner twin 
pendulum accuracy 

- ho springs. 


Over 200,000 
Triner Scales 

in 38,000 

U.S. Post Offices. 


Write for 
Booklet 


TRINER SCALE & MFG. CO. 


2716 W. 21st Street + Chicago 8, Illinois 


"TOPS THEM ALL! 





-_ 


Se ome 


7 Tee 


| ~ I> 







ee 
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SEMCO'S 


ALL-STEEL 
ADJUSTABLE DROP-LEAF TYPING STAND 


Now you can offer the finest drop-leaf typing stand 
on the market. DURABLE, STURDY, with MODERN 
DESIGN, the SEMCO Adjustable Typing Stand will 
build business for you wherever it is shown. 

Offering a positive-locking, trouble-free adjustable 
unit, this stand will accommodate any standard 
manual or electric typewriter. Also excellent for 
many types of office machines. 


MORE PROFITS for you WITH SEMCO_ 


Write for Free Literature! .. 


“SEMCO SALES jn, amon 
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ST. PETERSBURG, FLORIDA 





computing Corporation, according to an announcement by 
William R. Whittaker, chairman of the board. Brubaker was 
founder and is still president of Brubaker Electronics, Inc., a 
firm which was acquired by Telecomputing last August. 

The board also named a new treasurer, Paul W. Byall, who 
holds the same position with Brubaker Electronics, Inc. Byall 
will become the chief financial officer. 

° 

A film entitled, “Unusual Uses of the Typewriter in Busi- 
ness”, was a feature of the program at the March 12, meet- 
ing of the Los Angeles chapter of the National Office Man- 
agement Association, presented at the Rodger Young Audi- 
torium, Los Angeles. The chief speaker was Dr. Spencer Pol- 
lard of the Economics Department of the University of South- 
ern California. His theme was “The office of 1967!”, or “Three 
New Headaches for Office Management—Automation, Unioni- 
zation, and Self-Analysis!” Last year Dr. Pollard, a Rhodes 
scholar, was regional chairman of the National Academy of 
Arbitration, dealing with labor disputes. 

Guests at this meeting were the sponsors of the business 
clubs in the Los Angeles city high schools and junior colleges. 
e 

Parker’s Typewriter Co., Pasadena, has two new outside 
salesmen—James Marshall, formerly with Chase Brothers in 
Glendale, and Dick Dore, for many years with I.B.M. 

Business at the new Parker store is satisfactory, according 
to the management. All phases of the business are now cen- 
tered in one spot, and almost immediately across the street 
the J. W. Robinson Company has broken ground for a major 
department store that will cover an entire city block. 

° 

Sidney Casner, now part owner of the United Desk Com- 
pany, 1200 S. Olive Street, was slated to assume matrimonial 
responsibilities April 14. The bride’s maiden name is Linda 
Spellman, and the wedding was to be a home wedding in 
Beverly Hills. The wedding trip will be a tour to Mexico City 
and other points in that country. 

° 
A new salesman on the floor in the Nern Office Furniture 





—TY PEWRITERS— 


ALL MAKES—MODELS 
INCLUDING WIDE CARRIAGE 


ADDING 
MACHINES 


SUNDSTRAND——BURROUGHS—VICTOR 
DALTON—Hand or Electric 


CALCULATING 
MACHINES 


MONROE—MARCHANT—BURROUGHS 
COMPTOMETERS—Hand or Electric 
ROUGH or RECONDITIONED 











Write for Prices 





Also ask about our ADDOMETER, the add- 
ing and subtracting machine that retails for 
$14.95 and pays you Extraordinary Profit. 


Reliable Typewriter & Adding Machine Co. 


305 W. Monroe St., Chicago 6, Ill. 
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JURABLE STEEL OFFICE EQUIPMENT 
om IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS « PERMANIZED BAKED ENAMEL FINISH 


Sa MEN 


oe 















===") FAST SELLING! 

cm | SPACE SAVER! 
| MODERN ISLAND BASE 
= | SALESMAN'S DESK 


+ Linoleum top (40”x25¥2”) 
| Desert sage, 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS Bike: = 

© BOOKCASES | = ysses 
© SECTIONAL BOOKCASES “SM! NEW! PRICED TO SELL! 


q mist green, grey 
EXECUTIVE CONFERENCE DESK 
ROLLER FILES sodieiliiniataien TOP VALUE! 


TELEPHONE CABINETS Desert sage, mist green, grey EX TOP SELLER! Lass ; 
SPECIALTY CABINETS rc ae 


Linoleum top (50”x24”) =~ 
Desert sage, \ ~_ 
mist green, grey SS. 


































St 










: 


— 





TERRIFIC BUY! 


MODERN SALES DESK | peenn a 
OVERHANG TOP p. Ks PACKED 





Linoleum top (53”x2542”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #435 AND DEALER PRICE LIST. 


URABLE METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 


— UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 

1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 

able where quiet operation is desired. 











Distributors in All Principal Cities Catalog on Request 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


ASSOCIATED Kilian Manufacturing Corp. Fischer Bearings (Canada), Ltd. Kilian Steel Ball Corporation 


‘ (Canada), Ltd. 240 Fleet St. East, Toronto 2B, Ont. 100 Wellington St., Hartford, Conn. 
COMPANIES: 240 Fleet St. East, Toronto 2B, Ont. “ 
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SCHWAB... For That Extra Measure of Protection 


A SCHWAB SAFE FOR EVERY 

me NEED. Class ‘‘C’’-Label One 

Hour filing safes tested by 

| Underwriters’ Laboratories 

| Inc. Office Grey and Green No. 1013-——-VL-—VER- 
i wrinkle finish. Available TICAL HOME LETTER 
rie with Mercantile “E” rated VAULT Equipped with 
=) burglar chest as illustrated. key lock. 10 filing 
ie folders and legible 
tabs. Perfect for 
bonds, documents, re- 
ceipts, etc. 





No. 1913——FIREPROOF RECORD FILE 
Equipped with 25 hanging file 
folders. Yale combination lock. 
Full 1-5/4,” wall of fireproof in- 
sulation 


THE “PRESIDIO’’ Keeps 
No. 913——-SCHWAB DEPOSIT classified blueprints and 
CHEST. Fireproof — burglar- plans SAFE. Drawers op- 





proof protection for office or erate smoothly on ball 
home. Comes with combination bearing rollers. Furnished 
lock or key lock. Finish — in 2- 3-4 -5 drawer sec- 
smooth, Gray. Shipp. Wgt. ap- tions. Will hold sheet 
prox. 55 Ibs. size up to 42” x 31”. 


SCHWAB SAFE COMPANY LAFAYETTE, INDIANA 
Send for Complete Catalog 














i ah el 


GRAND RAPIDS ADJUST UP or DOWN 


LEVEL or SLOPED (without brackets, bolts, screws or tools) 


Bulman takes wasted time and work out of merchandising ... puts 
more appeal and punch into displays because you fit shelves to the 
merchandise or slope shelves by just pulling-out and pushing-in at 
desired position. These fuiler-looking and more effective displays 
pull more results ... as proved by the 31.2% sales increases averaged 
nationally in Bulman planned and equipped stores. 











oo 


Write, wire or call 


THE Bulman CORPORATION 


DEPT. OA57, GRAND RAPIDS 2, MICHIGAN 





Offices in Principal Cities 
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Company, 514 N. Brand Blvd., Glendale, is Earl Bachtel. 
Dave Joyce, first assistant to Rod Nern, owner, took his 


ication during the last part of March 

Mr. Nern says that business, at this writing, is not only 
ood Dut very good 

« 

When the Miller Desk and Safe Company, 1248 S. Figueroa 
Street, Los Angeles, completes an expansion that is now under 
\ the management believes the firm will have one of the 
largest sales and display rooms in this industry in the world. 
Adjacent space has been leased that gives the store a corner 
location, with easurements of 250 feet on Figueroa Street 


ind 400 feet on Pico Boulevard. Every item of furniture han- 
dled will be featured in a floor display. For steel furniture dis- 


play alone, 10,000 square feet in model offices will be used, 
hile 15,000 square feet will be devoted to used furniture. 
[The main open sales room will claim 60,000 square feet. 


Offices of the company are on the mezzanine and will not 
be moved. The mezzanine has about 5,000 square feet. 

A new salesman is Harry Greene, formerly a factory rep- 
resentative. The new office controller is Harold Aherns. Hy 
Miller is now general manager of the main store. A new out- 
side salesman is Larry Lazzerus. Howard Benjamin, formerly 
on the order desk, has been promoted to a position on the 
sales force 

Leo Miller, a partner, says that business is satisfactory in 
every Way 


7 
Lou Gold, proprietor of the Gold Desk and Safe Co., 345 
E. 3rd Street, Los Angeles, and his wife, at this writing, are 


ibsent on an eastern trip, with the convention in New Orleans 
as a stopping place en route. Complete plans for the trip had 
not been made at the time of departure, but visits to factories 
ind a few days in New York City were quite definitely on the 


schedule 


Ned Levin, manager of the store, says that business is very 
200d 











5 divisions 
quality + selection 
-+ economy 


There are no unknown 
quantities in this equation. 
By establishing 5 divisions 
UNDER ONE ROOF, we 
enable our customers, both 
dealers and users alike, to 
get top quality office 
machines—any make and 
any model—at a tremendous 
saving. It’s a solution that 
proves worthwhile, everytime. 





The following are the 5 divisions available te you: -— 





Addressograph Banking Adding and Calculating Bookkeeping Duplicating 
Division Division Machine Division Division Division 


Apply this time proven equation to your office machine problems today! 
CALL OR WRITE DEP'T 0 


INTERNATIONAL OFFICE APPLIANCES, INC. 


326 Broadway, New York 7, N. Y. HA 2-6700 ¢ (Cable: ADDBOOKAL 
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Use ACCO 


TENPAK 


ONCE THEY START using Acco Fasteners our customers 
will go on using them forever—forever sr you your sales, 
So Acco brought out the TENPAK — 10 Acco Fasteners 
#12 or #22 on a card — ideal for self-service counter 
display, ideal for introducing Acco Fasteners to more users 
— spreading your market, building your business. -Try 
a box of 10 cards (100 Fasteners) and watch ’em GO! 


ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 


In Canada: Acco Canadian Co., Ltd., Toronto 





CENTRALS BETTER BUYS! 


NEW 


Kolledge 
STEEL WASTE BASKETS 


Roll Edge rim 
Easy to lift! 
Inverted bottom 
Tapered design 


Popular size 
and colors 





STEEL BOXES , 
One of Central's complete line of Cash, Bond and Unity peteis 
Ten styles— One-piece construction— Heavy gouge stool —Rownded 

corners—Hammered silver finish. = 
See your Jobber or write us for complete details. 


CAN | 


2415 WEST 19th STREET. CHICAGO" 8. ne 


























Canadian News - 


Our industry Across the Border 
By Special Correspondence 


Thanks for the three recent o: Most U.S. and Canadian manufac- 
turers of stationery and office supplies 
have failed to keep pace with dealers’ 
efforts to capture impulse sales through 
self-serve merchandising techniques, Bill 
Poole, vice-president, J. E. Poole Co. 
Ltd., Toronto, told OA this month. He 
said he had just completed a study of 
dealers’ problems in this connection and 
while most dealers were concentrating 
on boosting their self-service facilities, 
Bill Poole suppliers’ packaging presentations were, 

for the most part, antiquated. 

Dealers are aware that it doesn’t cost the manufacturer any 
more to produce a good package that sells on sight than it 
No. 3 of a series does a poor package that neither informs nor moves, he as- 
serted. “While it is true that the packaging of office supplies 
today calls upon practically every package form, from metal 
— cans to set-up boxes and collapsible tubes, it is also true that 
een a aaa aay } few industries have available to them such a diversity of pack- 
aging strategies and reasons for using them,” Mr. Poole de- 


ders. We have acknowledged and de- 


livered 


. } 
( lowa dealer) 












clared. 
rs 
Writes, Draws, Paints, Thirty-one years ago, Roberts Holmes started in the station- 
Ink is self-contained, ery and office supply trade as a stockroom clerk in the Lon- 
instant drying, water- don, Ont. store of his uncle, Wendell Holmes. Mid-March of 
proof and smearproof. Ten ink colors avail- this year, Roberts Holmes officiated at the opening ceremonies 
able. GUARANTEED LEAKPROOF in connection with the unveiling to the public of Canada’s 


most modern self-serve stationery store, bearing his own name. 
The original firm’s downtown store added its operations at 


Dealers: Write for booklet “How to Boost Your Sales ‘ 
the end of last year following the death of Wendell Holmes, 


with The MARSH 77 PEN.” 































“= sbi though his estate still operates a branch in London East. 
MARSH COMPANY, 63 MARSH BLDC.. BELLEVILLE, ILL., U. S. A. Roberts Holmes’ new venture, although completely self-serve, 
‘seta 
: | : $1775 
' TYPEWRITER 
pon TAX EXTRA 
1 : Sd = 1-10)» 
f ~. . INCLUDING 
H CREATE A PERMANENT TELESCOPIC 
IMPRESSION EYEGUIDE 
~  Leedall new nylon ribbons do 
f . ‘ 
f cre: a lasting and permanent impres- 
both on paper and to the user. Takes all copy up to 20 inches 
Self-inking properties keep Leedall’s ny- = A money-maker that is easy to sell. 
yn fresh every day. WW" 4 Now the RITE-LINE Copy holder has g 
; j the new Telescopic Eyeguide at no 
ey.) oe Ame), me -di=)-1e)) | acca extra cost. Takes all widths of copy 
© Lasts fer eee EYEGUIDE CONTRACTED from a machine tape to 20 inches. 
ee __ Self-contained, all-metal, compact, at- 
Pe eat -indiie 20" tractive. Requires no installation or 
© Cleon, eran =: service. Illustration shows it with LINE 
aaa an ea flies ; ; pe MAGNIFIER attached. Magnifier is 
P y P ; EYEGUIDE EXTENDED extra equipment you can sell. 
| SEND FOR SAMPLES AND PRICE LIST TODAY Fer tell carttiunn deena, de, wilte = 
| LEEDALL PRODUCTS MFG Co. ’ 
WHOLESALE ONLY - DOMESTIC AND EXPORT 
Milltown, New Jersey Ms Milltown 8-1045 
| A RIBBON FOR EVERY MACHINE 
RITE-LINE CORPORATION, 4209 39th Street, N.W., Washington 16, D.C. = 
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Furniture 





NDERSON~ HICKEY COMPANY 


* P. O. BOX 8006 * 


917 CHEROKEE AVE. 


Columnar Sheets 
are ruled in 


PERMANENT INK! 


New, Square-Edge, 
Modern Office Furnishings 


with a Functional Fit.... 





fit together in sectional arrangement 


to expand working area, yet compress space! 


Plus regular, standard line of desks and files. 


5000 LINE DESKS 
1900 LINE FILES 





NASHVILLE 7, TENN, 
























Lines can’t smudge «- Ink Eradicator won’t remove lines 


Dealer sales are multiplying as enthusiasm 
grows for these new FAULTLESS Columnar 
Sheets. They’re the first great improvement 
in years! Lines are waterproof, won’t smudge 
under moist hands — even ink eradicator 
won’t remove them. 

Lithographed in brown and green on fine 
quality white stock, FAULTLESS Colum- 
nar Sheets offer maximum contrast with 
written figures, eliminate glare and produce 


far greater eye comfort. Lines are always 
uniform — register is perfect! 

Tell all of your customers about new 
FAULTLESS Lithographed Columnar 
Sheets. There’s no easier way to insure ex- 
tra profits. 


STATIONERS LOOSE LEAF CO. 
MILWAUKEE 1, 524 NORTH BROADWAY 
NEW YORK 3, 114-116 EAST 13TH STREET 
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FIT TO GRACE THE FINEST DESK 


HAND BOUND 
WITH 
LEATHERLEX 


popular 
priced 





LEGAL OR LETTER SIZE 
— ae — 1 — 


¥ - - 
coLors: atl * MAHOGANY + * GREY * GREEN + * ORY + 
= — e ye : L aa 


















Write for FREE Catalog 


REDI-RECORD PRODUCTS CO. ji yan to ny. 









BUNUPTT fact Complose Line 
WOOD AND Fr 


METAL BASE 
CUTTING BOARDS 


The Most Versatile | 
Cutting Boards 
Ever Designed! 





A host of new features—never before available in cut- 
ting boards—makes the Premier Line a must for YOU! 
Ideal for use in office, plant, art dept., shipping, pro- 
duction, sample dept.—wherever materials from feath- 
ers to light metal must be cut quickly and accurately 
the Premier Line will bring you someediobe new profits. 


@ Automatic Paper Clamping Device Keeps Material in 
Position ® Rugged, All-Metal Construction ® Hollow Ground, 
Self-Sharpening Blade @ Permanently, Accurately Scored 
Half Inch Squares ® Automatic Guard Rail — Completely 
Accident Proof 


PHOTO 

MATERIALS 2100 West Fulton 
Street, Chicago 12, 

co. Illinois 

TAylor 9-3033 
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Proven Profitable 


WWDIAN 
Ututograyphie 


CASH REGISTER 


Hundreds of Dealers 
have found the Indiana 







Avtographic Cash Reg- 
ister profitable to dis- 
play and demonstrate. 
ideal for all types of 
business doing over-the- 
counter sales. Sales or 
payments on account 
recorded quickly and 
accurately. Sales figures 
can be kept by com- 
modities or depart- 
ments and are classi- 
fied at time of entry. 
All records and figures 
available at end of day 
for checking. 


Ruled paper roll, in which en- 
tries are recorded, spaces au- 
tomatically upon pulling the 
hand lever — Cash Drawer 
opens and warning bell rings. 


6 popular models. 


Dealers — write for details. 


NT | 


CASH DRAWER 
COMPANY 


SHELBYVILLE, INDIANA 


NOW...A NEW 
CASTER 


BY MASTER 


A complete line of quality 





casters now available for all 
types of metal and wood 
furniture. Beautifully 
designed for the 

highest efficiency, 
Master-Made Cas- 

ters may be had 

either with soft 

rubber wheels 

or with hard 


tread wheels 


GUARANTEED TO SELL OR YOUR MONEY BACK! 





MIRACLE DOUBLE ACTION 


MARKED 
BOXES 


Every box names the chair the par- 
ticular caster fits, as well as the 
size and type of caster. Boxed four 
casters to a set. 


Highly polished steel 
balls operate on two 
separate raceways 
_ that are locked per- 
manently together to form a solid 
unit. Steel bearings and bearing sur- 
faces are hardened to guarantee 
lasting performance. 














AND IN ADDITION! An attractive discount schedule on 


all casters— means a handsome increase in your caster profits! 


MASTER MANUFACTURING CO. 9200 Inman Avenue 


CLEVELAND 65, OHIO 
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maintains a staff of over 20, most of whom were with him 
at his former business location. Assistant general manager 
is Don Morris; other sales personnel: Miss J. Weir, Mrs. E. 
MacFarlane, Mrs. D. Sintzel, Mrs. E. Smith, Miss M. Solomon, 
Mrs. V. Stanton, Mrs. G. Gill, Mrs. N. Lamb, Mrs. V. Slater, 
Mrs. E. Baer, Russell Dunham and Mrs. B. McCallum. 
Merchandising layout design of Mr. Holmes’ new store is, 
basically, of the NSOEA model store technique. Customer 
flow is controlled by two long aisles, meeting at a cash check- 
out counter at front 
7 
Glen Dawson has been appointed Toronto sales manager of 
the envelope and continuous form division of John Dickinson 
& Co., (Canada) Ltd., Hamilton. Firm is the largest manu- 
facturer of envelopes in the world, with headquarters in Eng- 
land 
6 
A new 55,000 square-foot plant is being erected in Etobi- 
coke, a suburb of Toronto, for Index Card Co. Ltd., manu- 
filing supplies and office equipment. The com- 
pany, 100 persons, expects to complete its 
move from existing quarters next August. 
+ 
Members and guests of the Stationers’ Association of 
Hamilton, Ont. at their March meeting heard H. C. Berndt, 
president, Lackawanna Leather Co., Toronto, discuss the use 
of upholstery leathers in the office field. Mr. Berndt said that 
while many considered the present an age of synthetics, the 
use of genuine leather continued to be first choice where long 
period durability and economy were essentials. Special visitors 
included J. S. Luckett, Sr., Jim Luckett, Mary McKenzie, 
Christopher Bursche, Ralph Picard, Mary-Jane Makar, Nor- 
man Brown, Jim Holmes, Norman Hymus, Stuart Cromar, 
Gord Oimpson, all of Toronto; Rodger Beattie, Art Perry and 
W. A. Spitall, St. Catharines; Bill Gardner, Stoney Creek; 
Charles J. Stoner, Camden, N. J. 
> 
Toronto, has recently moved into 
Bartley Drive in the city’s 


facturers ol 


which employs 


Scripto of Canada, Ltd., 
headquarters on 


its Canadian 


—S$TYLINE—— 


SERIES 
Worden of Holland 





No. 3060 





58 x 32 
WORDEN Company offers the office equipment r a com- 
sod desks, tables, chairs, leather upholstered 
vite all manufactured with good quality as a 
e you to investigate the many advantages of 
products. A comolete catalog w ye furnished 


the 


HCi LAND 


WORDEN company 


MICHIGAN 
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A Modern, Sturdy Elevator 
Stand... QUR SPECIAL! 
At Rock Bottom Price! 





























“Our Special" 


Colors: Mist Green, Gray, Desert Tan 











Your Best Buy 
For All-Around Use 


e All steel 

e Snag-proof 

e All edges rounded 
e Rattle proof 
Elbow type arms 

e Tubular legs 

Rigid back brace 
Baked enamel finish 
2 drop leaves 

Big working space 
Soft rubber casters 


Exclusive 1-pce. 
leg bracket 


Other products made by Interstate include a wide va- 
riety of wardrobe and storage cabinets; steel elevator- 
type stands for heavy business machines; office utility 


Ste 


L¢ 


yro’ | lists. 


ands; plastic chair mats, etc. FOR FREE CATA- 
iG SEND COUPON. 
— Es ee ee a a 
interstate Metal Products Co., Inc. 
(Office Equipment Division) 
D 666 Lake Shore Drive, Chicago 11, til. 
Gentlemen: Please send me FREE office equipment catalog & price 





co 1 tl ectnsisnnssisissesthstpeinatalthdataianetatiat er 
pv | TITLE - aniseed avail — 
70? 
I COMPANY ___ lata 
AOORESS_ _ ee 
s (city) (rone) (state) A-] 
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OF COURSE! cA hangepooin} 


Those Good Dependable Pens 
for Banks and Offices 










CONVERTIBLE 


Fountain to Ballpoint 

Ballpoint to Fountain 

Exclusive Changepoint 
feature 








Two Tone Bronze 


Satin Chrome 
Satin Bronze 





Western States contact 
ARCH K. ANSTY 
COMPANY 


Exclusive Western 
Distributor 
171 2nd St. San Francisco 5 












Cl ean 


“> 2 


Write for Catalog in Full Color With Prices 


Teleph DI d 3-7965 546 South Rockford 
TULSA 20, OKLAHOMA 
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METLHED MAPTACKS 


ae 





\ ¢ 







* SELL THE Best -SELL MOORE 
= (Map Companies do- EXCLUSIVELY) 
-~MOORE METLHEDS ARE 


~ Nationally Advertised 


- \ 
\ 
Makers of famous MOORE Picture Hangers & Push-Pins 





MOORE PUSH-PIN CO. Since /900 


ie =) 250,90 2) Gay 8 


PHILADELPHIA 44, PA 
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eastern suburban area. This modern plant is situated on two 
acres and contains complete facilities for the manufacture of 
mechanical pencils, ballpoint pens, etc., reports Scripto sales 
manager, Donald J. Young. 

: 

The Stationery & Office Equipment Guild of Canada, Inc., 
through a committee headed by Leon H. Black, president, W. 
A. Sheaffer Pen Co. Canada, Ltd., Goderich, Ont., was suc- 
cessful in its second attempt to convince the Canadian Govern- 
ment that a wartime-imposed 10% luxury tax on writing in- 
struments and related desk accessories was unjust. The tax 
has now been removed as a result of the Guild’s petition which 
revealed that the imposition actually produced little revenue 
for the Government yet was harmful to producer, dealer, 
educator, businessman and student. 

* 

Following company re-organization and a re-alignment of 
management duties, R. D. Howse, managing director of L. E. 
Waterman Pen Co. Ltd., Montreal, has announced the ap- 
pointment of four key management executives. Fred A. 
Greene, a native of St. Lambert, Que., where Waterman’s 
maintains a plant, now becomes secretary-treasurer and gen- 
eral manager. He joined the company in 1938 as a cost ac- 
countant. George M. Watson becomes general sales manager. 
He started with the firm as a salesman in 1950. Joseph A. 
Trainor, who also joined the firm as a salesman, in 1948, be- 
comes assistant general sales manager. Production manager is 
R. Dunbar who has served Waterman’s in Canada since 1945 
in service and production departments. 

* 

Ten years ago the McBee Co. Ltd. was a small firm gain- 
ing a start in the office equipment field in Toronto with a 
staff of three and a small office in a downtown rooming house. 
Today, it employs 180 people across Canada and has ex- 
panded into a manufacturing plant with 40,000 square feet of 
plant space, plus 10 sales offices in principal cities in Canada. 
First-year sales were $165,000; current years’ target is $2 


PROTECTED PROFITS FOR YOU 


WITH ADVANCOS POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 





oa 


MADE IN U.S A REG. U S. PATENT OFFICE 


= 


MECEIVED OF PETTY Cas 


Write for General Catalog and Price List 


ADVANCO PRODUCTS Inc: 
MANUFACTURERS 232%" in nage cna rm 


* ue apvawc® 





76-05 51st AVENUE, ELMHURST 73.1. |.. N.Y. + Telephone Hickory 6-4842 
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lounges 


®@ Luxuriously cushioned and designed for for 
spacious comfort. Strong, rigid frames of Offices 
kiln-dried hardwood, gleaming chrome ends, Lobbies 
hardwood arms, colorful Duran upholstery, Reception 
No-Sag spring seats. Rooms 


Rest Rooms 


NEW LOW LIST PRICES! Beauty Shops 


Patios 

22-C Single Lounge Chair $ 60.00 SINGLE 

No. 44-C Double Lounge 90.00 pouBLE 
No. 66-C Triple Lounge (illust.) 115.00 TRIPLE 


Send for '57 Price List and Catalog of Lounges, Lecterns, Tables, 
Chairs, Booths, Showcases and other profit makers. We sell thru 
dealers only. 


ATTA 


13 VINE STREET 


MANUFACTURING CO., INC. 


EVANSVILLE, INDIANA 
SOOOOOOOOOHOE ND} | 


; snatlies ‘New Profit-Maker 
from the GOODFREND line 





~< 


—. 





—— 





File ) 
/) 
» 
Mate ¢ 
" 
121/)""x10” 
x 30” high 
() 
®¢ COMPACT — All steel combination file and 
storage cabinet 
¢ FOR HOME OR OFFICE \ 
e COMPLETE WITH FOLDERS AND TWO LOCKS \ 
® ROOMY CABINET WITH SHELF 
(SO0DFREND Manufacturing Corporation \ 


Manufacturers of Steel Specialties \ 
1846 W. CARROLL AVENUE, CHICAGO 172, ILL. } 
Phone CH 3-3361 


POOO992092090820OO OK) 
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he Salle Top Quality 


ASH TRAYS — SMOKERS — COSTUMERS 
METAL — WOOD — TRADITIONAL — 
MODERN 








Costumers in Satin Chrome, Grey, Tan. 


Smokers — Ash Trays in Walnut, Brass, 
Bronze, Anodized Aluminum, Chrome and 
Popular Colors. 


Write for Illustrated Catalog. 


No. 155 


















Other Metal —— 

Snuffer Type Smokers with 135X Solid 
Fool-proof Gless Liners Walnut. Solid 
mechanism or Safety Sress Handle 
guaranteed Screen Tops. end Gere 
for life Some with rule. Others 

of Smoker “BEADED” wit Grass 
Heavily Posts some Screen end 
Weighted | TAPERED Metal Liners. 


Base. Posts. 


- 320 


No. 


135X 


oY Sth PRODUCTS CO. 


2216 N. CLYBOURN AVENUE CHICAGO 14, ILL. 





Large Variety Sizes and Style: 


of 


Noesting, considers QUALITY 


byelanais-) am ieilelelad-lale— 


wie 
N.Y 


=<STING PIN TICKET CO 
New York 


30th dtreet 
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PENGUIN custom-built 
Relrigerated Furniture 








Newest bar sensation in cabinets 
to fit modern, traditional and contemporary 
decor. One side contains a specially 
designed refrigerated unit, the other 

serves as a liquor and glassware 
storage compartment. 


Illustrated brochure 
mailed upon request. 





Dealer Territories Still Available. 


Springer Industries inc. 


48-01 28th Ave., L. 1. City 3, N. Y. 











Markwell Premium 
Quality Office Staplers 
— designed, styled 


Here is the 
NEW LOOK 
that will bring Markwell 


Dealers increased sales . 


» Markwell Office Staplers now furnished 
complete with Staples 


and priced for every 
stapling need 


»> New lower Dealer prices on Markwell Staples 


» New lower Consumer prices on Markwell Staples 


» New and exciting Sales Aids 


— ' m1’ \ . 
~ ' —~ | . 








A proven way 
$ to accumulate 


$ money 














STEEYS S<7RONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 
















COIN WRAPPERS 


Rainbow * Automatic * 
Tubular * Gunshell 


Old Style * 
Kweartet ° 


Duzitall 


BILL STRAPS 
Federal * Colored * 
o 


Banding 






Write for Information! 





THE C. L. DOWNEY CO. HANNIBAL, MO. 
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RAPID-DESIGN * TIMELY * DO-ALL * CASSEL. etc. 
WRITE FOR THE ALVIN 1956 GENERAL CATALOG 
ALVIN & COMPANY 


Importers, Manufacturers and Distributors 
Windsor, Connecticut 
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Although is now 


million 
owned subsidiary of Royal McBee Corp. in U.S., it remains 
an all-Canadian operation, says vice-president Bill Bryers. Two 
of the company’s five directors are Canadians. 

* 


the Canadian company a wholly 


William H. J. Warner, manager, Hamilton branch, Office 
Specialty Mfg Ltd., Newmarket, Ont., died suddenly, 
March 10. He was a member of the Rotary Ciub of Hamilton; 
the Advertising and Sales Club of Hamilton, and the Chamber 
of Commerce 


Co., 


“ 

Arthur G. Blake has joined the sales staff of the Carter’s 
Ink Co. of Canada, Ltd., Montreal, as Western Canada rep- 
resentative. He has been connected with the office supply in- 
dustry in Canada for ten years. Married, with two daughters, 
he lives in Scarboro, Ont. Appointment was announced by 
sales manager, George Basil. 

. 

A machine that talks with the speed of light to another 
machine in Windsor, Ont. is in operation at Ford Motor Co. 
of Canada’s Vancouver, B. C. plant. It is an IBM data trans- 
ceiver and is part of a nationwide accounting and communi- 
cations system set up for Ford of Canada. A card-to-card 
system, it transmits a message from one punched card to an- 
other, at the rate of 1,000 an hour, without the intermediate 
step of punching tape. It allows parts and accessories orders 
and accounting information to be relayed from any of the 
company’s seven parts depots in Canada to the Windsor, Ont. 
headquarters 

* 

Nicholds Ltd., Ottawa, has announced it has ac- 
quired control of Dominion Loose Leaf, Ltd., and that oper- 
ations of both companies will be consolidated and carried on 
Parkdale Ave. location. Gerard H. Nicholds is 


Press, 


at the firm’s 


president, with C. H. Everett as vice-president and general 
manager 
> 
During the past two years, Canada has outstripped the 
U.S. in the pace of growth of physical production and all 


VAVZAN Ni i os BD 





BOOKKEEPING MACHINES 


Burrough National 


Remington Sunstrand 


ADDRESSOGRAPHS 
GRAPHOTYPES 
CALCULATORS 

BRANDT COIN MACHINES 

KARDEX CABINETS 


Top prices paid for late machines. Please 
submit complete details when writing. 








BOOKKEEPING MACHINES INC. 





434 Broadway — Dept. OA — N.Y. 13, N.Y. WA 5-1459 
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4 The lever is properly 







Get the full line 
for more profit 


R.C.Allen Guardsman 
SAFES 








From R. C. Allen, a 
full line of Safes and 
Insulated Files, Single 
and Double-Door 
Safes, Vault Doors, 
Money Chests and 
Bank Equipment. C- 
T-20 premium sav- 
ing label, also in A 
ond B Underwriters 
Labels. Write for 
Catalog today. 





“The Corregidor", business mode! with C-T-20 $330 00 
Underwriters Label and relocking device. s 





Eastern List 





SAFE and FILE DIVISION 


R.C.Allen Business Machines, Inc. 


680 Front Ave., N.W. Grand Rapids, Mich. 








No other PAPER CUTTER 
for the office 
is built 







OFFICE 
DUPLICATING 
MADE EASIER... 


Perfect for mimeo, 
spirit duplicating and 
multilith departments | 
in offices, industrial ¥ 
organizations, banks, 
insurance companies, | 
small printers and off- | | 

/ 


to sell so iow! 






The new MICHAEL 
PAPER CUTTERS are of 
all heavy steel con- 
struction for long life. 


















balanced for easy cut- 
ting. After each cut > 
when lever is returned, }~ 
it is automatically 
locked with safety 
latch. 

The back gauge eas- 
ily moves forward and 
back. Cutting table has 
a permanent rule so 
that the back gauge 
can be set for any 
size. 


set shops, stationers 
and photo finishers. 























‘and 20%" 
Se eee E 


Michael Wir 


WEST 45th STREET e@ 






NEW YORK 36, N. Y. 
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business statistics point to a strong economy continuing in 
Canada. That’s what the annual report of R. L. Crain Ltd., 


Ottawa, producers of business forms, told their shareholders. 
—yY Af / The company expects to continue to grow with Canada, it 
ACE AB MODERN was emphasized. Last year, the firm’s total employment passed 


the 600 mark and is expected to move higher during 1957. 
Net earnings after taxes per share of issued common stock 
were $4.24 in 1956, compared to $2.90 in 1955. 
e 
March meeting of the Stationery & Office Equipment Guild 
Club of Toronto was “Bosses’ Night” and close to 100 at- 
tended. Guest speaker was George Clifton, a golf authority, 
who detailed some of the finer techniques of the game. At- | 
tendance prize, a set of golf clubs, was won by Henry Zeize, 
Brown Brothers, Ltd., Toronto. 
. 
Richard C. (Dick) Cochrill, managing director of Wendell 
Holmes Ltd. stores in London and St. Thomas, Ont., for the 
past 30 years, has now purchased the St. Thomas branch. It i 
now becomes Richard Cochrill Ltd. Dick grew up with the 
i 
| 








Holmes organization, starting with it in 1912 as a parcel boy. 
He went to St. Thomas in 1922 to open the branch, and has re- 
mained at the helm ever since. 








. 
Mr. & Mrs. Tom O'Neill, of F. M. O’Neill & Co., Halifax, 
- celebrated the arrival of a second son, Jan. 24. Mr. O'Neill is : 
No. 605 a director of the Stationery & Office Equipment Guild of 
Canada, Inc. 
« 
Wide assortment of chairs and occasional tables. Write for catalog. One of the founders of the Toronto firm of Dye and Dur- 
ham, legal stationers, Shirley H. Dye, 90, generally considered 
AMERICAN CHAIR COMPANY the dean of the stationery industry in Toronto territory, died 
SHEBOYGAN WISCONSIN recently. He was a yee of the Riel — Ne 1885, = 
. an active interest In trade association Work, and Was perhaps 
eet Neer? GWCADO — Space 1650, Merchandise Mart the most widely known stationery tgaveler in his early days, 


~NEW YORK — Decorative Arts Center, 305 E. 63rd St., (9th Floor) 


MIAMI — 3900 Biscayne Boulevard BOSTON — 92 Newberry St. covering many parts of the westerm€®.S. and Canada, before 


settling down into a business of his own in Toronto. 








just off the press... “Perfect” — cuair CUSHIONS 











NEW Z| a 
CACC DeLuxe 
° EXECUTIVE 
| 1 \opne 
usiness [orms cata 00 sm 
| IN THREE 
NOW! A complete catalog of business — — - SIZES 
e forms covering a wide variety Covered with velour—fibre and velour—also corduroy and fibre in 2” 
of loose leaf business and accounting forms a a oe oe | 








- + « just off the press and ready for mailing. ‘PP ” FOAM RUBBER L 
Since 1900 leaders in the lenfoct CHAIR CUSHIONS si 
manufacture of precision qual- ; 


ity loose leaf business forms, binders and 
peg-board accounting systems. 


WRITE TODAY FOR CATALOG ‘‘J”’ 


The C. E. SHEPPARD CO. 


One side covered with rich 
pile corduroy for cool sea- 
sons, the other side with 
woven fibre for hot 
weather. 





Filled with new live rub- 
ber having thousands of 
air cells that breathe with 
every move. 








a 


Colors: Brown, Green. 
Sizes: 17” x 18”—-15" x 
17” —14 Yo" x 15/2". 


“Softscat ”  $TOOL CUSHIONS 


Transforms Hard Stools into Soft Seats. 
Available in four sizes 12”, 13%, 14”, 15” Diameter ; 
Write for New Illustrated Folder 











44-07 21st Street Long Island City 1, N.Y. 





(] Please send Catalog "J" on business forms 
[] Please send extra catalogs for our use. We pres- 
ently sell Cesco business forms. 


es 














Name Giving Complete Information 
| Firm THE PERFECT RUBBER SEAT . 
| eg CUSHION CO. 3 
| City State 6435 EDMUND STREET PHILADELPHIA 35, PENNA. i 7 
i iussseseuseensiunaseenienasemanianemanneintaian L. «= 
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LOOSE 
LEAF 





TRADE MARK REGISTERED 


CATALOG BINDERS 
New Style Post Folders 


Fast and Easily Loaded... 


Identification 


Ideal for Stock Control 
Forms, Engineer Project 
Files, Small Catalog 
& Refer- 


Preservation 


ence, etc. 


Available in assembled 


or kit forms Patents Applied for 


and Trade Marks Registered 


The first new style economy folder 
development in 25 years 
Samples and literature on request 


THE ROLLAFAX CO. 
2402 HENNEPIN AVE, MINNEAPOLIS 5, MINN. 





Hold Contents Securely 
. . « Flat Folder Back Provides for Instant Contents 





‘Economy type”’ 


























You can 


BE HEADQUARTERS 
for EQUIPTO LOCKERS 











types ready for immediate delivery 
coupon today for full facts. 








a Sele a ee 
Division of Aurora Equipment Co. 
§10 Prairie Avenue, Aurora, Illinois 
Rush me a LOCKER CATALOG containing full focts. 


NAME 


ADDRESS 
CITY ZONE 


i 
' 
gy FIRM 
i 


STATE 
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| =i 
= ne Once seen, customers demand Equipto Modern- 
feajele Flow’s exclusive features — decorator styling, pilfer- 
| fale |? proof construction, six times faster assembly. This 
| (eo te) demand permits you to sell at full profit. Equipto takes 
——— 


your locker business out of the vicious competitive class, 
and makes it a full-profit line. All standard sizes and 
Clip and mail 


. 
1 
i 


! 
t 
! 
! 
i 
4 





DRAWS. MARKS PERMANENTLY 
o], me: ), & aie) dV ed 


Needed — in every HOME, OFFICE, 
SCHOOL, CLUB and INDUSTRY — for 101 
uses! Does every marking job easier and bet- 
ter. Never clogs. Specially suited to COLOR 
CODING. Unbreakable, leak-proof body is 
color-matched to ink. 

Surpasses every pen of its type ever made—Low re- 
tail price plus big dealer's discount adds up to high 
volume profits for you. 





FREE 
DEMONSTRATOR DISPLAY 


with l-gross order. 


FREE COUNTER DISPLAY 
(to hold 10 of your pens) 
with Vo-gross order. 


Cash in on this whirlwind success . . 


DIV. 


3220 N 





. ORDER NOW! 





BANKERS & MERCHANTS 
Sheffield Ave 





Chicago ; 











At your store... 

A MUST! 

At your home... 

A GREAT CONVENIENCE! 


Your copy of Office Appliances is 
an essential part of your store or 
office eperation, and must be kept 
there handy for quick, easy refer- 
ence. 


How  Prevetog 
( waters Netting Habits 


However, since your business — 
the office stationery and equipment 
business — rates number one in 
your reading interests, reading Of- 
fice Appliances at home can be 
enjoyable, and, of course profitable. 
The answer: A second subscription 
to OA, delivered to your home at the cost of only 25¢ a month. 





Why mot fill out the blank below, tear it out and mail it 


us. Enclose your check, or we'll bill you later — and, in 
appreciation of your prompt response, we'll immediately 
end you a copy of OA’'s } “How to 


special repr nt booklet 
Develop Creative Selling Habits.’’ Like OA, it will make 
good reading at home. 


FTE eee REE EERE REESE EEE ES SERRE EERE ERE E EERE EEE EE EEE ESE OTERO Oe 


NAME 
FIRM NAME 
CITY 


ZONE 


: HOME ADDRESS . 
: STATE 


! TYPE OF BUSINESS : 
{ POSITION . 57 
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DIFFERENT SIZES, STYLES 
OF BULLETIN BOARDS AND 
CHANGEABLE LETTER BOARDS 









| 
| 
} 


*® Easy Folding! 
* Compact 


* DuHoney 20 
* Beautiful Smooth 


* Double Bracing! 


A COMPLETE LINE OF = || ( Sep 
FOLDING TABLES NOeorrs 
Wide range of styles and sizes CHORAL & BAND STANDS 


Midwest Folding Tables feature the 
exclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 
positions. Improved leg design gives (~~) 

added strength with greater comfort. | () FOULING 
All-welded construction. Extra strong | 
under-bracing with tops laminated to 
frame by special hot press glue proc- 


ess. sages recesed steel apron. CADDIES 
Write for complete 
Me » FOLDING PRODUCTS iy 
Dept. 57A, ROSELLE, ILLINOIS 





BY DAV-SON 


A Dav-Son board for every job. 
Changeable letter directory and 
announcement boards, black boards, 
menu boards, others. Sturdily con- 
structed, every Dav-Son board is 
built to last, with quality built-in 
for years of service. 

Dav-Son Changeable Letter Di- 
ane omeg Rag Lobby, Office, 










se. 
e Wide Variety of pivtes and Sizes 
e Glass Enclosed Fro 
e Hardwood or Metal — 
e Highest Quality Felt 
e Absolutely Warpproof 
@ Also Available with 5’ 5” 
Standards 

Dav-Son Genuine Self-Sealing 
Cork Bulletin Boards 
@ Indoor and Outdoor Styles 
@ Hardwood or Metal Frames 
» With or Without Locking Glass 


@ World’s Largest Selection 


Write for FREE 1957 catalog. 


Dav-Sen Changeable Name Plate 
Black card with white letters under 
beveled plexiglass shield. Triangular 
wood base in choice of Walnut, Oak. 
Mahogany, Blonde or Steel Grey fin 
ish. 10%”x2%” 


A. C. DAVENPORT & SON, INC. 


311 N. DESPLAINES STREET, CHICAGO 6, ILLINOIS, DEPT. OA 


INSIST ON DAV-SON—YOUR BEST BUY! 










Storage! 


Safety Lock! 
5 year guarantee on 


Tops! all Midwest Legs 





—Choice of tops 





‘fs | PLATFORMS 


= TABLE & 
Pi CHAIR 
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{ STABILITY—You are backed by a factory established since 1900. 








THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 


1913/2 Commerce St. 545 Mission St. 
AGENTS IN ALL PRINCIPAL CITIES 














 LOOKING?.. g w= a aiidiens Sales 2 Opportonity? ) 


IN GROWING PUNCH CARD AND AUTOMATION FIELDS, 

SCRIPTOMATIC ADDRESSING AND DATA WRITING SYSTEM OFFERS: 
INCOME—High potential as independent agent. 

DIGNITY— You sell at Top Level. You sell a “system.” 

HIGH VOLUME — You sell from a complete line that meets the needs 
of an “exploding” market. 

REPEAT SALES—You build a continuous supply business exclusively 

with volume users. 


Full warranties and field support behind every Scriptomatic installation. 
COMPETITIVE "EDGE" —Scriptomatic uses punch cards for masters. } 
Saves on list handling and master costs. 


Several exclusive franchise areas opening for qualified men or organizations. 
Write, in confidence, stating background which should include addressing 


machine experience 
® SCRIPTOMATIC, INC. 
304 N. Eleventh Street 




















\ - Philadelphia 7, Pa. J 
te 









/ 
/ 


| 







Don't Waste Time | 4.‘ 
LOOK IT UP HERE) 


This is your ANSWER BOOK BUYERS 
te all your buying Needs H INDE X 
« PRODUCT INDEX—over 1,500 prod- fi ISS{ 13 


ucts classified. 

2. DIRECTORY OF MANUFACTURERS 
—over 3,000 with names and ad- 
dresses. 

3. TRADE NAME—TRADE MARK INDEX 
—Over 6,000 with names of manu- = 
facturers. = 

4 MANUFACTURERS’ ADVERTISING— 5. TRADE ASSOCIATIONS— 
many use catalog-type advertising City, State and National— 
giving complete product informa- names and address of 
tion. officers and meetings dates. 


Keep your copy handy —use it often 






NS ... Typewriters, 
_ Billing Machines, Addressing 





Marking Devices and mony 
others... 
« Easy fo Use « No Mess 
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now 
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FOR 
EVERY 
PURPOSE 






NOTCHING 
PUNCH 








TICKET PUNCHES 










THE HOGGSON & PETTIS MFG. CO., 141T Brewery St, New Haven, Conn 





TALLY PUNCH 


Nos. 17, 33—Notches cards, sheets, etc. No. 
17 dies not over 4%” wide, &” deep; No. 33, 
not over 4%” deep. 

No, 2—For %-%” round holes; 1%” reach. 
No, 3, 1%” reach & No. 12, 2” reach, same 
style as No. 2. All will take spegial dies 
Talley Punch—Registers number of punchings to 
99,999. Punches %”, *%&” or %” round holes—also 
special designs. Same counter available in our Nos. 
2, 3, 10, 11, 21. Write for circulars. 





Keep Klean Imprinted 
Typewriter and Business Machine 
Covers help you sell more! 


Keep your old customers ‘Dealer Con- 
scious” and bring in new ones — by 
sending out your trademark and mes- 
sage with every machine you sell! 
Tough, durable gray plastic, gray rub- 
ber and black rubber. Write today for 
prices, discounts, etc. 


KEEP KLEAN PRODUCTS CO., INC. 
4077 PARK AVE., N.Y. 57, N.Y. 





ONE SENTRY SALE 
EVERY 10 DAYS 
in a town of 9400! 


HUMMEL’S GROSSES $2117 ON 
$120 AVERAGE INVESTMENT 


Hummel’s Office Equipment Co. of 
Herkimer, N.Y., is cashing-in with 
SENTRY—the only quality-built 
small safe priced to sell in volume 
to homes and small businesses. Why 
not you? Write today for full details. 


JOHN D. BRUSH & CO., INC. 


545 West Ave., Rochester 11, N.Y. 


s ted 
‘a> 


Standard discount plus 
advertising allowance 


BEACH'S 


‘Common Sense’’ 


EXPENSE BOOKS 


now shipped to you 
this sturdy, con- 


f£ 


venient carton tor 







Samples, Prices: 


BEACH 


PUBLISHING CO. = 
19829 W. McNichols, Detroit 19, Mich. 
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Textiles Film 
Plastic Rubber 
Crepe Paper. 
Score Cardboard 
and Corrugation 
Perforate to 

30 sheets one 
stroke. 





Harvey Safety Cutter- SAFE 
Perforator 


Dealers invited 


LANSDALE 
(-] te] 01 elens-mele)-i-10]-7- wale), 






BOX 568 LANSDALE 














ie ee 
Dantes Bie ae ees 
# Pe 


CONSOLIDATED BUSINESS SYSTEMS. INC. 


30 Vesey St.. New York 7, N.Y BArclay 7-3687 


CELILULOIO PRODUCTS 













Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holde , 
bill-fold envelopes; stamp containers, etc. Made ‘of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details, 


Markile 


902p S. Wabash Ave. Chicago 5, ll. 
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IMPORTANT ANNOUNCEMENT 


ARROW PAPER 
PRODUCTS 
COMPANY 

manufacturers 

since 1924 of a 

line of quality 
LETTER FILES 

CARD INDEX 

FILES 
STORAGE FILES 
F.O.B. Factory and INDEXES 


electrically ‘] 1 ees 
opens 200 to I ff SAN cscs. Ht | is now to be 
300 letters # [> known as 























ee 


eae age ye ag ARE 9m oo ca 





nominal price. 








(Prices subject to — nate a J 
per minute — ARROW CASE J 
LETTER FILE COMPANY, INC. “ 
ARNOLD MACKENZIE, INC. | 502-504 West 30th Street } 7 1 
3133 Overlook Drive, Minneapolis 20, Minn. reet, el. CHickering 4-7682, 
NEW YORK 1, N. Y. 


A Specialty Item 
SELL MASTER SPEED KEYS || 


THE 
Spring - Cushioned 


Typewriter Key 
































in ATLAS | 


Complete Vertical 
Filing Systems for 


© NEGATIVES 




















@ OFFSET PLATES 
for old and new typewriters, e STENCILS | 
bookkeeping and billing machines. ne " 
ale ae e X-RAY 
Don’t Delay © ART WORK | 
ADD THAT EXTRA PROFIT —" Bs 2 al Faia arena 
SPEED KEY CORPORATION #2.),0"w2. vet |] | | -- oppo mrangaiag 16716 Westfield Avenve™ 


| NEGA-PLATE HANGER Cleveland 10, Ohio 




















ROLLING STORE LADDERS 


ROLLING LADDERS—Made from 
Oak or Birch 


| an 
SIDE and CEILING TYPES—with J || \| 
steel track for mounting on shelving, \ \ 
filing cabinets or ceiling. | ; if 
“A” and LIBRARY TYPES—require || || | 
no track and are mounted on wheels Lt \ 
with Automatic Safety Brakes FX \ \ 
WELDED STEEL SAFETY LADDERS -\ A \ 

\ 




















—Made from 1” diameter round \\ | 
furniture tubing, with expanded WEA | 
metal steps. Mounted on Swivel Ad \y | i 
Brake Casters. Ladder can be rolled \\ FR 
freely when no one is on it. When I J NON ' 
you step on the ladder the rubber | t— \\ ~~ 

tipped legs rest on the floor and 5 ® YY ral 

prevent roiling. Made in 1 to 13 io ——_\V \ | 
step heights, and 4 widths. | Write for Dealer | 

Send for Circulars 42-OA (Wood) & 56-OA (Stee!) and Dealer Discount. Literature & Prices 











Manufactured by 
I. D. COTTERMAN “ “:wiciss"sst “ HARDBOARD Fasricators, inc. 


ZY az J a , 

SINGLE’ FLUID ene yi 
PS cup cork Gane INK and STAIN REMOVERS 
commissions selling Ss 
our complete line Bini =< 

PASS UP THOSE 

EXTRA forms to financial 

institutions. 

C 0 M M l S S | 0 N S Write for Information 









of passbooks, pocket 
check covers, coin 
savers, and other 





| 
| 





a 


x fol ee 
o # 





ASSBOOK Co. _ 


CLEVELAND 13, OHIO: 





CARDINELL CORPORATION MONTCLAIR. NEW JERSEY 
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ws THE ORIGINAL SPIRIT ADDRESSING MACHINES ath 


SUPER MODEL 200 @ FLUID CONTROL 


@ VISIBLE FLUID 
SUPPLY 










ADDRESSETTE 
Rena Addressette is a low cost spirit ad- 
dressing machine 





— - 7 » =~ + 

5 — a) \ SPIRIT DUPLICATOR The high quality precision, custom built, 
\ sane, P irit addressing machine equipped with 
¥ ~ ‘ \S™/ Complete with attractive carrying case AUTOMATIC selector device 























DEALERS INQUIRIES INVITED DU PRINTS, INC. @ 1502 S. MAIN ST. @ LOS ANGELES 15, CALIF 
D 
E 
A 
L 
E 
R Upholstered Furniture of 
5 8 | Distinction For Offices, 
oa It costs less to draw from our huge ? Hotels, Institutions 
stock of desks, chairs, steel furniture, ; : aise 
SHOW her furni ; “ Write For New 
rooms __ [eather furniture and accessories. é Catalog 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N.Y. MIAMI, FLORIDA LOS ANGELES, CALIF 
74 BROAD ST. 155 W FLAGLER ST 830 WILSHIRE BLVD 
BOwling Green 9-823! 8284684 TR-7003 

















SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 


CANVAS & LEATHER 
a ; High Profit Makers * Precision Made 
Mail Bags For Your | Finest Quality Rust-Resistant Stee! Wire 


Select Clientele STANDARD & SPECIAL STAPLES 
WRITE FOR CIRCULAR FOR OFFICE & INDUSTRIAL MACHINES 


N e 2 machines, tackers, hammers, pliers, etc. 
x CAN PRO : 'UNCONDITIONALLY GUARANTEED 
— 33 € McWLLIAMS ST. Dealer's Price List on Request 


sone Ow acm UNITED STAPLE CO., Inc. 





















49-01 5th Street, Long Island City 1, New York 














- STORE FIXTURES |e "2 "a LEAD POINTER 
ALL an@-ASLAND UNITS 


For Perfect Lead Points 
BLUNT TO HAIRLINE 





Variable Taper Model Standard Model gives you points 
vt for the, tati iets You Dial the up to 4%” long without breaking. 
taper you want Just insert lead and rotate lid. 


Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 


WRITE FOR LITERATURE AND DEALER PRICES 






WRITE; WIRE OR PHONE A 
Butler Fixture Co. 


P.O. BOX 123 BHONE 3-1654 FRANKFORT, KY. 


s*ORT oo <— 










LONG  ——— 
ORIN: = BIRO veal emer 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 
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Modem 


Ditinctivelly 


220 


Dik 






IF YOU ARE AN ORIGINAL 
EQUIPMENT MANUFACTURER OR 
JOBBER, WRITE US. IF YOU 

ARE A DEALER, SEE YOUR JOBBER. 


Arccenk . 








aw for your new 











appliance line 


61-559 


Steel. Attractive visor-type 
styling. Screw holes on 4” 
centers, or (61-559A) 
334” centers. 


61-573 


Zinc Die Cast Pull. Distinctive 
design. Screw holes on 4” 
centers, or (61-573A) 

334” centers. Also available 
with matching Thumb 

Latch (61-574) for 
application on filing cabinets 


61-565 

Zinc Die Cast. Bright 
Chrome finish. Brass, Bronze 
on special order. 3” centers. 
Suggested for use on 

tracing file cabinet drawers 
and similar applications. 


PULLS by NATIONAL LOCK 


National Lock Pulls will bring 


that special touch of 


elegance to your newest line of Desks and Filing Cabinets. 
Contact us NOW, before your plans are finalized. 


Quality Hardware...all from 1 source 
DRAWER PULLS * LOCKS + CASTERS * HINGES 


LATCHES * LABEL HOLDERS + SCREWS * BOLTS 


NATIONAL LOCK COMPANY a 


Rockford 


Illinois 


S5..——1 


INDUSTRIAL HARDWARE DIVISION 
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The new Cy Mod-U-Ell 


92 combinations 











Microfilm cabinets 


Filing systems and supplies 


Sort-0-Mat 


Credenzas—83 combinations 








Machine or secretarial desks 
37 models 





7) P 
The new fP ro-DFile* 
plus a complete broad line of 
standard filing cabinets 


*Patented 














the 








~~ —— 
~ a es 


H hag JUNIOR EFFICIENCY 





U 
AN EXCELLENT of ONLY 
IMPULSE ITEM - 
THAT EVERYONE $ So) 9 5 
CAN USE 
° > | ! COMPLETE WITH 
Prints in 1 to 5 Colors PPL ie 
Prints 75-100 Clean Copies 
Copies Cost Less than Ic Each Anyone Can Quickly Print... 
Speedily Changed Gelatin Films BULLETINS ANNOUNCEMENTS 
Simple to Operate PRICE LISTS INSTRUCTIONS 
Feeds Fast and Accurately MENUS SALES LETTERS 
Printing Area 81/4 x 13 In. POST CARDS ENVELOPE STUFFERS 
“Always Makes a Good Impression” 


THE HEYER CORPORATION e CHICAGO 
Makers of Duplicators and Supplies for Over 50 Years 


Manufactured by | 





